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| Fifty-fifth Year, No. 14 


New Jersey Agents 
Holding Mid-Year 
Convention Today 


| Will Close Two-Day Gathering 
_ Featuring Developments in Fire, 
Casualty and Other Fields 


PRES. HOLLAND REPORTS 


John Neville of NAIA to Speak 
Today on Threats to Agents’ 
Ownership of Expirations 


Congressman Frank Osmers is the 
featured speaker at the 6lst mid-year 
"meeting of the New Jersey Association 
of Insurance Agents, which is being held 


' April 1-2, at the Hotel Berkeley-Carteret 


in Asbury Park, N. J. He speaks on 
“Government in Business.” 

' The two-day gathering is also hearing 
' an address today by John F. Neville, 
_ executive secretary-general counsel of 
' the National Association of Insurance 
| Agents, a discussion on the latest fire 
rate and rule changes by Leon A. Wat- 
son and S. Gage Lewis, manager and 
assistant manager, respectively of the 


_ New Jersey Fire Insurance Rating Or- 


; ganization, and a report on important 
insurance matters in New Jersey by 
President S. S. Holland of Jersey City, 
who heads the Garden State agents’ 
association. 

In addition, a “Town Hall Forum” was 
scheduled to discuss the general sub- 
ject of how agents, through closer 
cooperation and understanding with the 
companies, can better serve the public. 
This feature was conceived and devel- 
oped by Raymond M. Myers, an asso- 
ciate of Charles Andrews Associates of 
Trenton. Panelists are Roy H. Mac- 
Bean, Cranford, a past president and 
present chairman of the New Jersey 
Association’s casualty committee; Arthur 

-L. Zimmerman of Newark; Albert C. 
Knox, vice president of the Phoenix- 
Connecticut Group, and Rexford Crewe, 
Manager of production departments, 
Hartford Accident & Indemnity. 

Earl Munz, CPCU, a past president of 
the association, serves as moderator. 

In his report to the convention yester- 
day President Holland spoke well of the 
agents school of insurance in which 
there are 31 students enrolled. For the 

| fall semester of 1953 there were 36 
_ enrolled, and 90% or better of the grad- 
(Continued on Page 31) 
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He’s Protected — Naturally 


If your assured lived in 
houses like beavers, 

they wouldn’t need fire 
insurance. But fortunately, 
most families prefer an. 
L & L fire policy to a 
watery living room. 


London & Lancashire 
GROUP 
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well-balanced 


-balanced company is, we believe, a company 


. whose financial position is strong 

. whose geographical market embraces a 
balance of metropolitan, town and rural 
areas 

. whose policy contracts include all funda- 
mental coverages... 


a company 

. whose contributions to its industry have 
been recognized as outstanding 

. whose growth has been steady and uniform 

. whose size is sufficiently large to assure 
confidence and prestige 

. whose management, nevertheless, has 
never lost the common touch with agent 
and policyholder 

. whose reputation as a friendly company 
has been consistently upheld 


Fidelity is a well-balanced company 


The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 
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Power To Examine 
Welfare Funds Given 
To N. Y. Department 


More Than 3,000,000 Citizens of 
This State Have Stake in 
These Trusts 


STUDY OF SITUATION MADE 
Supt. Bohlinger Mailed 32,000 


Questionnaires to Unions, Group 
Life Companies, Employers 


Governor Dewey has signed the bill 
to amend the New York State laws so 
that the Insurance Superintendent gets 
authority to examine into the affairs of 
any employe welfare trust fund as often 
as the Superintendent deems it expedi- 
ent. The bill also provides that the 
trustees of each employe trust fund shall 
be responsible for the maintenance of 
accurate records of its books and ac- 
counts in conformance with generally 
accepted accounting principles. 


Plans Cover 3,000,000 N. Y. Citizens 


In excess of 3,000,000 citizens in New 
York State or approximately 25% of the 
total population, have a stake in em- 
ploye benefit plans which offer protec- 
tion against the hazards of off-the-job 
accidents, illness and loss of income 
through old age and death. A minimum 
of $365,000,000 is contributed annually 
on their behalf to both union health, 
welfare and pension plans, and employer 
pension plans. Already accumulated by 
such plans are $2.5 billion in cash and 
invested assets. 

“Since employe benefit plans have de- 
veloped into so vast an undertaking 
offering protection against the hazards 
that jeopardize the economic and social 
well being of a great number of the 
state’s population, they are affected with 
a public interest,” says the New York 
Insurance Department. “This is espe- 
cially true of pension plans which are 
self-administered and do not provide 
benefits through the purchase of an- 
nuity contracts. Such self-administered 
plans frequently hold out to employes 
the expectation of lifetime benefits. The 
ability to meet these pension obligations, 
the full effect of which may not ripen 
for 20 or 30 years, is of paramount im- 
portance to the workers of this state 
who are relying to an increasing extent 
upon the combination of private pen- 
sion plans and S.S. benefits to provide 
for their old age.” 

The Superintendent said that the pur- 
pose of the investigation is to guarantee 
to the millions of union members that 


(Continued on Page 10) 
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F you’re having a hard job selling Life 
it to your home-owner prospects, why 
not make things easier for yourself with a 
Travelers Mortgage Cancellation Plan? 

Dynamically and simply described in 
a new, visual-selling booklet and pro- 


moted in a selection of colorful leaflets 





There's a lot you can do for a man with a mortgage 


Travelers Mortgage Cancellation Plan 


and full-page national ads, Travelers 
Mortgage Cancellation insurance adds up 
to a hard-to-resist sales story. 

You will find that The Travelers has 
trained specialists to help you. Just ask 
your nearest Travelers Life Manager or 
General Agent for full details. 


The Travelers INSURANCE COMPANY 
HARTFORD 15, CONNECTICUT 
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Managers of the Metropolitan Life’s nearly 800 district offices in the 
the United States and Canada conferred with top company officials and 
technicians recently in a three days’ convention at the Waldorf-Astoria which 
was climaxed by a dinner meeting addressed by Frederick H. Ecker, hon- 
orary chairman of the board; Leroy A. Lincoln, chairman of the board, and 
Frederic W. Ecker, president. It was the first such Metropolitan convention 


since 1951. 


F. W. Ecker Has Every Confidence 


In 


In a major address President F. W. 
Ecker told the managers of the company 
that as far as the life insurance business 
is concerned he has every confidence 
that 1954 will be even better than 1953, 
but it will be more competitive. Al- 
though business as a whole will be good 
it possibly will not be so good as its 
immediate predecessors. 

“While it is not clear just when our 
present readjustment period will be 
over, it should not be a long-lived af- 
fair,’ said Mr. Ecker. “Certainly, over 
the longer pull we need have no ques- 
tion that the United States and Canada 
will advance to far greater heights than 
we have seen heretofore. 

“Recognizing that there are so many 
forces at play in our complex economy 
that a change in one or the other can 
affect the outlook very rapidly, never- 
theless, it may be helpful for you to 
know how things look to us.” 


Some Guideposts in Economy 


President Ecker cited these guide- 
posts indicating a bright future for life 
pence selling: 

1. Notwithstanding that business gen- 
erally may operate at somewhat lower 
levels than in 1953, it will, nevertheless, 
still operate at a high lez rel. 

2. People generally are becoming more 
and more conscious that they are under- 
insured. 

3. We have a sales organization that 
never deteriorated, as did the sales or- 
ganizations of some other businesses. 

4. Since the demand for some consumer 
items in some areas has been caught up 
with, in all probability life insurance will 
get a higher priority than ever before over 
new autos, new washing machines, new 
television sets, etc. 


5. The fact that in such periods people 


1954 Sales Results 


hold more dear their basic 
life insurance. 
Agents’ 1953 Weekly Pay Averaged 
$110.49 


One of the highlights of Mr. Ecker’s 
report was the impressive increase in 
the weekly compensation of the average 
agent. He said that the pay for 1953 
averaged $110.49 weekly, but this did 
not represent the entire compensation. 
Added to this should be the $4.50 ex- 
pense allowance and the company’s con- 
tribution to the insurance and retire- 
ment program, amounting to $13.10 aver- 
age cost per agent, making a total of 
$128.09 a week. 

“This steady increase is as it should 
be,” he said. “I like to see all our people 
make more and more money, but I like 
to see them do it because they are better 
insurance men.” 

Mr. Ecker spoke of the health and 
welfare operations, stating that there 
had been some 31% million health mes- 
sages distributed during 1953, more than 
one million over 1952. Of these, 12.7 
million were due to the efforts of indi- 
vidual members of the field force. “Tele- 
vision had provided us with a new 
media,” he said. “Seventy-two per cent 
of the people we now reach is through 
television; 9% through the schools; 16% 
through the theaters; and 3% through 
miscellaneous sources.” 


needs, such as 


Some Policy Contract Changes 


Mr. Ecker discussed some policy con- 
tract changes. The first was in regard 
to the Ordinary Whole Life policy which 
will now be made available for issue at 
ages 10 to 14. 

Also, an Ordinary Whole Life policy 
for $10,000 of insurance or more may, 
in the future, be paid for on a semi- 


Hagerty Tells How Metropolitan 
Aids Economy of the Nation 


In discussing the financial side of 
Metropolitan Life, Harry C. Hagerty, 
financial vice president, said that the 
company’s total assets in 1953 were four 
times greater than in 1929, policy loans 
less than twice, city mortgages twice as 
great, farm loans and railroad holdings 
not much different than 24 years ago. 
Utility bond holdings increased six-fold 
since 1929, but since the end of 1945 
the most rapid increase has been in 
industrial bond holdings. Thus, 80% of 
the increase in assets over the last eight 
years, or since the end of World War 
Il, is in one classification—industrial 
and miscellaneous bonds. 

he company’s total investment in 
Stocks and bonds, as shown in annual 
. statement, was $8,610,000,000 or 

69.9% of assets. This is a decline in 
relation to total assets of about 7% over 
a five-year period. Percentagewise, real 
estate mortgages are recovering. Only 


2% of the total assets were in stocks, 
almost entirely preferred issues. The 
company’s policy as to common stocks 
is unchanged and none were acquired 
in 1953 

“For years we have been using the 
term bonds and_ stocks,” said Mr. 
Hagerty. “The fact is that most of our 
investments are loans as the term is 
used in commercial banks. Many are in 
the form of bonds, with a corporate 
trustee, but to an increasing extent the 
procedure is simply to take notes in one 
piece with loan provisions made a part 
of the note. 


Average 1953 Yield of 4.13% on New 
Bond and Stock Investments 


“During the year 1953 purchases of 
long-term bonds and _ stocks totalled 
$697,196,000 and all but $1,181,000 of pre- 
ferred stocks were in classification of 
loans. The year before the amount so 


Metropolitan Life Managers Meet at Waldorf 


annual or quarterly premitim basis. This 
will also apply to outstanding Ordinary 
Whole Life policies where the basic 
amount under the policy is at least 

A liberalization is also being made in 
connection with the settlement of death 
claims. If a premium has been paid for 
any period after the end of the quarter 
of the policy year in which death occurs, 
the company will pay as part of the 
death claim the portion of the premium 
applicable to that period. 

Commenting on a Family Income rider 
Mr. Ecker said the company will soon 
offer that, and together with the base 
policy, will provide an income of $20 a 
month for each thousand dollars of in- 
surance in the base policy. The monthly 
income will be payable from death to 
the end of a 20-year period after the 
policy’s issue date. The rider will be 
available in connection with the same 
plans of insurance for which the cor- 
responding $10 per $1,000 provision or 
rider is now offered. 


New Advertising Begun 


Mr. Ecker then spoke of a new aspect 
in our advertising, begun recently in 
“Life” magazine, where the company 
was stressing that “Metropolitan service 
is as local as Main Street and as close 
as your phone.” He said that this new 
series will run every other month in 
“Life” and will reach a readership esti- 
mated to be about 23,000,000 in some 12,- 
000,000 different households. 


invested was $1,213,780,000, but whereas 
Metropolitan’s U. S. Government bond 
holdings were reduced almost $500,000,000 
in 1952, the reduction in 1953 was $142, 
000,000. However, last year new bond and 
stock investments were made at an aver- 
age yield of 4.13% vs. 3.80% in 1952, an 
improvement of .33 of 1% and the high- 
est rate in 20 years. 

Very little was invested last year in 
railroad securities, as the demand for 
new capital by this industry was light. 
Over the past four years Metropolitan 
and a few commercial banks loaned or 
agreed to loan funds for new railroad 
equipment costing $370,000,000, or about 
10% of all the freight cars and diesel 
locomotive units installed during the 
period. The freight cars alone in the 
financing in which Metropolitan partici- 
pated would make 300 trains of 100 cars 
extending 227 miles long, or from New 
York to Washington. The company’s 
railroad investments continue to yield 
a satisfactory return, with a rate in 
excess of 4% for several years. Market 
value of all Metropolitan railroad securi- 
ties was 99.4% of book value at the 
1953 year end. In 1939 the average mar- 
ket value was 72%. 


Some of Company’s Loans to Industry 


With respect to public utility and in- 
dustrial bond and stock investments Mr. 
Hagerty gave names of some enterprises 
to which Metropolitan loaned money last 
year and purposes for which the money 
was borrowed. A total of $151,000,000 
went to public utilities in 1953 at a 
4.08% rate. Twenty-five million dollars 
went to the Electric Energy Corp build- 
ing a power plant at Paducah, Ky., for 
Atomic Energy Commission. The Metro- 
politan now has $60,000,000 in Electric 
Energy and another $37,500,000 is to be 
loaned, making a total of $97,500,000. At 
Portsmouth, Ohio, the Ohio Valley Elec- 
tric Co. is building two large power 
plants. Metropolitan advanced about 
$10,000,000 in 1953, and $115,000,000 will 
go out this year and next. Here too the 
power output will be sold to AEC. El 
Paso Natural Gas Co. received $30,000,000 
from Metropolitan in 1953. “With $97,- 
000,000 already loaned and $25,000,000 to 


Receives Ecker Award 





The Ecker 


Award, presented annually 
for district leadership in conduct of the 


business over the preceding five-year 
period, was presented to Dearborn (Chi- 
cago) district. Shown in accompanying 
picture, left to right, are Manager Ray 
mond E. Storck of the Dearborn dis- 
trict; President F. W. Ecker and Vice 
President Cecil J. North. 


go, Metropolitan has made quite a con- 
tribution in getting Texas natural gas 
to northern and southern California,” he 
said. 

Gulf Interstate Gas Co. is building a 
pipe line to transport gas from Louisiana 
to Kentucky for the Columbia Gas 
System, and $48,000,000 of the cost will 
be Metropolitan financed, of which $29,- 


000,000 was advanced last year. In the 
smaller loan category were a loan of 


$3,000,000 to Utah Natural Gas Co. and 
$200,00 loaned to Volunteer Gas Co. to 
put natural gas into eastern Tennessee. 


Help Develop Taconite Ore Areas 


The Metropolitan made a loan of $34,- 
000,000 to the McLouth Steel Co. in 
Detroit. The growing automobile reg 
istration means more strip steel demand. 
Other steel companies among Metropoli 
tan’s list of direct borrowers are Kaiser 
Steel, Pittsburgh Steel and Granite City 
Steel. Loans for iron ore development 
continue. To Reserve Mining Corp., 
owned by Republic Steel and American 
Rolling Mill the company loaned another 
$9,000,000 to open up taconite ore bodies 
in Minnesota and adjoining areas. The 
company’s total investment in Reserve 
Mining Corp. loans will eventually be 
$70,000,000. Continuing to discuss the 
taconite situation Mr. Hagerty said that 
Bethlehem and Youngstown Steel have 
formed Erie Mining Co. to which 
Metropolitan has loaned $55,000,000. 

The Metropolitan has loaned in all 
$19,000,000 to the Davison Chemical Co., 
which makes agricultural chemicals, such 
as phosphates. To a subsidiary of Union 
Oil Co. of California, the Amoniaco 
Corp., Metropolitan has loaned $6,000,000 
for an anhydrous ammonia plant. Allis- 
Chalmers has received the last install 
ment on a $50,000,000 loan. Anaconda 
Copper Mining Co. is building an 
aluminum plant in Montana, and also 
facilities to mine very-low-copper-con- 
tent ore. To pay, in part, for this work 
Metropolitan agreed to loan $45,000,000 
of which $17,000,000 has already been 
taken down. 

Ship loans also represent a very im 
portant type of investment for the com- 

(Continued on Page 6) 
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Metropolitan Life Managers Meet At 


Waldorf 





E.C. McDonald Tells What Group 
Coverages Mean To Typical City 


In his address before Metropolitan 
managers convention Edwin C. Mc- 
Donald, vice president in charge of 
Group sales, said that in 1918 there were 
only 18 companies in this country en- 
gaged in writing Group insurance. Last 
year there were 372. In the last 18 
months there have been new entries into 
the Group insurance field at the rate 
of about four or five companies per 
month. 

As to why so many companies have 
entered the Group field, and have done 
so after careful study of the situation, 
Mr. McDonald quoted the senior execu- 
tive of one company which entered 
Group Life in 1951. Summarized, that 
executive gave these reasons: company 
prestige, increased income for agents; 
fulfillment of a social responsibility 
“which we must assume is the best 
answer to. socialized insurance and 
socialized medicine”; the dynamic char- 
acter of Group insurance, its most im- 
portant intangible asset. 


Group Volume Not Keeping Up With 
Disposable Incomes 


Despite the great expansion of Group 
insurance the role it occupies is still 
a modest one, said Mr. McDonald. 
“When we consider the aggregate of 
insurance protection today in relation to 
the income of the American people we 
are likewise reminded of the fact that 
the volume of insurance has not kept 
pace in recent decades with the increase 
in disposable incomes,” he continued. 
“Government figures show that in 1932 
the aggregate life insurance in force was 
more than two times the total family dis- 
posable income per family unit. By 1952 
the aggregate amount of insurance was 
just over a single year’s income. 

“While it is true that a comparison 
of this kind is affected by depression, by 
the existence of Social Security, and by 
inflation of recent years, I think we can 
fairly conclude that there is still a great 
unfilled insurance need in this country. 
We know the American people are not 
satisfied with their present insurance 
protection. In many different ways the 


desire for greater protection is being 
expressed. Among these, of course, are 
the continuing pressures for further ex- 
pansion of the Social Security program. 
I believe this need will be filled by an 
expansion of Ordinary, Industrial and 
Group rather than fil! ed by other means.” 

In commenting on a city typical of 
many in the United States ‘and Canada, 
Mr. McDonald told what Group insur- 
ance means to the working people of 
Indianapolis. In that city last year more 
than $2,500,000 in claims and benefits 
were paid by Metropolitan, number of 
checks sent to homes and other places 
reached 41,000. 

As to these payments Mr. McDonald 
said: “They help mi 1intain the premium- 
paying capacity of each community’s 
workers and because many of these 
checks go through the hands of local 
trades people, income maintenance fans 
out to benefit others than those to whom 
the checks were mailed.” 


The Market for Ordinary and Industrial 


Referring to some remarks which have 
been heard at insurance conventions to 
the effect that the market for Ordinary 
and Industrial would be much better if 
there were no Group insurance at all 
Vice President McDonald said: 

“Do you suppose that if insurance 
companies didn’t underwrite these bene- 
fits industry would not have such bene- 
fits for their people? Could critics of 
Group insurance accurately say the 800,- 
C00 telephone employes are better pros- 
pects for Ordinary and Industrial insur- 
ance because they do not have Group 
Life insurance? 

“If they do, they are kidding them- 
selves because the telephone companies 
do have Group Life insurance; only 
they carry it themselves. And they self- 
insure all their employe benefits, and 
have for many years. Yet we know that 
Salary Allotment schemes have been op- 
erating very successfully for many years 
in the various telephone units and mil- 
lions of dollars of Ordinary have been 
written.” 

Calling attention to the fact that when 


Milligan Tells How New Employees 
At Home Office Are Recruited 


Samuel Milligan, senior vice president, 
Metropolitan Life, in his talk before the 
managers convention of that company, 
said that the majority of new employes 
consist mostly of untrained four-year 
high school students who have just 
been graduated. They are about 18 or 
19 years old. He said also that there 
is some employment of part-time senior 


high school students who work three 
hours a day, of whom at the present 
time about 2,000 are employed. 

“This innovation,” he said, “has been 
very beneficial, because not only are we 
being helped in our current work but 
on graduation these part-timers have 
proved to be our most productive field 

(Continued on Page 6) 


Most New Met. Industrial 


On Families It Has Insured 

Francis M. Smith, vice president, told 
the Metropolitan managers’ convention 
at Waldorf, that during the past 75 
years the company has paid out $6,000,- 
000,000 on more than 57,000,000 policies 
to Industrial policyholders or their 
beneficiaries. He said that about 75% 
of all Industrial death claims are pres- 
ently approved on or before the second 
day following their receipt at the home 
office. More than 83% of Industrial ap- 
plications submitted by agents are 
approved the day they are received in 
the home office, or on the following day 
at the latest. 

During 1953 the rejection rate had 
reached the extremely low rate of less 
than 2.7% for Industrial. Of current In- 
dustrial issue 83% is written in families 
which already have Metropolitan Indus- 
trial insurance. 

In Ordinary, about 20% of the appli- 
cations are approved within a day after 
being received by home office while 
more than 70% are approved within five 
days. The number of big cases of $25, 000 
or more in 1953 amounted to about twice 
that of 1950. Cases of $50,000 or more, 
two and a half times the 1950 total. 





chairman of Metro- 
politan, a few years ago persuaded 
Bethlehem Steel to buy Group Life 
from Metropolitan some agents were up- 
set because they thought their market 
for individual insurance was being in- 
vaded. Mr. McDonald said they over- 
looked the fact that Bethlehem Steel em- 
ployes had death benefits through their 
own Relief Association for 28 years. The 
principal change, he said, was in the 
administrative agency. “The market was 
the same as before,” he said. 


Leroy A. Lincoln, 


Talks of Gen’! Motors 
Big Expansion Plans 

LINCOLN’S TALK TO MANAGERS 

Metropolitan Chairman Heard No De- 


pression Views at Motor Company’s 
Lunch He Attended 





At the banquet of the Metropolitan 
managers held at Waldorf-Astoria, 
Leroy A. Lincoln, chairman of the board, 
described a luncheon he had attended 
at which officers of General Motors an- 
nounced an expansion program of be- 
tween one and a half billion dollars, 
“There w as no depression envisioned by 
these men,” he said. He also emphasized 
healthier business climate reflected in 
President Eisenhower’s message to the 
nation calling for the government to 
divest itself of functions which can be 
carried on more effectively and more 
economically at the state and municipal 
levels, and by private enterprise. 


A. & H. Investigations 


Mr. Lincoln then referred to the vari- 
ous accident and health investigations 
being carried on currently in the Con- 
gress and said that the subject had been 
dealt with by previous speakers and “] 
commend their talks for your careful 
consideration. 

“The Metropolitan has nothing to fear 
or to avoid in these investigations. As 
a matter of fact, we welcome them. 
They will generate public understanding 
of the field of accident and health in- 
surance, and it is entirely possible that 
they will discourage the issuance by a 
small number of companies of the types 
of policies which have occasioned the 
great bulk of the criticisms against the 
accident and health insurance business.” 

Honorary Chairman F. H. Ecker also 
talked at the banquet. 


C. J. North Tells of Metropolitan’s 
New Market Research Division 


Vice President Cecil J. North told the 
Metropolitan managers’ convention that 
the total number of persons covered by 
Metropolitan insurance and annuities as 
of January 1, 1954, was estimated to be 
37,216,000. It now has more than $56,- 
000,000,000 cf life insurance in force. It 
has $256,000,000 of & H. premium, 
plus some $225,000,000 annuities in force. 
The average size regular Ordinary policy 
last year was $4,656. The company does 
not have brokers or separate Ordinary 
offices. 


The New Research Division 


Mr. North said that in order to capi- 
talize on its opportunity in the present 
dynamic economy the field management 
division has set up a whole new market 
research division which will further ex- 
ig the opportunities of today’s mar- 
cet. 

“We are scheduling additional time to 
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devote to studies of today’s market,” he 
said, “and providing the very latest in 
training methods and techniques to take 
advantage of it. A program of activity 
has been laid out for the key man in 
the operation—the manager. We have 
patiently provided training, geared to to- 
day’s opportunity, and all within our 
own framework and with our own or- 
ganization. We are a_ self-contained 
unit. On our present basis, we have es- 
tablished our leadership and we shall 
maintain it.” 


Importance of Personal Contacts 


Mr. North emphasized the importance 
of personal contacts in the field. Noth- 
ing is more important to agents than 
such contacts, he said. “The more 
successful an insurance man is, the 
more he appreciates the value of per- 
sonal contacts, and I think you will 

(Continued on Page 
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M. C. Rue Youngest Officer 
Of Northwestern Mutual 









































































































































MERLYN C. RUE 


M. C. Rue at 30 became the youngest 
Northwestern Mutual Life officer when 
he was promoted to assistant controller 
April 1. 
Wisconsin School of Commerce he was 
with the infantry in Europe for two 
and a half years. He joined Northwest- 
ern in July, 1949, working primarily in 
the company’s planning division on 
various studies in methods and labor 
saving devices. Research in those fields 
has helped Northwestern maintain its 
home office staff at same level since 
1940 while its insurance in force almost 
doubled. In view of this record the 
company is expanding its interest in 
work measurement plans and internal 
auditing, two fields in which Mr. Rue 
as an officer will be most active. He 
will also be responsible for preparation 
of the company’s state and Federal in- 
come tax returns and for the general 
accounting division. He became a CPA 
in July, 1953. 


Franklin Life Appoints 
F. L. Hoggatt General Agent 


Floyd L. Hoggatt, Kelso, Washington, 
has been appointed general agent in the 
Longview - Kelo area for Franklin Life 
of Springfield, Ill. 

Mr. Hoggatt has been associated with 
the Aetna Life for the past eight years, 
and was a member of that company’s 
Regionnaires Production Club. He is a 
graduate of both the basic and the ad- 
vanced home office courses of the Aetna. 
Active in NALU affairs, he has served 
twice as president of his local Associa- 
tion, and for the past three years has 
been chairman of the LUTC Committee. 

Before he entered the life insurance 
field, Mr. Hoggatt was district super- 
visor for the Department of Labor and 
Industries for the State of Washington. 
He has served as chairman of the 
Cowlitz County Republican Committee, 
and as vice commander of the Washing- 
ton State American Legion. 

In his new association with the Frank- 
lin, Mr. Hoggatt will combine agency 
organization and personal production in 
the Longview - Kelso area. 


W. L. Sweeting Promoted 


William L. Sweeting, a graduate of 
St. Louis University where he majored 
im accounting and business law and who 
Served four years with Marine Corps 
in World War II, has been promoted 
to assistant manager, pension trust sales, 
John Hancock. He joined the company 
in 1948 as a St. Louis agent, shortly 
afterwards entering the employe bene- 
t field, specializing in pension plans. 
Transferred to home office in 1953 he 
as been devoting his time to sales pro- 
motion and field training in the pension 
trust field. 


A graduate of University of. 


App’s Facts in Force 
From Acceptance Date 


COURT DECISION IN CALIFORNIA 





Prospect Falsified Medical History So 
Insurance Is Not Enforceable; 
Died in Accident 


Reversing a lower court order which 
denied a motion for judgment notwith- 


standing the verdict, the California State 
District Court of Appeals has ruled that 
conditions included in an application for 
insurance must be accepted from the 
date of the application to be enforceable. 

The case was that of Lois M. Ransom 
vs. Penn Mutual Life, the company be- 
ing legally represented by Keesling & 
Keesling and Henry C. Clausen. 

On September 16, 1949, Ralph W. 
Ransom, after applying for life insur- 
ance, was examined by Dr. Pace, a 
medical examiner for the company. It 
showed no abnormality except that Ran- 
som, 28 years old, five feet, 10% inches 
tall, weighed 200 pounds but was not 
sufficiently overweight to prevent in- 
surability. In filling out the medical 
questionnaire | given him by Dr. Pace he 
answered “no” to the questions whether 
he had a special heart study or an elec- 
trocardiogram and whether there had 
been a suspicion of, or treatment for 
palpitation of heart, shortness of breath, 
pain in chest, abnormal pulse, any dis- 
ease of heart or blood vessels or high 
blood pressure. As to earlier illnesses 
he only mentioned an appendectomy. 





Company Learned of High Blood 
Pressure 


The company later learned that Ran- 
som had a history of high blood pres- 
sure. As this fact did not appear in 
the information given to the medical 
examiner the company, in accordance 
with its rules, required him to submit to 
further blood pressure readings with 
which demand Ransom did not comply. 
Ransom died in an accident. 

Appellant’s main contention was that 
as a matter of law the conditions which 
the application contains for the insur- 
ance to be in force from the date of 
application were not fulfilled, so that 
there was no contract of insurance and 
the motion for judgment notwithstand- 
ing the lower court verdict should have 
been granted. 

The court ruled that the lack of satis- 
faction of the company as to Ransom’s 
acceptability under its rules as was 
demonstrated by its wanting another ex- 
amination necessarily leads to the con- 
clusion that the insurance applied was 
not in force at the time of Ransom’s 
death and that therefore the motion for 
a judgment notwithstanding the early 
verdict should have been granted. So 
judgment for the company was entered. 





Connecticut Congress Held 
At Yale Law School April 1 


‘The Connecticut State Association cf 
Life Underwriters held its 16th annual 
sales congress April 1 at Sterling Law 


Auditorium, Yale University, New 
Haven, Conn. Herbert P. Karlsruher, 
New York Life, Hamden, Conn., pre- 
sided. A welcome wes given by Prof. 


Fleming James, Jr., of Yale Law School. 
Theme of the congress was better pros- 
pecting, better organization, new mar- 
kets and bigger production. 

Speakers were Insurance Commis- 
sioner W. E'lery Allyn of Connecticut; 
Dr. S. S. Huebner, president emeritus, 
American College of Life Underwriters; 
Charles J. Zimmerman, manager, Life 
Insurance Agency Management Associa- 
tion; Walter Kales, Metropolitan Life, 
Bridgeport; Willisem L. Fox, Monarch 
Life, €romwell; Sem Ardolino, John 
Hancock. New Haven; Francis T. Fenn, 
CLU, National. Life, Hartford; John 
J. Gill, CLU, assistant vice president, 
Metropolitan Life. Louis F. Stern, Met- 
ropolitan Life, Bridgeport, is president 
of the association. 





Questionnaire Conducted by 





Retirement Income 
For Outside Salesmen 


NEW SURVEY HAS BEEN ISSUED 





National 
Sales Executives and Uni- 
versity Men 





A questionnaire survey conducted 
jointly by National Sales Executives, 
Inc., of New York and Bureau of Busi- 
ness Research, Ohio State University, 
has been made on the subject of retire- 
ment income plans for outside salesmen. 
The survey-went to 508 firms employing 
56,214 salesmen Insurance salesmen are 
shown separately in all of the tabula- 
tions. 

The survey which was conducted by 
M. H. Maynard, Ohio State University, 
and Phillip McVey of Case Institute of 
Technology, Cleveland, O., now appears 
in a brochure, “Retirement Income 
Plans for Outside Salesmen.” Executive 
and corporate members of National 
Sales Executives can buy additional 
copies. 

The major tabulations printed fall into 
these classifications : What kind of firms 
offer pensions to salesmen? What are 
the characteristics of sales forces cov- 
ered by pension plans? How does pen- 
sion coverage relate to old-age person- 
nel policies ? 

How do salesmen compare with other 
employes in eligibility for pensions and 
other benefits? What special provisions 
are contained in  salesmen’s pension 
plans? Who pays the bill for sales- 
men’s pensions? How much does the re- 
tired salesman get? Are salesmen’s pen- 
sions worth what they cost? Who ad- 
ministers the pension plan? 

A separate tabulation was made of re- 
plies submitted by insurance firms of 
all types. This step was recommended 
by insurance men, partly to permit sepa- 
rate analysis of insurance sales force 
experience, but primarily to prevent dis- 
tortion cf the data on companies of all 
other types. For example, 82.4% of the 
replving insurance firms offer pensions 
to their own salesmen. For firms other 
than insurance included in this survey 
the ratio is 46.2%. f 

Divorce and Insurance 

In the Spring issues of the CLU Jour- 
nal one of the articles printed was 
“Using Life Insurance in Alimony Ar- 
rangements.” It shows how life insur- 
ance and annuity contracts, properly set 
up. can provide certain support for the 
wife and children while the husband 
is living or after his death, and cen 
free the husband’s estate from the 
threat of freeze. If Congress adopts 
the proposal to make the tax rules of 
alimony apply to support payments made 
incident to agreements (as well as court 
decrees) of separation, life insurance 
will have even a wider application in 
such cases. The use of annuities, the 
question of lump sum versus income 
payments by the husband, and various 
considerations of income and gift taxa- 
tion, are also discussed in the article. 
Editor of the Journal is J. Harry Wood 
of the faculty of Washington University. 


Bankers Security Life, N. Y., 
Names Medill and Horowitz 


Bankers Security Life of New York, 
which is in the midst of an expansion 
program, has recently appointed two 
general agencies in Greater New York— 
the Medill Agency, Inc., 220 West 42nd 
Street, and Morris Horowitz, 101 Maiden 
Lane. ‘Louis Medill, a well known figure, 
is the general agent in the Medill 
arrangement, while Mr. Horowitz is the 
sole general agent for his agency. 

The company opened its New York 
Ordinary department a few months ago 
in charge of George Harrison, CLU, as 
superintendent of agents. He came to 
Bankers Security Life after seven and 
a half vears with the Metropolitan Life 
with which company he saw service as 
an assistant manager in New York City, 
Chattanooga and Baton Rouge offices. 





Insurance Is Stable, 
Dynamic, Says P.F. Clark 


TALKS TO DISTRICT MANAGERS 








When Other Investments Disappoint, 
Life Insurance Always Looks Good, 
Says Hancock President 





The life insurance business is privi- 
leged to offer to the American people 
a fianacial plan that is vital, dynamic 
and stable, Paul F. Clark, John Han- 
cock, president, told the company’s dis- 
trict agency President’s Club’ meeting 
held in Washington, D. C. Measured 
against other forms of property, life in- 
surance always looks good, but when 
other investments are disappointing it 
looks so much better. His prophecy is 
that “it’s going to look better for some 
time to come.” 

Continuing he said: “If we believe in 
what we are selling, have an intense 
conviction that we are right in urging 
people to buy it, then we develop an 
enthusiasm, a driving energy and a kind 
of zeal that enables us to exceed our 
own expectations.” 

“Every one of the leaders has some- 
thing unique to give to the world. Like- 
wise, they are accountable for the train- 
ing, ‘the education and the talents w hich 
belong to them. It is an obligation big- 
ger than that inspired either by privi- 
lege or ambition. It is the obligation 
to their own talents. If individually you 
make the most of your talents it will 
mean much to you and your family and 
your company,” he said. 


Discusses His Own Insurance Program 


During his address, which was the 
feature of the President’s Club banquet, 
Mr. Clark gave a detailed description of 
his life insurance program the first 
policy being bought in 1915 which was 
a $5,000 John Hancock 20 Payment life. 
In 1916 when he became engaged to 
marry he bought a continuous monthly 
instalment policy that would provide his 
future wife with $25 a month as long 
as she lived—with 240 months certain, 
and with a face value of $4,535. On 
every analysis sheet which lists his con- 
tracts of insurance that particular policy 
is labeled “A Remembrance Policy.’ 
That’s what it was at the time and is 


today. He urged field men not to over- 
look the value of sentiment in their 
selling. 


Mr. Clark then discussed in detail all 
of the policies which he had bought and 
what became of them. It was a most 
effective argument for intelligent build- 
ing of an insurance program. During 
his talk he said: 

“If you were to look at certain indi- 
vidual purchases that I made from time 
to time you might logically ask, ‘Why 
did he buy that type of policy?’ My 
28 policies wound up to be of 15 kinds, 
but as each was added it was selected in 
terms of its contribution to the over-all 
program. This may be one answer to 
the folks who believe that ‘there is one 
best policy.’” 


Promote G. L. Crawford 

Gibson L. Crawford, special agent’ for 
The Prudential in the Hawaiian Trust 
Co. Ltd. Agency, has been promoted to 
division manager of the company’s 
Stockton, Calif., detached agency. The 
announcement of Mr. Crawford’s promo- 
tion and transfer was made by Harry 
E. Wilkinson, director of ordinary agen- 
cies. 

A native of Honolulu, T.H., Mr. Craw- 
ford received his education there and 
joined The Prudential staff in 1949. He 
is a life member of the Scottish Rite 
Lodge, 32nd degree, and the Aloha Tem- 
ple Shrine of Honolulu, T. H. He is past 
vice president of the Honolulu Junior 
Chamber of Commerce and past mem- 
ber of the board of examiners of the 
Boy Scouts of America, War Memorial 
Commission and the Citizens Narcotic 
Prevention group there. 
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“Champ" Edwards Agency 
Manhattan Life Insurance Co. 
551 Fifth Avenue, N. Y. 17, N. Y. 

MUrray Hill 2-7330 
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pany. Metropolitan presently has out- 
standing or committed to make invest- 
ments in this field in the aggregate 
amount of $255,000,000. 











Some Other Important Industrial 
Investments 


Union Carbide—$50,000,000. 











Front Row, left to right—Harold D. Leslie, CLU, Northwestern National; William M. Hammond, retired, Aetna Life; 
















Kellogg Van Winkle, CLU, Equitable Society; Harold G. Saul, retired, John Hancock ; Roy Ray Roberts, State Mutual; Leon Westinghouse Mfg.—$10,000,000. 
A. Soper, retired, Phoenix Mutual; Walter J. Stoessel, National of Vermont; Russell L. Hoghe, CLU, Equitable of lowa. Columbia Broadcastine—$3,800,000 
Back Row, left to right—Harold D. Dougher, CLU, State Mutual; Bruce Bare, CLU, New England Mutual; Laurel Miller eecoujgntomMleshebar ted nce Mag tee 
(incumbent president), Sun of Canada; Lloyd Lafot, CLU, New York Life; Walter S. Payne, Prudential; Rolla R. Hay, CLU, Radio Corp. of America—$20,000,000. 
New England Mutual; Weymouth L. Murrell, Mutual Benefit Life; G. A. Sattem, Mutual of New York; John W. Yates, Massa- General Motors Acceptance Corp.— 
chusetts Mutual; Mark S. Trueblood, Union Central; Joseph Charleville, the association’s managing director. $50,000,000 . | 
Bowaters Southern Paper Co— | 
$11,200,000. 

Under the chairmanship of Harold D. — During the 43 years of its existence oliice positions. ; National Tea (730 stores) —$6,000,000, 
Leslie, CLU, general agent Northwestern it has been headed by 51 presidents, 27 In 1925 the city of Los Angeles sought Worthi : 4 7 
National Life, members of the Life In- of whom have died and 13 are retired. to impose an occupancy tax on life pices sae el Pump—$10,700,000. 
surance Managers Association of Los \n original copy of a code of ethics insurance agents. Taken to the courts, Yale & Towne—$10,000,000. 
Angeles, Inc., last month paid tribute wise the association adopted on Febru- the association won a victory against Ketchikan Pulp Co.—$11,500,600. 
to 18 of its past presidents. An inter- = ary 1913, was exhibited at the meet- the tax after the case had been carried | 
esting resume of the activities of the ing. i that year the association adopted to the California Supreme Court. Simi- WISE C | 
Association since its inception in 1911 and signed a managers and general lar actions in the years 1928 to 1952 : 
was also given. agents agreement relative to handling were fought successfully. Recruiting New Employes | 

Initial name of the association was applications for employment of agents. A survey made by the association in (Continied’ from Pawe '%) : 



























Managers Luncheon Club. The original The late John Newton Russell, twice 1940 was one of the factors that entered 
organization was the first of any life president of the association, was one of into the selection of Los Angeles as the 6. 
i c oO 


insurance managers in the country. In its original leaders. The association now — site for the Western Home Office of full-time employes. On graduation 


last June, for example, 55% of the com- 


1918 the name was changed to Associa- has 85 active members. It has furnished The Prudential. F 
tion of Life Insurance Managers of Los three presidents of the National Associ- The association says that 5% of all Pany ’s part- timers accepted full-time po- 
Angeles, and in 1934 the present name ation of Life Underwriters, and ten of the life insurance carried in the United _ Sitions.’ 

was adopted its members have been called to home _ States is owned in Los Angeles. Stresses Good Human Relations 


Mr. Milligan stressed the importance 
of human relations in the company’s ‘ 
work, and noted that “administration 
that combines the necessary knowledge, : t 

t 
I 


6 6 6 i ? experience, and willingness that guaran- 
OW | an at 0 Nn ana 0 in tees proper insurance advice and serv- 
® ice to policyholders” may well be re- 


garded as a cornerstone of the com- 
pany’s considered policy. $ t 


- > “People are our business, and_ the ; c 
most important factor in building an or- i 
j y ’) ® ' ganization to serve them is the knowl- F | 
edge and practice of good human rela- : l 















tions,” he told the managers. i 
: As examples of human relations at P 
) Our assets and liabilities rose to a little over $23,500,000. work within the company, he pointed : 4 
: out the Metropolitan’s efforts in behalf | | 
2) Our surplus went over a million dollars (if you want to see something of ik at oe job Hee int i 
. Pats tion, the employment of mechanica j 
pretty just look at our surplus gains in the last few years). equipment to do jobs faster and more | 
- ° easily, improvement in methods and pro- ; 
B Our capital stayed at $463,000 (Standard closed its sale of stock 14 codmies, sud. ia the paviaen. ot Ge jo 
years ago). working conditions. 4 
' f hd Sl eal hist : “As far as I can determine, our work | 
b Our sales of new business were the 2n est in our history—an increase requires the services of well over 200 
over last year’s sales record. different professions, skills and trades,” | 
he continued. “These experienced peo- : 
B Our insurance in force went up, of course, to a little over $75,000,000. ple, in the proper proportion and in the J ag 
proper places, make up our work — ; is 
. of 48,000. Each one is important, an : 
b Our stockholders, policyholders, agents and employees seem happy. his work iunt be properly’ coset ae “ 
° ° . : so that we may have a smooth-func- } 
7) Our agency force in 1953 received as good sales promotion support as is iodine Oreadiaasica” i 
available. In 1954 it will be even better! ws M 
B aD: Want Agent Utilized : 2 
oT te] The National Council of NALU at the | 
WN mid-year meeting in New Orleans last § . 
week, endorsed in principle the insur- | off 
ance under Group contract with life in- . § in 


STANDARD LIFE INSURANCE CO. of IND. svows nerds © cree" tines naire. Kooy a 


Lovisiana * Maryland + Michigan * Missouri * New Mexico 
INDIANAPOLIS, INDIANA Pennsylvania * Tennessee * Texas * Virginia + West Virginia development of the plan the government se] 
be urged to the extent practicable to es 
recognize and utilize the services of the oie 







life insurance agent.” 
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Becker Trenton Manager 








CLIFFORD W. BECKER 


Clifford W. Becker has been made 
manager of the Trenton branch of New 
York Life which covers central and 
southern New Jersey and has sub-offices 
under assistant managers in Camden, 
Atlantic City and Asbury Park. Brought 
up in Reading, Pa., Mr. Becker became 
an agent of the company’s branch there 
and then was made assistant to the 
manager as organizer of field work. In 
March the New York Life opened a 
branch office in Trenton and with Mr. 
Becker as manager. Cashier of the office 
is Carl Bloor who has been with the 
company since 1943. 


Fidelity Mutual Convention 


Nearly 350 salesmen and guests from 
29 states and the District of Columbia 
will convene April 5 at the Hollywood 
Beach Hotel, Hollywood Beach, Fla., for 
the opening session of the 1954 conven- 
tion of Fidelity Mutual Life of Philadel- 
phia. 

The convention program, under the 
theme “Producing at Capacity,” will 
contain talks by President E. A. Roberts 
and the company’s leading producers of 
1953. Special topics for discussion will 
include sales to women, prospecting, 
programming and sales techniques. 

The convention is scheduled for April 
4 to 7, and in numbers attending will be 
the largest in Fidelity Mutual’s 75 years 
of operation. The company entered its 
76th year on January 1 with insurance 
in force at more than 807 millions and 
assets of more than 280 millions. 


New Research Division 


(Continued from Page 4) 


agree that we certainly cannot afford 
to allow mail and district office pay- 
ments to take the place of the personal 
contacts we have worked so hard to es- 
tablish, nor to permit our Group policy- 
holders to go without personalized 
Metropolitan contacts. 

“Consider the matter of premium pay- 
ments made by mail in your district. Are 
there more such payments than there 
should be? Don’t you agree that when 
a premium is paid by mail or at the 
office the agent has lost an opportunity 
to maintain his personal contact with 
the policyholder? In losing that contact 
he has perhaps lost an opportunity to 
sell additional insurance, and he has 
certainly lost the opportunity to render 
Service to that policyholder.” 














Build More Volume 
With 
Manhattan Life 
Sales Tools 


YEARLY RENEWABLE TERM issued to Age 64 
inclusive. Renewable to Age 65, then automat- 
ically becomes Ordinary Life. 


OVERWEIGHTS AND UNDERWEIGHTS .. . Our 
Height and Weight Table is very liberal. 

«@e 
SOME PLANS ISSUED TO AGE 75. 

«*@e 
PROGRESSIVE JUVENILE ENDOWMENT: The dif- 
ferent juvenile policy. Ask about new Monthly 
Income feature after death of purchaser. 

°@e 
NON-MEDICAL up to and including AGE 45, 
Limits: Ages 0-35, $10,000; Ages 36-40, 
$7,500; Ages 41-45, Incl., $5,000. 

«@e 
ANNUITIES ... All are ParticipaTinc. We 
offer Immediate, Deferred, Retirement and 
Temporary Types. 

e@e 
WAIVER OF PREMIUM BENEFIT included with- 
out specific extra charge in all standard policy 
issues whether applicant is a man or a woman. 


Effective to Age 60. 


Ask us for a copy of 
“31 MANHATTAN LIFE 
FEATURES” 





It will bring you 
MANHATTAN up-to-date on The 
LIFE Manhattan Life’s 


principal features. 


FEATURES 








Our Second 


Century 
THE MAN AN LIFE 


INSURAN GH. COMPANY 
of NEw YorK, 


Home Office: 120 W. 57th St., New York 19, N. Y. 
JUdson 6-2370 
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Brace Urges Brokers to 
Tap “Life” Gold Mine 

SPEAKS AT WEGHORN FORUM 

Canada Life Mgr. Urges “Business Plan- 


ning” Approach in Discussing Value 
of Business Life Insurance 





Lew P. Brace, supervisor, business in 
surance training, Canada Life, warned 


insurance brokers who attended the sec- 
ond educational life meeting last week 
of the John C. Weghorn Agency, Inc., 
New York, that unless they serviced 
atheir assureds on life requirements 
“some enterprising life man who hap 




















LEW P. BRACE 


pens to be dabbling in general insur- 
ance may take the entire account away 


_from you.” 


Mr. Brace’s recommendation was that 
brokers get the story of “business plan- 
ning” over to their clients and thus be- 
gin to tap the “life” gold mine that 
exists in their own accounts. He ex- 
plained that business insurance, which 
provides the funding for the plan. “will 
naturally and quite automatically follow 
a sincere discussion on business plan- 
ning.” 

The speaker emphasized that this type 
of planning is a must for business men, 
and the cost of setting up the program 
in time and money “is the biggest bar- 
gain a business owner has ever had of- 
fered to him.” 

The approach to the subject which 
Mr. Brace suggested that brokers fol- 
low was as follows: “Over the years 
that I have been privileged to handle 
your account we have planned together 
so that indemnity would be immediately 
forthcoming in the event of loss from 
many of the business hazards which you 
face. There is another kind of business 
planning that we have not as yet dis- 
cussed. Have you done any planning 
so as to be able to get out of business 
with a whole hide? There will be a 
time when either you or your family 
will want to do just that.” 

Anticipating that the client would re- 
act to this approach by asking “where 
is the money going to come from to 
make this plan work?” Mr. Brace said: 
“At that point explain to him how busi- 
ness insurance is probably the most 
satisfactory type of sinking fund with 
which to support the plan—if he can get 
4 »” 


In closing Mr. Brace drew an analogy 
between business interruption insurance 
which property owners buy and “busi- 
ness planning” protection. He argued 
that the destroying effect of death of a 
business owner should be compensated 
for “because it usually produces the re- 
sult of not merely business interruption 
but business termination unless some 
business planning has been done.” 
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Whorf Marks Two Areas 
As Keys to Persistency 


ADDRESSES LIAMA MEETING 





Training and Merchandising, Two Areas 
for Concentration; Investigate Con- 


clusions of LIAMA Report 





Training and Merchandising offer A. 
& H. companies two specific areas where 
persistency may be furthered with rea- 
sonable expectation of good results, 
William H. Whorf told agency officers 
attending the recent persistency forum 
at LIAMA’s accident and health meet- 
ing in Chicago. 

The senior LIAMA consultant 
cussed his association’s latest research 
report on A. & H. persistency in terms 


dis- 


of how the findings can help agency 
officers improve the quality and per- 
sistency of their A. & H. business. 


Referring to the conclusion that per- 
was significantly better when 
the agent knew and reported the in- 
sured’s income and insurance 
holdings, Mr. Whorf suggested that “we 
should review our training methods to 
be sure our men are locating needs and 
policies to the needs.” 


sistency 


present 


then fitting 

He urged “training agents to follow- 
up on policyholders, both their own and 
orphans.” He mentioned a conclusion of 
the LIAMA report indicating that per- 
sistency was better on sales made to 
people owning life insurance alone, or 
life and A. & H. separately. 

“Are we training our men to look for 
both A. & H. and life needs?” asked 
Mr. Whorf. He said the persistency of 
A. & H. issued with life insurance “is 
consistently superior (in the same com- 
pany) than if issued alone.” 

Admitting that “good persistency tends 
to follow certain occupations, high in- 
come, and low frequency of premium 
payments,” Mr. Whorf said everyone 
cannot sell to this market. He stated his 
belief that “there is tremendous work to 
be done at the lower income levels.” 
Here, he said, “room for improvement 
is greatest; it is a numerically bigger 
market; and here we have a real social 
responsibility.” : 

Mr. Whorf turned to the question of 
how to help the agent who must sell 
large numbers of small policies on high 
frequency premium collections. He said 
better merchandising can help the per- 
sistency ‘of this business and thus help 
the agent. 


Make Use of Bank Loan Plans 


He suggested “merchandising our 
products through bank loan plans.” Un- 
der this plan the agent collects an an- 
nual premium commission. The policy- 
holder has the advantage of paying 
monthly and the compulsion of repaying 
a bank loan. 

“Let’s not be afraid of selling more 
monthly premium business,” said Mr. 
Whorf. He cited figures to show that 
from 1940 to the present life insurance 
saies on a monthly premium basis have 
been increasing and the persistency of 
these sales has been improving. 

The LIAMA report also showed that 
monthly premium A. & H. business sold 
to males is second only to annual pre- 
mium business in persistency in all in- 
come groups. Mr. Whorf remarked on 
the paradox that many non-cancellable 
companies will sell monthly premium 
life, but not monthly premium A. H. 

The speaker suggested several ways in 
which companies may be able to cut 
collection costs on monthly premium 
business: (1) use of coupon books, re- 
sulting in one mailing by the company 
instead of 12 each year; (2) negative 
posting in which a company posts only 
those not paid; (3) bank draft plans; 


(4) 12-check systems. 
Whorf summed up his remarks 


Mr. 





LIAMA COMMITTEE MEMBERS 
Elected at the recent LIAMA’s A. & H. 
meeting in Chicago were three new 
committee members: Harland L. Knight, 
agency vice president, Paul Revere 
Life; William E. Wright, vice president, 
secretary and director of agencies for 
Pioneer Mutual, and Robert A. Parish, 
superintendent of agencies for Connecti- 
cut General Life. 





on A. & H. mrechandising by urging 
rg officers to consider using for 

& H. “every easy-to-buy, easy-to-sell 
pease that is now used for life 
insurance.” 

Mr. Whorf emphasized that LIAMA’s 
report on A. & H. persistency (1953) 
has great value if it only “makes all of 
us aware of A. & H. persistency prob- 
lems.” He pointed out that the report 
did not represent “an industry sample” 
and “we have to be careful about jump- 
ing to conclusions based on individual 
company experience.” 

He said the LIAMA does not suggest 
that each agency officer take immediate 
management action based on conclusions 
in the report, but rather, “think about 
initiating studies and activities in your 
company to determine if the report’s 
conclusions are valid in your own A. & 
H. operation.” 


BURTNESS IS GENERAL AGENT 


In Portland, Ore., for Mass. Protective 
Association and Paul Revere Life; 
Active in Organizational Work 
Warren A. Burtness has been named 
general agent at Portland, Ore., for the 
Massachusetts Protective Association, 
Inc., and the Paul Revere Life. Mr. 
Burtness entered the business with the 
Worcester, Mass. companies in 1949 as 
a special agent at Minneapolis and was 
named agency supervisor last October. 
A veteran of World War II, he served 
18 months with the United States Air 
Force and subsequently attended St. 

Olaf College. 

Mr. Burtness is active in both busi- 
ness and fraternal affairs, being vice 
president of the Minneapolis Accident 
& Health Association, vice president of 
the Minnesota State Accident & Health 
Association, vice president of the So- 
ciety for the Preservation and Encour- 
agement of Barbership Quartet Singing 
in America and past president of the 
Minneapolis Chapter of Lions Interna- 
tional. 

He is also active in the Masonic fra- 
ternity, the Elks and the Golden Valley 
Golf Club. 













associates. 





~~» SETTLEMENT 


as a fundamental aspect of 
career life /underwriting 
= have long been stressed i in the 
training and sales procedures 
of Equitable /Life of 
Hence 
rather naturally that the Com- 
pany consistently maintains its 
\standing ag one of the leading 
life companies in the percent- 
age of policy proceeds held 
under Options of Settlement. 


FOUNDED IN 1867 IN DES MOINES 


lowa 
it follows 


INSURANCE 
COMPANY 


of IOWA 








A. & H. SIMPLIFIED SELLING 
COMMERCIAL SALES MANUAL 


Brokers—see or call 


MEDILL AGENCY, General Agent 


Continental Casualty Company 


220 W. 42nd Street, New York 36, N. Y. 
OXford 5-0040 











John Hancock Educational- 


Business Conference Held 
More than 100 high school principals, 
business teachers and guidance coun- 
selors from the greater Boston area at- 
tended an Educational-Business Con- 
ference, sponsored by the personnel de- 
partment of the John Hancock Mutual, 
recently, at the company’s home office. 
The purpose was to promote a better 
understanding of the mutual problems of 
business and education. In a series of 
informal discussions, the educators met 
with members of the John Hancock and 
other business firms to discuss training 
techniques, guidance and the relation- 
ship of school curricula to business op- 
portunities. 

The conference started with tours of 
the Hancock home office, followed by 
panel discussions and a dinner in the 
Dorothy Quincy Suite, at which Han- 
cock Vice President Abram T. Collier 
was host. Harold B. Gores, superintend- 
ent of the Newton schools was the guest 
speaker. 

Panel discussions were led by Ronald 
R. Pariseau, John Hancock training di- 
rector; Roger Crafts, American Mutual 
Liability personnel director ; and Wil- 
liam H. Eastman, Hancock personnel di- 
rector. Taking part in the discussions 
were Emory C. Mower, assistant vice 
president, First National Bank of Bos- 
ton; Robert P. Russell, employment 
manager of New England Telephone & 
Telegraph Cc.; and Vernon D. O’Neill, 
assistant secretary of the John Hancock. 

Also on the panels were Mary Hickey, 
South Boston High School; Edward B. 
Colbert, Watertown School Department; 
Gertrude Roughsedge, Medford High 
School; J. William Kennelly, principal 
of Chelsea High School, and the follow- 
ing Hancock representatives: John G. 
McElwee, John W. Rice, Nancy E. Con- 
cannon and John O. Prouty. 


American Bankers of Fla. 
Had Good Business in ’53 


James G. Ranni, president and chair- 
man of American Bankers Life of Flor- 
ida, announced the completion of a suc- 
cessful year during 1953. The company 
writes both Ordinary life insurance and 
credit life and A. & H. insurance and 
although it did not start writing credit 
life until October, 1952, and Ordinary 
life until the early part of 1953, it ended 
the year 1953 with insurance in force 
amounting to $29,675,468. 

Average Ordinary life insurance policy 
in force on December 31, i953, was 
$10,712, one of the highest in the indus- 
try. Premium income during 1953 was 
$2,265,221. Policy and claim reserves 
amounted to $463,790 and benefits of 
$339,236 were paid to policyholders dur- 
ing 1953. 

The company has licensed and placed 
under contract 172 general, soliciting and 
credit life agents and three of its Or- 
dinary life agents each produced over 
$1,000,000 of Ordinary life during 1953. 
The company is now licensed to transact 
business in 21 states. 


MADE STAFF MANAGER 
Casimire E. Thomas, The Prudential, 
in the West Valley district agency, Van 
Nuys, Calif., has been promoted to staff 
manager in the same office. The an- 
nouncement was made by Raymond P; 
Schaefer, director of agencies. 
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How is it that more than 1 out of 3 New England Mutual full-time agents* qualified for our 





Leaders’ Association in 1953? (It takes $500,000 or more new business production, or at least 


$5000 in first-year commissions, on 20 lives.) 


A 


It’s the result of a good many factors—careful selection of men of recognized calibre and sales 





ability, an outstanding and continuous training program, a broad range of liberal and flexible 
contracts, deep home office understanding of field problems, consistent national advertising and 


plenty of effective sales promotion material. 





*Excluding those in their first contract year 


or those aged 65 or over. 


m NEW ENGLAND 


THE COMPANY THAT FOUNDED MUTUAL LIFE INSURANCE IN AMERICA—1835 


MUTUAL 


Life Insurance Company of Boston 
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To Examine Welfare Funds 


(Continued from Page 1) 


they will receive the maximum from 
every dollar they contribute and none 
of their money will be siphoned off 
through inefficiency, padded administra- 
tion expenses “or downright larceny.” 
Continuing, he said that most union 
health and welfare funds are honestly 
administered. The growth of these funds 
has provided the union member with a 
potentially great social protection, one 
of the genuine benefits for working men 
and women by organizing for economic 
security. However, union health and 
welfare funds are not subject to any 
governmental regulation. Abuses al- 
ready obvious would indicate the need 
for a thorough inquiry as the basis for 
legislation designed to assure union 
members of the soundness of such funds 
and to encourage their growth. 


Department’s Report on Welfare Funds 


When Governor Dewey discussed the 
passage of the legislation he gave to his 
press conference the preliminary report 
of the New York Insurance Department 
on union and employer welfare funds 
in this state which was made under 
Deputy Superintendent Straub’s direc- 
tion. Some points brought out in the 
report were these: 

The Department’s over-all survey of 
union welfare plans indicated that ex- 
cessive rates of operating expenses to 
contributions were the exception and not 
the rule. However, high expenses were 
incurred in a sufficiently large number 
of instances to warrant concern that 
monies intended for the benefit of work- 
ers are being dissipated. 

The survey also indicated an unduly 
conservative accumulation of surplus 
funds in many instances. This resulted 
in a failure to distribute benefit reason- 
ably adequate in relation to employer 
contributions. 


To Hold Hearing on Commissions of 
Group Companies 


The survey also disclosed that insur- 
ance companies for furnishing Group 
coverage for union welfare plans main- 
tained a generally high level of benefit 
payments. This high average, however, 
tended to cancel the poor performances 
of the few companies that paid exces- 
sive commissions and so-called adminis- 
trative fees. The Department has been 
concerned for sometime with such prac- 
tices. 

The Department has undertaken an 
exhaustive study of the commission rate 
structure and administration fee sched- 
ules and practices of all licensed in- 
surance companies writing Group life 
and accident and health business. In or- 
der to obtain first-hand information 
from the companies themselves a con- 
ference was called at the New York 
office on July 16, 1953, to which all au- 
thorized companies writing Group in 
this state were invited. A questionnaire 
was later sent to the companies. Replies 
received are being analyzed and upon 
completion of the Department’s study a 
hearing will be held following which a 
ruling will be promulgated to correct 
these conditions. 


Aftermath of Department Hearings 


The situation which caused to be sub 
mitted to the New York legislature the 
bill which Governor Dewey signed a 
few days ago grew out of hearings dis- 
closing irregularities in the handling of 
the welfare funds of a building service 
employes international union. Governor 
Dewey and Superintendent Bohlinger 
decided to obtain a complete picture of 
the welfare fund situation. The Super- 





Woodward, Ryan, 
Sharp & Davis 
Consulting Actuaries 


55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 











Postal Sells Bldg.; Leases 
Back Exec. Offices Space 


The Postal Life Insurance Co. has 
sold its home office building at 511 Fifth 
Avenue, New York, and has leased back 
space in the building for its executive 
offices. 


New England Mutual Panel 


At the annual meeting of New Eng- 
land Mutual Life a mural portrait of the 
signing of the company’s charter was 
unveiled. It shows the scene on April 1. 
1935, in oflice of the Massachusetts 
Governor as Judge Willard Phillips, 
founder of the company, received the 
document which signified the birth of 
mutual life insurance in America. 


intendent delegated Deputy Superin- 
tendent Adelbert G. Straub, Jr., of the 
New York Department to make an ex- 
haustive study. Sol Golb was the special 
counsel. The Department sent out 32,000 
questionnaires to 32,000 employers in 
this state, to all of the insurance com- 
panies licensed to write Group insurance 
in New York State and to more than 700 
unions. 








New Partnership of Krebs & McWilliams, Aetna Agency 





Blank & Stoller 
O. A. KREBS 
































WE AIM to give the Broadest As- 
sociation coverage offered by any 
insurance firm. Our new Life and 
A. & H. Association Plans will 
make a hit with professional and 
business associations because they 
offer the savings of group purchas- 
ing power and multiple underwrit- 
ing. Score a bulls’ eye every time 


with these liberal, low cost plans. 
Our Target in Life, as well as in 
Casualty, is to offer better rates, 
better service, new ideas. Next 
time you have surplus business 
take pen in hand or phone any of 
our General Agents in the New 
York area listed below. 





General Agents in the New York area: 


Matt Jaffe Associates, Ltd. 

431 Fifth Ave., New York 16, N.Y. 
Winston Westchester Agency 

4 Fourth Avenue, Mount Vernon, N.Y. 

William Krauss Agency 

233 Fulton Avenue, Hempstead, L. |. 


The Weingarten Agency 
26 Court St., Brooklyn 1, N.Y. 
Associated Insurance Agency 
135-39 Northern Blvd., Flushing 54, N.Y. 
Nathan Eisensmith Agency 
90-38 Parsons Bivd., Jamaica, Long Island 


Cousins and Birnbaum, Inc. 
62 Williams St., New York 5, N.Y. 


A network of General Agencies throughout Union's 15 states is presently in formation. 
A few choice territories are still available. Write to: 


Roy A. Foan, Vice-President and Director of Agencies 


NION CASUALTY AND LIFE INSURANCE COMPANY 
17 East Prospect Avenue, Mount Vernon, N. Y. 


Matar 
ROBERT V. McWILLIAMS 


Formation of a partnership with Rob- 
ert V. McWilliams in the William Street 
General agency of Aetna Life at New 
York City has been announced by O. A. 
Krebs, who has headed the Aetna Life 
general agency since 1946. Effective 
April 1, the general agency adopted the 
firm name of Krebs & McWilliams, 
General Agents. The new general agent 
will be guest at a luncheon April 20 at 
the Bankers Club, New York. 

The William Street general agency 
led all other Aetna Life general agencies 
in the nation last year in premium in- 
come, which exceeded $42,000,000 includ- 
ing Group insurance, and was_ second 
in volume of new Ordinary life insur- 
ance, with a total of $13,000,000. 

Mr. McWilliams joined the Aetna 
Life after his graduation from Ohio 
Wesleyan University in 1936 and has 
been associate general agent at New 
York for the past two years. He pre- 
viously served as assistant general agent 
and brokerage supervisor, and prior to 
World War II was connected with the 
company’s Group department. 

A resident of Millburn, N. J., Mr. 
McWilliams is vice president of the 
New York Alumni Association of Ohio 
Wesleyan University and a member of 
the New York City Life Supervisors 
Association, and the Life Underwriters 
Association of the City of New York. 
A lieutenant in the Navy in World War 
IT, he is married and has three children. 


Republic National Changes 

Republic National Life of Dallas an- 
nounces that E. F. Brewer has been 
made vice president in charge of home 
office underwriting. Before afhliating 
with Republic National he was for 16 
years with the former Alliance Life of 
Chicago which was taken over by the 
Republic. He is a member of the under- 
writing committee of the Health & Acci- 
dent Underwriters Conference. 

Rex Beasley, for ten years associated 
with the company’s agency, investment 
and reinsurance divisions, was made as- 


sistant secretary and assistant office 
manager. 
Malcolm Thomas, formerly — with 


Metropolitan Life as underwriting su- 
pervisor who recentiy joined Republic 
National, was made assistant secretary 
in the underwriting division. 








HAIGHT, DAVIS & HAIGHT, Inc. 
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Decision Bearing On Group Premium 


Editor The Eastern Underwriter: An 
important decision of precedent value 
and interest to all insurance companies 
writing Group was that issued by Judge 
Louis E. Goodman, U. S. District Court 
in San Francisco. 

In preparing its matter for lirigation 
the California-Western States Life, the 
company concerned in the issue, was im- 
pressed by the absence of any direct 
authority on the point involved and its 
research has been confirmed by other 
people interested in the problems under 
review. 

The specific question litigated by the 
court involves the matter of employe 
contributions or premiums for Group 
disability insurance coverage provided 
by California-Western States Life under 
the California Unemployment Insurance 
Act. The employer in this instance be- 
came involved in a bankruptcy proceed- 
ing without having transmitted to Cali- 
fornia-Western States Life the premiums 
due it for this coverage and during a 
specific period of time. The entire pre- 
mium was being paid by the employes 
by way of payroll deductions made by 
the employer. The deductions were in 





SIEGER’S VISIT TO HAWAII 
Bankers National V.P. Had Grand Time; 
Met at Airport by Mr. and Mrs. 
R. E. McCue of His Company 

William J. Sieger, vice president and 
superintendent of agencies, Bankers 
National Life, Montclair, N. J., is in a 
happy, relaxed frame of mind this week 





W. J. SIEGER 
On Hawaiian trip, decorated by 
traditional leis. 


after a visit to the Hawaiian Islands. 
During his stay in Honolulu, Mr. Sieger 
was impressed by the friendly welcome 
and the hospitality. He was met at the 
Municipal Airport by Ramon E. Mc- 
Cue, A. & H. manager of the Bankers, 
who was on a vacation in Hawaii at the 
time with his wife and her mother, Mrs. 
Charles E. King. 

Mrs. King was the wife of the noted 
composer and publisher of many Ha- 
Wallan songs, the late Charles E. King. 
He composed almost 400 songs, the most 
famous being “Song of the Islands,” and 
Ke Kale Ne Au,” better known to 
Americans as the “Hawaiian Wedding 
Song.” 


the sum of 1% of each employe’s wage 
and were not to exceed for any year 
the sum of $30 per employe. 

The court ruled the company 
entitled to receive this premium as a 
priority claim. The priority given the 
company was the same which is given to 
an employe for unpaid wages. This 
priority comes ahead of the priority 
given the Federal and State governments 
for unpaid taxes and will generally in- 
sure the receipt of such a premium if 
the bankrupt estate has any assets at all. 
The only limitations placed on_ this 
priority is that it applies only to those 
deductions made within 90 days prior to 
the filing of the bankruptcy petition. 

It is felt that while this decision is 
limited in its application to Group dis 
ability insurance written under the Cali- 
fornia Unemployment Insurance Act it 
will nonetheless have a bearing on all 
Group insurance contracts as far as the 
premium is paid, in whole or in part, by 
way of payroll deduction. 


J. Richard Glade 
Attorney. 


was 


Sacramento, Cal. 


Solomon Huber Itinerary 


Solomon Huber, general agent in New 
York of Mutual Benefit Life and faculty 
member of the New School for Social 
Research, has scheduled a busy April. 
In addition to attendance at his com- 
pany’s convention and general agents’ 
meetings at Hollywood Beach and Mi- 
ami, respectively, during the early part 
of the month, he has accepted three 
speaking engagements. 

On April 16 he will address the Jack- 
sonville, Fla. Life Underwriters Asso- 
ciation at a luncheon meeting on “Prac- 
tical Prospecting Pointers” followed by 
an evening address on the same day 
before the General Agents and Mana- 
gers Conference of that area on “Selec- 
tion, Recruiting, Teaching and Training 
Techniques.” The Baltimore-Washington 
Sales Congress will hear him on “New 
Approaches to Business Insurance” on 
the 20th at the Shoreham Hotel in 
Washington. 

On July 6 Mr. Huber accompanied by 
Mrs. Huber will fly to London for a 
four-week stay in the British Isles, fol- 
lowed by a week in Paris and the south 
of France. While in London he will 
look into printing methods and costs in 
connection with his own publications to 
determine if it is feasible to have book- 
lets and advanced dated copies of pe- 
riodicals done abroad and shipped to 


Would Defer Headquarters 
Decision Until September 


At its closing session at the mid-year 
meeting in New Orleans last week, the 
National Council of National Associa- 
tion of Life Underwriters by a majority 
vote recommended to the NALU board 
of trustees that they reconsider their 
decision of the location of NALU head- 
quarters; present all the “facts and fig- 
ures” to local and state associations, and 
defer such decisions until they have had 
an opportunity to obtain the feeling of 
the membership at the Boston conven- 
tion next September. 


LICENSED IN TENNESSEE 
Prudence Life, home office, Chicago, 
was licensed in the State of Tennessee 
recently. Plans for opening Prudence 
offices in Tennessee will be announced 
in the near future. 





this country. Appointments for this pur- 
pose have been arranged with Sir Brian 
Mountain, distinguished insurance leader 
and authority. and others. 








through Continental 


First and Renewal Premiums for 
as long as you keep policies in force 


Local Claim Service and 


Add more volume faster 
and serve all clients better 


ASK FOR CONTRACT DETAILS TODAY 


CONTINENTAL CASUALTY COMPANY 


AMERICA’S Neo. | PLAN 


The Best Costs Less 
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DONALD M. YOST 


Promotion of Donald M. Yost to be 
assistant actuary and David W. Camack 
as assistant secretary on the home office 
staff of Continental American Life of 





R. J. Sims, Asst. Gen’! Agent 
Aetna Philadelphia Agency 


Appointment of Robert J. Sims as as- 
sistant general agent of Aetna Life in 
Philadelphia has been announced by L. 
Kent Babcock, Jr., general agent. The 
Philadelphia general agency, which cov- 
ers southeastern Pennsylvania and Dela- 
ware, is one of the Aetna Life’s largest, 
with approximately a billion and a half 
dollars of life insurance protection in 
force. 

Mr. Sims for a number of years has 
had experience in developing personal 
and business insurance programs, in 


addition to being engaged in agency 
management work. He was graduated 
Friday from a four-week special train 


ing course at the company’s home offic 
in Hartford. A Naval Air Corps vet- 


eran, Mr. Sims was graduated from 
Northeast High School and attended 
Temple University and the University 


of Pennsylvania. 


John T. Acree, Sr., Dead 

John T. Acree, Sr., executive vice 
president and director of Lincoln In- 
come Life, died Sunday night, March 21, 
in Louisville. He was born in Mont- 
gomery County, Tenn., February 16, 
1871. 

Mr. Acree started his insurance career 
sixty years ago with Metropolitan Life. 
He was one of the founders of Lincoln 


Life and Accident of Oklahoma, which 
consolidated with the Income Life of 
Louisville in 1936. 

Survivors are a daughter, Mrs. Joseph 
M. McCrone; two sons, John T. Acree, 
Jr., and George F. Acree of Louisville, 
a brother, Charles J. Acree, Nowata, 
Oklahoma; six grandchildren and one 


great grandchild. 


Wins Home Life Award 


The New Orleans Agency of Home 
Life, New York, was awarded the com 
pany’s “Agency Building Award” for 
1953 at a luncheon March 22 for the en 
tire agency organization. 

The award, given annually to the 
agency which shows the best record of 
progress in the company’s nationwide 
organization, was presented by Home 
Life’s chairman, William J. Cameron 
to Frank Friedler, CLU, manager of the 
agency, and David H. Vanderwart, as- 
sistant manager of agencies. 


DAVID W. CAMACK 


Wilmington, is announced by Claude L. 
Jenner, president. 

Mr. Yost, who is a graduate of Uni- 
versity of Del laware, first came with the 
company in 1932 as a clerk in the actu- 
arial department. He served as super- 
visor of the department for several 
years, being made manager last year. 

Mr. Camack joined the secretary’s de- 
partment of the company in 1937 after 
graduating from high school. Enlisting 
in the Army in March, 1942, he was 
commissioned a second lieutenant the 
following year, saw service in the Pacific 
and was awarded the Bronze Star, the 
Silver Star and the Purple Heart. He 
was released from active duty in 1946 
with the rank of captain. 
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Summers Now Bankers L.& C. 


Assistant Vice President 
Bankers Life & Casualty, Chicago, has 
appointed Vaughn W. Summers as as- 
sistant vice president assigned to the 
methods and procedures committee. 

Mr. Summers, 47, was formerly with 
the Veterans Administration in Wash- 
ington, D. C., where he was organiza- 
tion and methods examiner for the De- 
partment of Insurance. 

Prior to that he was director of the 
Conservation Service, which arranged 
conversion to civilian use of millions of 
National Service Life Insurance policies 
bought by servicemen and women when 
they were in the armed forces. 

A veteran of service with 
Force during the war, Mr. Summers 
was previously with the chief counsel 
staff of the Federal Trade Commission. 


the Air 


Tinkham Brokerage Manager 

M. A. Tinkham has been appointed 
manager of the brokerage department 
of the Richard P. Tinkham Agency, 
Pittsburgh, for Lincoln National Life. 
For the past eight years, Mr. Tinkham 
has been in supervisory work in the 
Tinkham Agency. 





os ATLANTIC 3 
S CURRENTS 


1953... 


A Year of Solid Growth 


The annual report of Atlantic Life re- 
veals the continued sound progress of the 


company. 


Insurance in force as of Decem- 


ber 31, 1953 totaled $321,.805,003. New 
business amounted to $63.134.269. 


The average size ordinary policy ex- 
ceeded $6,000, a new company high. The 


average premium also was larger. 


Favorable contracts in a broad line, in- 
cluding life, annuities, accident and sick- 
ness and hospitalization, plus unexcelled 
service to agents and policyowners alike. 


have assisted Atlantic’s 


outstanding agency 


force in achieving this fine record for 1953. 


ATLANTIC LIFE 





INSURANCE COMPANY 


HOME OFFICE: Richmond, Virginia 





More than © Naf Century of Seeewe 





Wisconsin National Enjoys 


Record Year; 53 Gains Cited 

Wisconsin National Life of Oshkosh, 
Wis., points to “another record year” in 
its 1953 report to policyowners, featur- 
ing increases in admitted assets, policy 
reserves, capital and surplus and life in- 
surance in force. 

Total assets of the company as of the 
year-end were $26,035,220, a gain of 
$1,822,766 over the 1952 total. Total capi- 
tal and surplus stood at $2,557,398 last 
December 31, a gain of $164,543 for the 
year, while life insurance in force topped 
$111 million, a gain of $8,065,142 over the 
year previous. 

Policy reserves were strengthened by 
$1,508,534 during the year, the total at 
the year-end being $20,629,005. A total 
of $23,795,977 has been paid to policy- 
owners and beneficiaries since > organiza- 
tion. 

The accident and health premium in- 
come for 1953 was $1,005,871. 

In his message to the policyowners 
President R. P. Boardman stressed that 
“1953 reveals continued growth in the 
company’s size, its financial strength and 
service to policyowners.” He urged that 
both stockholders and policyowners aid 
in growth and expansion of service by 
(1) acquiring additional WNL _ policy 
protection where practicable; (2) by 
recommending the company to insurable 
friends, and (3) by standing firm for “our 
God-given freedom and our great Con- 
stitution. 

On the investment side it was brought 
out that the company increased its aver- 
age rate of return on its invested funds 
(before Federal income taxes) from 
3.51% 3.05%. After Federal taxes the 
net rate of return increased from 3.29% 
to 3.41%. 


Martin and Smith, New V.P.’s 
Of Girardian of Dallas 


Walter L. Martin and Holly C. Smith 
have been elected vice presidents of 
Girardian Insurance Co., Dallas. 

Mr. Martin will serve in a general 
managerial capacity. Prior to his elec- 
tion, he was general office manager for 
Girardian. Previously, he had served 
as general office manager for another 
Dallas insurance company. 

Mr. Smith heads Girardian’s disability 
division. He joined the company at the 


inception of its disability operations 
last year. Mr. Smith has been actively 
engaged in the hospitalization and 


A. RH. field for the past 10 years. His 
career has included field work as well 
as responsible managerial positions. 
Girardian, a Texas chartered com- 
pany, was founded in October, 1952. 
Since that time, the company has ex- 
panded and extended its operations to 
being licensed and 


many other states, 
operating in 36 states, the D. of C. 
and the Territories of Alaska and 


Hawaii. 





Capitol Life Changes 

Capitol Life of Denver announces that 
William W. Edwards, chief underwriter, 
was elected secretary and a director. 
He joined the company in 1931. For a 
time he was with the American National 
and is a past president of the South 
Texas Home Office Underwriting Asso- 
ciation. 

Kenneth L. Hobbs was made assistant 
secretary and Charles H. Buell was ap- 
pointed assistant actuary. 
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Seiniey END, an unfamiliar town, 
a new job—and no friendly hands there to 
greet him. Just one of many young men whose 
jobs unavoidably force them to break close ties 
with families and friends. That’s why location is an 
important factor to consider in selecting a job—so 
important that college seniors in a recent survey gave 
it preference over all other job qualifications. 

You will be glad to know, then, that you can 
select your own location with The Union Central Life 
Insurance Company. Operating in 46 states, The Union 
Central serves practically every city and town from 
New York to California—wherever there are people who 
need life insurance. And there are countless people in 
your home town who can best be served by The Union 
Central and its policies that take care of every life 
insurance need from birth to age 70. 

In addition to choosing your own location, con- 
sider the many other job benefits available through 





The Union Central. A thorough training program. 
Research-tested working tools. Opportunity for steady 
advancement. Sound earnings plus liberal retirement 
and pension plans. Stable employment that does not 
rely on business conditions. And scientific aptitude 
testing to help you determine which job is best for you. 

Here is your opportunity to look forward to 
independence and security—with a deep personal satis- 
faction for worthwhile service to members of your own 
community. But get all the facts. Drop us a line and 
we'll be glad to arrange an interview at one of our 
local offices near you. 


THE UNION CENTRAL LIFE INSURANCE COMPANY 
CINCINNATI 2, OHIO 


SECOND in a series designed to be of service to young men contemplating a life insurance career. These advertisements appear in 
magazines and life insurance trade press where young men are likely to look for information about companies and job opportunities. 
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State Mutual Leaders In Florida 


Nearly 300 general agents, 
home office executives and guests at- 
tended State Mutual Life’s 1954 confer- 
ence at Florida’s Hollywood Beach 
Hotel, on March 29, 30 and 31. All panel 
and speeches at the three- 
first na- 


agents, 


discussions 
day meeting, the 
tional conference ever held in Florida, 
revolved around the theme “Security 
Comes to Those Who Guarantee It for 
Others.” 

With Vice President Robert H. Denny 
the first day was opened by 
Ladd Plumley, presi- 
Donald E. Han- 


company’s 


presiding, 
greetings from H. 
dent of State Mutual. 
nahs, Baltimore, spoke on “The Security 
of Satisfied Clients,” and George S. 
Lott, general agent emeritus from Day- 
ton, used the title “An Underwriter’s 
Security Increases with the Years” for 
his interesting talk. 

Following the thought provoking 
speech “Is There a Money Leak in 
Your Pocket?” by Second Vice Presi- 
dent Charles F. Harris, a panel of 
Walter I. Wells, director of the sickness 
and accident branch; Glenn O. Mulvey, 
assistant superintendent of agencies, and 
Byron S. Davis, manager of sickness 
and accident underw riting, discussed 
“Sickness and Accident Sales Give Addi- 
tional Security to Agent and Client.” 

Joe B. Long, director of agencies, was 
in charge of the proceedings during the 
second day. The first panel, made up of 
Frankland F. Stafford, New York; Isaac 
Loskove and Oscar Hurt, Jr., both Mem- 
phis; Kenneth L. Means, Chicago and 





Heads Cleveland Group 
Office of State Mutual 


Arthur Johnson 


JOSEPH J. YHEAULON 


State Mutual Life has appointed 
Joseph J. Yheaulon home office Group 
representative in charge of the Cleve- 
land office. A graduate of St. Joseph’s 
College, Philadelphia, Mr. Yheaulon has 
had 20 years’ insurance experience, the 
major part being spent in the Group 
insurance field. He is active in several 
civic and fraternal organizations. 


N. Y. WOMEN TO MEET 

The next meeting of the League of 
Life Insurance Women of New York 
will be held April 6, at the Allerton 
House, 132 E. Fifty-seventh Street, New 
York City. There will be a round table 
discussion on the value of orphan policy- 
holder leads to the active underwriter. 
Those starting in the discussion will be 
Lillian Joseph, Mabel Cheatham, Sophie 
Baranski, and Vernon Halliday. 


Roy 


ROBERT H. DENNY 


E. Stringer, 


CLU, Detroit, 


pre- 


sented “Selling Security at the Rate of 


a 


Million 


a Year. 


” 


Four home office 


members of the Group division—Alan R. 
Willson, secretary; Arthur A. Dunn and 
Norman Norton, assistant secretaries of 
Group division; and Donald C. Day, as- 
sistant manager, Group sales depart- 
ment—talked on “Security Through 
Group Plans.” “Single Need Selling” was 
discussed by Henry H. Boyer, II, and 
John L. Parker, both of Baltimore; 
Thomas B. Gallagher, Chicago, and Wil- 
liam J. Killea, III, New Yor 

Bruce K. Elliott, Ehicngs. spoke on 
the subject ‘ ‘Regular Production Assures 
Greater Security” and “The Guide to 
Security” was expertly handled by a 
panel of Edward C. Keating, Jr., Brad- 
ford; Edward F. Haldeman, Pittsburgh; 
Kenneth W. Miller, Cincinnati; and 
Paul H. Schellhase, Cleveland. 

George Paul Smith, CLU, agency sec- 
retary, presided at the final day’s ses- 
sions. C. Robert Schar, CLU, Pitts- 
burgh, started the morning off with a 
talk on “The Security of Adequate Pre- 
mium Income” followed by John M. 
Hammer, general agent, Tampa, who 
spoke on “Pension Sales Can Assuré Se- 
curity.” “Mental Attitude Is the Foun- 
dation of My Security,” was given by 
John R. Graham, Worcester, and Del- 
man B. Clark, Dayton, presented “Busi- 
ness Insurance in ’54.” Elmer L. Bees- 
ley, general agent, Syracuse, not only 
led the singing at each session but 
wound up the program with a stirring 
speech entitled “A Quarter Century in 
Retrospect.” 

More than 50 of the company’s top 
underwriters qualified for an extra day 














Have You Heard? 


PosTAl LIFE 


$11 FIFTH AVENUE NEW YORK 17, NEW YORK 


««- What Postal did for me?” 
---*Here’s how Postal 
helped me place a case...” 


“Postal got me out of a real 
sales jam’’...“I had a com- 
plicated case with four ex- 
ecutives for $50,000 each— 
the Postal GA really showed 
me how to handle it.” 


Yes, word gets around the 
street, one Broker tells an- 
other ... that’s why Postal 
is so highly thought of by 
those “in the know”. Here’s 
Brokerage service, variety 
of policies, and underwrit- 
ing at its best. 


You should know about this 
service, too. Try us on one 
or two cases. Today! 


GEORGE KOLODNY, President 








meeting that was devoted to business 
insurance, pension trust and profit shar- 
ing. The following men were on one of 
two panels:: Frankland F. Stafford, 
New York; Henry A. Weil, CLU, St. 
Louis; William A. Waldman, Dallas: 
Delman B. Clark, Dayton; and Hugh M. 
MacRay, associate counsel at the home 
office; John M. Hammer, Tampa; Wil- 
liam S. Herschman, Baltimore; Felix O. 
Janke, New York; and three home Office 
men—Donald L. Barber, tax and estate 
expert; Norman Norton, assistant sec- 
retary of Group division, and Charles 
W. Earnshaw, CLU, training director. 





ESTABLISHED 


Walter Strand, Sacramento, be- 
came a Big Tree Club Top-Star in 
his first year with Pacific Mutual, 
and has maintained this distin- 
guished standing throughout a full 
decade. In California’s capital city 
he is respected as an outstanding 
life insurance man, and known as a 
dependable and popular participant 
in civic affairs. 

“Thanks to the kind of training 
and guidance furnished by our com- 
pany, and Pacific Mutual's really 
versatile coverages,’ says Walter, 
“‘f'm- able to provide the insurance 
service my clients want, and te 
sustain and enjoy the personal 
standing that comes with a firmly 
established name in my community.” 


LIFE INSURANCE COMPANY 
HOME OFFICE: LOS ANGELES, CALIF. 
“e TH» “ 
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LIFE—ACCIDENT & HEALTH 
RETIREMENT PLANS—GROUP 
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Conn. General’s John Street 


Office Marks Anniversary 





Matar 


C. W. SABIN 





The John Street, New York, broker- 
age agency, Connecticut General Life, 
is celebrating its fiftieth anniversary in 
April. This agency, whose sole purpose 
was to provide life insurance service for 
brokers was a success from the start, 
and today, the John Street office ranks 
among the leading offices of Connecticut 
General. This office was selected to re- 
ceive the company’s outstanding agency 
award for 1952 and finished with a 26% 
increase during 1953. 

Eight years after this office was 
opened, Connecticut General established 
an accident insurance department. The 
John Street office began to develop this 
type of insurance and today this office 
has the largest accident and health in- 
surance account of any of the company’s 
agencies. 

In 1913, the company wrote its first 
Group life insurance contract and the 
John Street office added Group insur- 
ance to its services for brokers. At the 
end of 1953, this agency was one of the 
leading offices of the country in the sale 
of Group insurance in all its forms. The 
agency has also been active in develop- 
ing pension and business insurance plans 
and has added personnel specialized in 
these fields to its staff. 

C. W. Sabin, manager of the John 
Street office since 1943, joined Connecti- 
cut General in 1933. He was graduated 
from the University of Michigan in 
1927. Prior to his appointment as mana- 
ger of the John Street office, Mr. Sabin 


was associated with the company’s 
Broadway office as representative, bro- 
kerage manager and as a staff assistant. 

Associated with Mr. Sabin are: Harold 
Christiansen, Robert L. Smith, William 
F. Wynne, John H. White, Robert K. 
Berry, Leonard J. Pikaard, Harvey W. 
Redington, Ralph H. Morrow, Leo M. 
Ditz, Jack M. Friel, Charles Moss, +r. 
Alfred F. Kelly, Ann Jaeger, Marion 
Tinney, Angela Urbanik, Susan William- 
son and Elizabeth Slattery. 


S. E. Allison to Retire 


S. E. Allison, vice president, Life In- 
surance Co. of Georgia, and chief actu- 
ary since 1944, will retire in May and 
open a private practice office as an 
actuarial consultant. He is widely known 
in life insurance and in State Insurance 
Departmental circles. 


N. Y. Life Group Cover 
To Have Paid-Up Values 


SOME FEATURES OF THE PLAN 





Announced at Group Managers and 
District Group Supervisors Meeting 
Held in This City 





Group life insurance with paid-up 
values is the newest addition to the 
line of Group coverages now offered by 
New York Life. This form of coverage 
was the topic of discussion at the meet- 
ing of regional Group managers and 
district Group supervisors held in New 
York City in March. 

One feature of the plan is that the 
contributions of employes go toward the 
purchase of paid-up life insurance. Em- 
ployer contributions purchase decreasing 
amounts of term insurance. In the event 
of termination of employment prior to 
retirement, the employe may continue 
his paid-up insurance in force with no 
further premium payments or elect to 
receive the cash value resulting in a 
full refund of his employe contributions. 

Other Group coverages discussed at 
the advanced group training conference 
were Major Medical Expense Insurance, 





LEO J. FOX 


Eubank & Henderson Win 1st 
Prudential Brokerage Trophy 


For the first time the Prudential has 
awarded a “President’s Brokerage 
Trophy” for “all-round accomplishment” 
which was presented to the company’s 
Downtown Agency, New York, headed 
by Gerald A. Eubank and H. G. Hen- 
derson, CLU. The Chicago agency 
headed by Sidney A. Kent, CLU, was 
awarded the President’s Trophy. It is 
the first time a separate trophy was put 
up for brokerage agencies. 





Creditors Group Life Insurance, Group 
Annuities, Association type plans and 


Trusteed Plans under labor management 
contract negotiations. 

Awards for 1953 results were pre- 
sented at the meeting by Wendell Milli- 
man, vice president in charge of Group 
insurance. The two top. production 
awards went to E. J. Anderson, district 
Group supervisor in San Francisco, who 
had the leading office in volume of pre- 
mium, and Anthony F. Noll, Jr., district 
Group supervisor in New York City, 
whose office led in nurnber of Group 
cases sold. 





1953 Was Biggest Year for 
Eastern Life of New York 


Reporting the best production year 
in its history to date, the Eastern Life 
of New York did $13,545,365 in sales 
volume last year including new paid-for 
Ordinary insurance, Group insurance, 
revivals and increases. This compared 


with $8,499,847 production in 1952, a 
gain of over 50% 

The increase in life insurance in force 
for 1953 was $9,190,099 compared with 


1952 increase of $4,777,514,. making a 
total in force at the year-end of nearly 
$60,000,000. 

Total assets as of last December 31 
stood at $11,152,296 compared with $10,- 
332,071 the previous year-end. Actual 
mortality was approximately 44% of the 
expected. 

The company, which is in its 28th 
year, is chartered in New York State 
and is also licensed in the states of 
New Jersey, Connecticut, Delaware and 
the District of Columbia. It maintains 
agencies in New York, New Jersey and 
Connecticut. 











“T earned $11,753 
in January 


Mr. Chas. E. Becker, President 
Franklin Life Insurance Company 


Springfield, Illinois 
Dear Chief: 


Since it has been my good fortune to be associated with the friendly Franklin I have learned 

to expect big production records by our company. In reviewing my exciting month of Janu- | 
ary 1954 which produced $512,500 of new sales on the lives of 13 individuals I am especially 
aware of the fact that all this would not have been possible were it not for these wonderful 


exclusive Franklin plans. 


It would be interesting to review several other big months of production which I have had 
since joining the Wiscorsin Division of our great company. The records show the follow- 


ing pleasing facts: 


September 1951—$168,250 Volume—with a commission earning 
October 1952—$943,000 Volume—with a commission earning 
September 1953—$256,000 Volume—with a commission earning 
January 1954—$512,500 Volume—with a commission earning 





) 


Fond du Lac, Wisconsin 
February 19, 1954 











Son ele car $ 6,596.10 
Re ona eneangos $17,760.77 
TOE EACLE DY: $ 8,645.53 
RG tic bart og $11,753.80 


Important to note is that in all of these sales listed above there has been no group, term, 


pension trust or salary savings. 


Each case is on an individual life paid for on an annual 


basis—and a substantial amount prepaid several years; in some cases paid up in full. 


Further, I am sure you will agree that the fact of 100% persistency in 1952 and 99% per- 


sistency in 1953 certainly is as near perfect as business could be. 
admit that this is quality business. 


I guess we will have to 


It does indicate to me in the most emphatic manner 


the very powerful appeal Franklin Exclusive Contracts have for the buying public. 


Needless for me to say, Mr. Becker, I am very happy to be with the Franklin and look 
forward to many more outstanding months and years of Franklin production. 







Sincerely, 


Leo J. Fox, Associate General Agent 





CHAS. E. BECKER, PRESIDENT 


INGL. INSURANCE 





COMPANY 


SPRINGFIELD, ILLINOIS 


DISTINGUISHED SERVICE SINCE 1884 
One of the 15 Oldest Stock Legal Reserve Life Companies in America 


Over a Billion Five Hundred Million Dollars of Insurance in Force 
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Essentials of Sound Retirement Program 





American Management Assn. Holds Group Benefits Confer- 
ence With C. H. Austin, Manager Insurance Dept. 
Standard Oil of Indiana as Chairman 


The Special Group Benefits Confer- 
ence held in New York, March 18-19, by 
American Management Association to 
consider the essentials of a sound re- 
tirement program, had as chairman, es 
Henry Austin, manager, Insurance De- 
partment of Standard Oil Co. of In- 
diana. Speakers on the panel were: 
William J. Carroll, life actuary, Insur- 
ance Department, Standard Oil of In- 
diana; R. Blane Wiltse, insurance mana- 
ger, Automatic Electric Co., Chicago 
and Ralph J. Sturkey, Jr., director of 
personnel, A. B. Dick Co., Chicago. 


Why Any Retirement Plan Is 
Complicated 


“The basic actuarial and underwriting 
theories underlying the writing of 
present-day pension plans have not 
changed since the turn of the century,” 
said Mr. Austin in opening the panel. 

“What is complicated, however, is the 
application of these basic theories in 
view of the changing provisions of the 
Social Security Act, the Taft-Hartley 
Law, Bureau of Internal Revenue regu- 
lations, and many other applicable Fed- 
eral and State statutes. Thus, the mod- 
ern insurance manager must constantly 
re-evaluate his pension program in the 
light of these changes, as well as in 
the light of a changing economy, in 
order that his pension program will do 
today what it was originally designed 
to do when the plan was installed.” 


Different Pension Methods 


Summarizing the different methods in 
establishing a pension plan, Mr. Austin 
said: 

“Pension plans have been designed in 
a variety of forms in order to accom- 
plish the ideal situation of providing the 
superannuated employes with a retire- 
ment income equal to approximately 
50% of their terminal earnings. Some 
plans have based the retirement income 


on a percentage of current earnings; 
some are integrated with Social Secur- 
ity, and some exclude Social Security 
benefits. Since it is difficult to deter- 
mine in a changing economy the exact 
percentage of career average earnings 
that will produce a retirement income 
equal to 50% of terminal earnings, it 
has been the custom to follow a rule of 
thumb which in effect states that it 
takes 70% of career average earnings 
to produce 50% of final earnings. This 
rule of thumb was probably developed 
prior to the inflationary spiral which we 
are in, or have been through—depend- 
ing upon whether you are bullish or 
bearish—and whether we can continue 
to use this rule of thumb in today’s 
economy is, to say the least, well within 
the realm of conjecture. 

“If an annuity plan utilizes what is 
commonly referred to as the career 
earnings base, you would apply this rule 
of thumb by first determining how long 
individual employes of your company 
have, on the basis of your past experi- 


ence, remained in the service of your 
company. Once having determined this, 
a simple division into the 70% will give 
you the percentage amount of annuity 
benefits that should be accrued under 
this type of annuity program for each 
year of service. The accrual of this 
percentage each year will, if our rule 
of thumb applies, be equal to 70% of 
career average earnings, which, in turn, 
will give us our 50% of final earnings. 

“At this time there are relatively few 
pension programs in operation that pro- 
vide retirement benefits for each year 
of service in excess of 2% of annual 
earnings. In most instances these so- 
called 2% annuity plans are integrated 
with Social Security . . . which means, 
of course, that 2% of the average annual 
earnings is credited only for those 
amounts of annual salary that exceed 
$3,600. In such instances, the amount 
of annuity benefit earned on the salary 
below $3,600 is adjusted by the employer 
company to take into account the Social 
Security benefits that would be received 
by such employe in a covered occupa- 
tion. In other words, the usual type of 
benefit formula in use in a good many 
companies provides for the accrual of 
annuity benefits each year equal to 1% 
of the first $1,200 of salary, 114% of the 
next $2,400 of salary, and 2% of that 
portion of the annual salary in excess of 
$3,600. These plans are usually referred 
to as integrated annuity plans. 

“Among other plans designed to pro- 
vide the so-called ideal retirement in- 
come is the terminal earnings type of 
annuity plan. This, as its name implies, 
provides retirement income which is 
based on the employe’s final five or 10- 
year average earnings, or in some in- 
stances the highest five or 10 years of 
the employe’s career earnings.” 


Funding a Pension Program 


William J. Carroll, life actuary of 
Standard Oil of Indiana, discussed the 
best method of funding a pension pro- 
gram. The cost of a pension at age 65, 
he said, is composed of three principal 
elements: mortality, expenses and a 
credit in the form of interest on the 
fund from age 65 until the annuitant 
dies. 

“In choosing the mortality rates or 
the mortality factors on which we de- 
termine our cost at age 65,” said Mr. 
Carroll, “we must adopt recognized mor- 
tality tables—recognized in the sense 
that they are acceptable to the Bureau 





of Internal Revenue—and if the experi- 
ence on our particular. group should de- 
viate from that which is expected by the 
use of this mortality table, this devia- 
tion will be reflected in the form of 
dividends if our contract is insured, or 
mortality gains or losses if our contract 
is trusteed. 

“Expenses, or the cost of actually 
making the payments to the annuitant, 
must also enter into the price of our 
pension commodity at age 65, just as the 
cost of marketing enters into the de- 
termination of the price of our retail 
commodity. Contrary to the cost of 
marketing for a good many commodi- 
ties, expenses of making payments to 
the annuitant are, in the final analysis, 
a relatively negligible portion of the 
cost of this annuity at age 65. 

“We get a break on the next element 
that enters into the price of our annuity 
at age 65, in that the element of interest 
is a credit to our cost rather than a 
debit. The money that we deposit at 
age 65 to pay for the annuity will earn 
interest at some rate varying anywhere 
from 2% on up, depending upon your 
optimism or pessimism, as the case may 
be, towards investing in equities. 

“These three tools—mortality, inter- 
est, and expenses—and these three tools 
only, determine how much money you 
will need at age 65 to pay the benefit 
to an annuitant. 

“If we were to say that of our present 
payroll, one out of every 10 present 
employes will die before age 65, we would 
have to provide benefits for only nine 
out of every 10 employes, and we would 
be, in effect, discounting for mortality. 

“Then if we were to say that out of 
these nine employes who will be alive 
at age 65, only five will be with our 
company at age 65, we would be dis- 
counting for severance. 

“The theory behind is discounting for 
mortality and severance is as simple as 
that. The application is more compli- 
cated since it is a well-known fact that 
rates of mortality vary by ages, and 
rates of severance vary by ages and 
years of service. The net effect of these 
discounts, however, by whatever means 
applied, will tell us at the present time 
for how many people we must provide a 
pension benefit at age 65. 

“The next, and probs ibly most impor- 
tant, discount that is applied in order 
to produce for us at the present time 
an amount of money which we will have 
to put aside in total to pay for all the 
benefits of all the employes participating 
in our retirement plan is the discount 
for interest. If, as we have determined, 
it is necessary to provide benefits for 
only five out of every 10 employes that 
are presently participating in our re- 
tirement program, we will be required 
to set aside at the present time an 
amount of money which at age 65 will 
be equivalent to five times the cost of 
providing a pension benefit for one in- 














EXCELLENT OPPORTUNITY IN CALIFORNIA 


Our continued expansion program calls for the establishment of District 
Agencies in three thriving Southern California cities. If you want to 
live in a mild climate where incomes are high and an unexcelled oppor- 
tunity exists for marketing life insurance as well as for building a District 
Agency, which can lead to a General Agency of your own, if desired, 
we suggest that you write confidentially to 


2601 Wilshire Boulevard, Los Angeles, Calif. 





THE YATES-WOODS AGENCY 


Massachusetts Mutual Life Insurance Company 


DUnkirk 1-318! 


























DO YOU have clients 
with EUROPEAN operations? 
Life insurance is available to them 
at DOMESTIC rates. Let us show you 
how to tap a tremendous market for 
extra volume. 

We consider prospects 

throughout the world 
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dividual at age 65. We have now re- 
duced our problem to a simple problem 
in interest theory. It is merely neces- 
sary to determine how much money we 
will have to set aside at the present 
time in order that it will accumulate at 
an assumed interest rate to the amount 
of money that we require. 

“The net effect of these discounts will 
be to produce for us at the present time 
an amount of money which we will have 
to put aside in total to pay for all the 
benefits of all the employes in our pres- 
ent work force.” 

R. B. Wiltse discussed the legal and 
tax aspects of retirement plans and R. J. 
Sturkey told how a personnel man goes 
about selling the program to the em- 
ployes. 


Aetna Agency Assistant 

Appointment of Charles F. Eddy as 
agency assistant of Aetna Life has been 
announced by Robert B. Coolidge, vice 
president. Mr. Eddy, who will serve as 
an instructor in the company’s home 
office life insurance schools, has been 
supervisor of the Louisville general 
agency since 1952. He was a director of 
the Lions Club in Toledo, Ohio, and was 
a member of the Louisville Association 
of Life Underwriters. 

A native of Zanesville, Ohio, Mr. 
Eddy attended Dension University and 
was commercial manager of Ohio Bell 
Telephone Co. before joining the Aetna 
Life three years age. He is an Army 
veteran. 
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Are You on the Right Track? 


Are You Heading inthe Right Direction? 
You Will 


HEARTHSTONE INSURANCE co. —- MASS. 
ton 15, Mass. 


Be... Tee 
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COMBINED INSURANCE CO. OF AMERICA 
Chicago 40, Ili. 





COMBINED AMERICAN INSURANCE CO. 
2817 Maple Avenue 


W. CLEMENT STONE, President 
of the Combined Group 


Dallas 4, Tex. 
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who cares about 
children... 


There’s hardly a man who doesn’t 
have a “‘soft spot’”’ in his heart for 








children. But the life insurance agent 





has an unusual opportunity to take 





an active part in showing that he cares 
about the future of the children 
in his community . . . showing that he 







has their interest at heart. 













As a life insurance agent, he 


demonstrates his interest in a concrete, 





vital way. When he has written a 





policy for the man with a family, 





he is “‘caring”’ for his client’s children 





... helping safeguard their future 





welfare and happiness. 








By helping families to plan and provide 
for this security, the Life Underwriter 





proves he is a man who cares. 


rovident Mutual Life insurance Company 


OF PHILADELPHIA, PENNSYLVANIA 


® Each of us in the life insurance 
business has a continuing responsi- 
bility: to render professional services 
to the millions of free Americans who 
stand to benefit by our counsel. Let us 
not neglect our responsibilities—and 
our opportunities. 
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Left to right, seated—J. Lowell Craig, William J. Kinnally, Matt Taylor, Albert 
Newald. Standing: Lon Skinner Bond, Paul Herbst, Frank Mueller. 


One of the interesting aspects of the 
J. Lowell Craig Milwaukee, 
Northwestern Mutual Life, is the fact 
that six of its agents had legal training 


agency, 


before entering the insurance business. 
These men are William J. Kinnally, 
Matt Taylor, Albert M. Newald, Lon 
Skinner Bond, Paul Herbst and Frank 
Mueller. This group represents approxi- 
mately $5,000,000 of production each 
year. In 1953 the agency paid for more 
than $14,500,000. 

Mr. Kinnally, a graduate of DePauw 
University, 1936, and Indiana Law 
School, 1949, entered life insurance in 
1949. During his first three years in 
life insurance, although starting as a 
stranger in Milwaukee, he quickly en- 
tered large production and is a life 
member of Million Dollar Round Table. 

Matt Taylor, a graduate of Princeton 
and of Harvard Law School, practiced 
law from 1934 to 1950; joined Craig 
agency in 1950 as head of its research 
and analysis department. That depart- 
ment was responsible for more than 
$3,000,000 paid production in 1953. 

Albert M. Newald, a graduate of Har- 
vard University in 1905 and of Harvard 
Law School in 1908 practiced law in Mil- 
waukee until 1921. He joined Northwest- 
ern Mutual field force in 1935. 

Lon Skinner Bond, who has been with 
the agency only since June, 1953, is a 
graduate of State Teachers College in 
Indiana; and of University of Pennsy]- 
vania, later attending University of Iowa 
Law School. Before joining the Craig 
agency he worked for the American 
City Bureau, one of the country’s fund 
raising organizations. He is a member 
of the Milwaukee Bar Association. 

Paul Herbst is a graduate of Mar- 
quette University College of Business 
Administration and was a transport pilot 
in the Navy for three years. After hav- 
ing three vears of experience on legal 
staff of Northwestern Mutual at the 
head office he joined Craig agency in 
1951. On January 1, 1954, Mr. Herbst 
took over the duties of part-time super- 
visor for the agency in addition to his 
individual sales activities. 

Frank Mueller, also a graduate of 
Marquette University, did some part 


work in law offices from 1947 to 1950 
and practiced law from the later date to 
1952 when he joined Craig agency. 

J. Lowell Craig, the general agent, 
attended DePauw University and _ his 
first life insurance experience (in 1934) 
was in Chicago, later going to Indiana- 
polis. He became a general agent of 
Northwestern Mutual in 1949 in Mil- 
waukee, his partner being Dan A. Kauf- 
man. In 1951 Mr. Craig was appointed 
sole general agent. Ranking 20th in the 
United States among company’s general 
agencies in 1949 annual sales it moved 
to first place in 1952 and ranked third 
in 1953. Mr. Craig specializes in estate 
planning and taxation cases. 


WHEN 49 MONTHS EQUALS 32 YEARS 


During the 49-month period from Dec. 


last Dec. 31 the Provident doubled its life insurance 


in force. 


force at the end of the previous 32 years and brought 
the total to over $1,160,000,000. This achievement 
is the result of three factors: the right kind of sales 


material... 


and the most important factor of all, the fine group 


of men and women in the field organization. 


aie 


PROVIDENT LIFE & ACCIDENT INSURANCE COMPANY 
Chattanooga 


PROVIDENT 


This gain equaled the entire amount in 


excellent agency contracts and service . 





Colonial Life Has Best 
Year in Its History 


The most outstanding year in its his- 
tory was reflected in the annual state- 
ment contained in the report to stock- 
holders of Colonial Life by Richard B. 
Evans, president. 

New insurance placed in 1953 totaled 
$49,842,700, a 17% gain over 1952. Insur- 
ance in force amounted to $323,722,000, 
the highest in history, up $28,947,925 
from a year ago. Total income from all 
sources came to $12,552,966—an increase 
of 84%. Net investment income rose 
to 3.34%, compared to 3.24% in the pre- 
vious year. Assets at the close of the 
year showed a record growth of $4,788,- 
612 to a total of $57,449,137. This is 
49% greater than the assets of five years 
ago. 

Mr. Evans, in his annual report to 
policyholders and stockholders, stated: 
“1953 was the most successful year of 
operations the company has ever ‘experi- 
enced. It reflects the effective service 
to our policyholders and the public.” 


Prudential Managers Meet 
At Edgewater Gulf, Miss. 


Managers of The Prudential’s 118 
Ordinary agencies throughout the United 
States and Canada, attended a four-day 
conference at Edgewater Gulf, Miss., 
this week. Meeting at Edgewater Park 
Hotel, the managers conferred with 
company executives on agency manage- 
ment problems. 

Carrol M. Shanks, president of Pru- 
dential, headed the list of company ex- 
ecutives attending the sessions. Off- 
cials from Prudential’s regional home 
offices at Los Angeles, Houston, Minne- 
apolis, Chicago, Jacksonville, and Tor- 
onto, were present. 


LIFE WITH 
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JOHN W. KELLEY’S NEW POST 





Joins Bankers National Life to Take 
Charge of Sales Promotion, Publicity; 
Formerly With National of Phila. 
The appointment of John W. Kelley 

as a member of the agency department 
staff of Bankers National Life, Mont- 
clair, N. J., has been announced by 

William J. ’Sieger, vice president and 


superintendent of agencies. Mr. Kelley 
will have charge of sales Promotion, 
publicity and the company’s publications, 

Mr. Kelley was previously agency sec- 


JOHN KELLEY 


retary for the National Accident & 
Health Insurance Co. of Philadelphia 
where his duties entailed advertising, 
sales promotion, publicity, field service, 
and development of new agencies. A 
graduate of University of Pennsylvania 
where he majored in journalism and 
marketing, he received his B.A. degree 
in 1950. He served on the staff of the 
university's publication, “The Daily 
Pennsylvanian.” 

A commissioned officer in the United 
States Coast Guard Reserve, Mr. Kelley 
was on leave of absence from the Na- 
tional A. & H. Insurance Co. from 1951 
to 1952. While on his second tour of 
active duty, he served as navigator and 
operation’s officer aboard a cutter in 
the Pacific area and later was assigned 
as public information officer for the 
13th Coast Guard District Office of 
Seattle. Prior to that he was a member 
of the National’s agency department 
and also received training in its under- 
writing and claims departments. 

Mr. Kelley is well known in New Jer- 
sey and eastern Pennsylvania circles in 
semi-professional baseball and_ basket- 
ball. 


Pacific Mutual Changes 


Pacific Mutual Life announces the 
election of Medical Director L. H. Lee, 
M.D., to vice president. He has been 
medical director since 1936 and served 
as president of Association of Life In- 
surance Medical Directors in 1952. Wes- 
ley S. Bagby, formerly assistant vice 
president, and with the company in vari- 
ous capacities since 1927, has been made 
comptroller. He is a Fellow of the Life 
Office Management Association. 

Elected a director of the company 
was Shannon Crandall, Jr., president of 
the California Hardware Co. His father, 
Shannon Crandall, was a Pacific Mutual 
director from 1937 to 1952. 
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HEARTHSTONE INSURANCE CO. OF MASS. 
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COMBINED INSURANCE CO. OF AMERICA 
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Travelers Man Gets Top Award for Loan Suggestion 







February Ordinary Sales 

Arizona showed the greatest rate of 
increase in Ordinary life insurance sales 
in February, with Oklahoma and Wyo- 


ming tied for second and Connecticut 
and Tennessee third, it is reported by 


gained 37%, Oklahoma and Wyoming, 
each 22% and Tennessee, 19%. 

For the first two months, with na- 
tional Ordinary sales up 5% from the 
year before, Arizona also led with an 
increase of 30%, with Tennessee in sec- 
ond place, up 2196 from the correspond- 
ing period of last year. 



























William J. Ritchie (right) of the Robinson branch office, New York City, won 


first prize among field employes of the Travelers in the 1953 Employe Suggestion 
Plan. His idea facilitated the execution of certain types of loans on life insurance 
policies. During a recent visit to the home office in Hartford, he was congratulated 
by President J. Doyle DeWitt (left) and Vice President Vernon T. Dow (center). 





SAMMONS REPORTS 1953 GAINS 


Reserve Life, Dallas, Topped $40,500,000 
in Premiums; Has $31,380,000 in As- 
sets; Life in Force $66,500,000 
The Reserve Life of Dallas of which 
Charles A. Sammons is president, topped 
$40,500,000 in premium volume in 1953, 
its 15th anniversary year, representing 
a formidable increase over its 1948 fig- 
ure of $7,315,132. The major portion of 
the business written continues to be 
hospital insurance sold to individuals 

and family groups. 

Since the company was chartered in 
1938 its assets have grown to over $31,- 
380,000, a substantial portion of which 
is kept in cash and bonds. Capital and 
surplus funds after providing for all 
policy reserves required by state insur- 
ance laws amounted to over $11,000,000 
as of last December 31. 

For each $100 in liabilities including 
policy reserves, the company maintains 
$154 in assets. 

In his annual report Mr. Sammons 
points out that the company’s greatest 
growth is in its hospital and disability 
division which, in 1953, produced 24% 
more sales than in 1952. This division 
has over 2,200 sales representatives 
working out of 227 branch offices in 
38 states and the District of Columbia. 

Two significant steps taken in 1953 
were the expansion of the sales training 
School and the introduction of two new 





Divisional Group Managers 

Oliver W. Rusling and Lawson DuCles 
have been named divisional Group man- 
agers in charge of Occidental Life of 
California’s northern and southern 
Group divisions respectively. 

Mr. Rusling joined Occidental in_1947, 
and since that time has served as Group 
representative, assistant regional Group 
supervisor, and regicnal Group super- 
visor. Currently he is regional Croup 
manager in Philadelphia and will con- 
tinue to act pro tempore in this capacity 
in addition to his new duties. He served 
as an officer in Army and as an execu- 
tive for a national drug chain prior to 
joining Occidental. 

Mr. DuCles joined Occidental in 1942 
after more than 12 years as an agent 
and broker for other companies. He 
has served as Group solicitor, assistant 
regional Group supervisor, Group super- 
visor, and assistant regional Group su- 
perintendent. He will direct the com- 
panys’ southern division operations from 
his headquarters in New Orleans. 





hospiti il protection policies. Even more 
intensive sales training is planned foi 
1954, said Mr. Sammons. 

In its life division the insurance in 
force increased to over $65,500,000 by the 
year-end. A new rate manual was issued 
together with seven new pocket size 
sales kit plans. The 1954 objective, Mr. 
Sammons emphasized, “is to cover our 
entire 38-state area with efficient, sales 
producing general agencies.” 








CROMWELL-HAAS Agency 


The Manhattan Life Insurance Company 
* The Broker’s Life Agency * 
Open educational MEETINGS for brokers every Thurs. eve. 7 to 9 p.m. 


60 East 42nd Street, N. Y. 17, N. Y. 





MuUrray Hill 2-3964 





the Life Insurance Agency Management 
Association, which has analyzed Feb- 
ruary sales by states and leading cities. 
Countrywide, 
creased 6% in February, compared with 
February, 1953, while 


Among the large cities, Boston showed 
the greatest rate of increase for Feb- 
ruary, with a gain of 25%. St. Louis was 
next, with purchases up 18%. Boston 
also led for the two months with a gain 
Arizona sales of 12%. 


Ordinary business in- 





Rated ‘‘A’’. .. Excellent by BEST’S 
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American Health 


For Your Small Groups 


The sound A & H and Hospitalization-Medical 
Specialist Company—growing on a planned pro- 
gram based on dependable local agents backed by 
liberal claim settlement 


% GROUPS AS SMALL AS 5 MEMBERS 
% ALSO FLAT RATE FAMILY POLICIES 
% NO OTHER LINES OF INSURANCE 

%* NO BUSINESS WRITTEN DIRECT 

% ALL CLAIMS SETTLED LOCALLY 











We'd like to tell you our 
story because we believe it 
can help us both as a team 


Write Direct to: 
W. deV. Washburn, President 
AMERICAN HEALTH 


INSURANCE CORPORATION 


First National Bank Building, Baltimore 3, Md. 
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MEETING A RESPONSIBILITY 
Appearing as a representative of the 
Chamber of Commerce of the United 
States before House Committee on In- 
terstate and Foreign Commerce with 
respect to a pending bill about health 
insurance Edwin J. Faulkner, president 
of Woodman Accident of Nebraska, 
gave some significant information rela- 
tive to the outstanding record of growth 
and service in the public interest of the 
private insurance industry. 1939 only 
6,000,000 Americans were insuring them- 
selves against the cost of hospitalization. 
This total, he said, skyrocketed to 92,- 
000,000 persons at end of 1952, of which 
$6,500,000 was written in 1952. Insurance 
protection for surgery costs covered 7,- 
(00,000 persons in 1941 which had grown 
to 73,000,000 covered at end of 1952, and 
a 12% increase over the preceding year. 


Insurance against the costs of medical 
care, other than surgery, had a later 


origin than hospital and surgical insur- 
ance but at end of 1952 it was pro 
tecting 36,000,000 

of 29% during 1952. 


persons, an increas¢ 
Medical expense in 
surance developed only five years ago 
has expanded rapidly. 

With 
Faulkner demonstrated that 


these and other figures Mr. 
private in- 


surance organizations are fulfilling their 


responsibility to make adequate insur- 
ance coverage available on a_ sound 
basis. The record demonstrates the abil- 


ity and willingness of insurers to im- 
prove coverages and develop new types 
of coverage in response to new needs 
In no smal] measure the rapid expan 


sion of voluntary insurance and its con- 


tinuing improvement results directiy 
from the open, free and keen compcti- 
tion among 800 insurers now active in 
accident and health insurance, plus the 


wholesome and vigorous competition be- 


tween private insurance companies and 


voluntary pre-payment plans such as 
Blue Shield and Blue Cross. 
Commenting on’ the problem of 
costs Mr. Faulk- 
ner made these among other points: 
There are needs for assistance to meet 
such costs that are beyond the reach 
of insurance. Because of impaired health 
some persons are not now insurable. 
Some, though satisfactory insurance 
risks otherwise, have not the means to 


financing health care 


pay the costs of insurance protection. 
Their needs are real and must be met 
by appropriate methods other than in- 
surance. The risks of those who suffer 
from impaired health are not necessarily 
beyond the competence of the insurance 
industry. As a matter of fact, many 
people who suffer from some impairment 
are today insured. They may be in- 
sured at a higher than standard premium 
or by appropriate adjustment in the 
insurance policy provisions. As the in- 
surance business further develops sub- 
standard underwriting the number of 
impaired risks ineligible for insurance 
will continue to be reduced. 

The problem of the indigent is of a 
distinctly different kind. The indigent 
do not have the funds with which to 
purchase insurance. The needs of those 
people must, of course, be met. Their 
needs should be met in the future as in 
the past by voluntary assistance and 
from public funds. To attempt to insure 
the indigent would place a heavier bur- 
den on the public, and would impair, if 
not eventually destroy, voluntary insur- 
ance. The public has a very important 
role to play in the financing of health 
care costs. It is essential that public 
funds be available supplementing volun- 
tary aid to provide assistance for the 
indigent. Congress should also supply 
tax incentives for the purchase of vol- 
untary insurance. : 

Government reinsurance of health in- 
surance plans would introduce no magic 
in the field of financing health care 
costs. Reinsurance can distribute risks 
among insurers just as insurance dis- 
tributes them among policyholders, but 
no matter how far this distribution is 
carried, it must be sound to succeed. 
Reinsurance does not increase the abil- 
ity of the insurer to sell protection to 
the unwilling buyer. It does not reduce 
the cost of insurance. Reinsurance does 
not make insurance avilable to any class 
of risk or geographical area not now 
within the capabilities of voluntary in- 
surance to reach. 





Robert L. Loucks has joined staff of 
Holefca & Associates, Detroit, consult- 
ants in Group and Pension plans, as an 
account executive. He has degrees from 
University of Minnesota and from Har- 
vard University and served four years 
in the Army Signal Corps. His career 
includes experience in the claim depart- 
ment of a large casualty insurance com- 
pany. 
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Raymond L. Macher, manager of the 
St. Louis office of Occidental Life of 
California, was recently elected presi- 
dent of the newly-organized Exchange 
Club of St. Louis. 
















































RAY M. PETERSON 


Ray M. Peterson, vice president and 
associate actuary of Equitable Society, 
was guest lecturer under the auspices 
of the S. S. Huebner Foundation for 
Insurance Education at University of 
Pennsylvania last week. A dinner-meet- 
ing was attended by members of the 
University of Pennsylvania insurance 
department faculty, fellows of the Hueb- 
ner Foundation, members of the univer- 
sity’s Insurance Society and_ special 
guests. 

ee ee 


J. Paul Rutter, vice president and sec- 
retary of the American Insurance Co., 
will participate in a panel discussion on 
Institutional Investment Practices at the 
Institute of Investment Banking to be 
held at the University of Pennsylvania, 
Philadelphia, April 12-16. The institute 
is sponsored by the Investment Bankers 
Association of America and the Whar- 
ton School of Finance of the University 
of Pennsylvania. Investment objectives 
and practices of fire and casualty insur- 
ance companies will be the principal 
points of discussion in which Mr. Rut- 
ter will participate. Mr. Rutter, a grad- 
uate of Colgate University, has been as- 
sociated with the American since 1943. 

a ee 


Mayor Robert F. Wagner and Dr. I. 
Ogden Woodruff have been elected to 
the board of directors of the Health 
Insurance Plan of Greater New York. 
Mayor Wagner has long been interested 
in health insurance, particularly as it 
affects the employes of the City of New 
York. Dr. Woodruff formerly was di- 
rector of the first medical division of 
Bellevue Hospital and is emeritus pro- 
fessor of clinical medicine at the College 
of Physicians and Surgeons, Columbia 
University. 

* * x 

Theo. P. Beasley, president of Repub- 
lic National Life of Dallas, has been 
elected to the board of trustees of Texas 
Christian University in Fort Worth, Tex. 
Long active in the local and_ nationai 
program of the Disciples of Christ, Mr. 
Beasley is a member of the board of the 
East Dallas Christian Church and of its 
cabinet. He is a past chairman of the 
board, finance and budget committees, 
and Slayter Men’s Bible Class, one of 
the largest men’s bible classes in Dallas. 
He is also a member of the board of 
trustees of the National City Christian 
Church Corp., Washington, D. C. In 
1952 Mr. Beasley received the “Lay 
Churchman of the Year” award, pre- 
sented as part of the Washington Pil- 
grimage ceremonies held each year. 





Casper B. Ughetta, counsel, Chubb & 
Son, and who has been with that or- 
ganization since 1943, has been appointed 
a member of the Committee on Charac- 
ter and Fitness for the Ninth Judicial 
district. The appointment was made by 
the justices of the Appellate Division of 
the Supreme Court, second judicial de- 
partment. The committee investigates 
the character and fitness of applicants 
in the district for admission to practice 
as attorneys and counselors at law in 
the courts of New York State. 


* * 





* 








Franklin Briese, treasurer of Min- 
nesota Mutual Life of St. Paul, recently 
was named a director of the St. Paul 
Athletic Club, trustee of Charles T. 
Miller Hospital, and member of the 
mayor’s committee to select a site and 
lay plans for the new municipal stadium 
to be constructed in St. Paul in the near 
future. 

2 

Harry E. Wuertenbaecher, general 
agent, Penn Mutual Life, has been ap- 
pointed special gifts chairman of the 
American Cancer Society’s drive to 
raise $150,000 in the St. Louis area. He 
was chairman of the special gifts divi- 
sion of the 1950 Community Chest cam- 
paign and the small firms division of the 
1942 War Chest drive. He is a former 
member of the Advisory Board of the 
Social Planning Council’s volunteer 
service bureau. 

ig “Sie 

E. A. Henne, vice president and west- 
ern manager of America Fore at Chi- 
cago, is off to Hawaii for a month. At 
San Francisco he missed seeing his for- 
mer aid, H. Clyde Edmundson, who is 
now America Fore Pacific Coast mana- 
ger, because Mr. Edmundson had just 
departed on a cruise to the Orient. 


* * * 


E. H. Simon of the Critchell, Miller 
agency, Chicago, got back from a trip 
to Cuba and Jamaica in time to attend 
the Midwest conference of National As- 
sociation of Insurance Agents at Louis- 
ville. He is the new president of the 
Chicago Board of Underwriters. He 
was accompanied at Louisville by W. W. 
Krom, manager of the Chicago Board. 


* * * 


Louis H. Bauer, immediate past- 
president of the American Medical As- 
sociation was elected chairman of the 
board of United Medical Service, New 
York’s Blue Shield Plan, at the annual 
meeting of the board March 23. Dr. 
Bauer has been a member of the UMS 
board since September, 1953, and was 
recently designated AMA representative 
to the national Blue Shield Commission. 
A retired colonel in the United States 
Army, he served in the Medical Corps 
and the Medical Reserve Corps. Dr. 
Bauer is a consultant to the surgeon 
general of the United States Air Force 
and to the surgeon general of the United 
States Navy. 

* * * 

Robert J. Hoyer, assistant treasurer, 
Bankers Life & Casualty, has been 
elected to membership in the Controllers 
Institute of America. This is a non- 
profit organization of controllers and 
finance officers from all lines of busi- 
ness whose membership exceeds 4,200. 


* * * 


John R. Carnochan, vice president of 
Union Mutual Life, was elected a vice 
president of the Portland Chamber of 
Commerce at the Chamber’s annual 
meeting and civic luncheon held recently 
at the Eastland Hotel in Portland, Me. 
Prominent in local civic activities, Mr. 
Carnochan also is secretary and treas- 
urer of the Princeton Alumni Associa- 
tion of Maine. 
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U. S. Chamber Meets April 25-28 


The Chamber of Commerce of the 
United States, which has an underlying 
membership of 1,500,000 business men, 
will hold its annual meeting in W ash- 
ington April 25-28. The Chamber is 42 
years old. Various departments of the 
National Chamber will hold individual 
luncheons on a wide range of sub- 
jects, including “Building Better Cities,” 
“More Jobs Through Better Selling,” 
“Your Stake in Federal Finance,” 
“Meeting Today’s Need for Individual 
Security,” “Labor Relations on Three 
Fronts,” “Clearing Transport Road 
Blocks” and “Insurance.” 


a ae 


Sell Hartford Hotel Bond 


The Hotel Bond of Hartford, for 
years the principal hotel in a city de- 
cidedly short of hotel accommodations, 
has been sold to Massaglie Hotels of 
Santa Monica, Calif., which recently 
purchased another Eastern hotel, the 
Raleigh of Washington. Purchase price 
of the Bond is reported to be slightly 
over $1,000,000. It is the third time the 
Bond property has been sold in three 
years. In June 1, 1951, the Gateway 
Company of Danbury, Conn., purchased 
the common stock and a few ‘hours later 
sold the entire holdings to International 
Hotels. Ben Tager, managing director 
of the Bond, is a part owner with In- 
ternational. He will stay with the Bond 
a short time and then devote most of his 
time to the Hotel Touraine, Boston, in 
which he is a part owner with the In- 
ternational. The largest mortgage holder 
of the Bond is Equitable Society which 
has a $725,000 mortgage with a present 
balance of $502,908. 

Although Hartford is the home of 
about 30 insurance companies it has not 
often been a city where large nation- 
wide insurance conventions have been 
held. Such conventions are generally 
held at resorts as the accommodations 
in the Bond, city’s leading hotel, are 
limited. However, there have been a 
large number of regional and field con- 
ventions at the Bond, with attendance 
kept down as low as possible. 

Sometimes at a convention the ac- 
commodations at Hotel Hueblein have 
been used for the overflow and a few 
rooms have been available at The Hart- 
ford Club. The entire situation will 
change when the new Statler is opened 
some time this year. It took a long 
time to start erection of the Statler be- 
cause of the scarcity of building ma- 
terials until recently. But when the 
Statler really got under way it started 
building speedily. 

Probably, the insurance convention at 
the Bond which attracted the most at- 
tention was an annual meeting of Na- 
tional Association of Insurance Com- 
missioners some years ago. The Bond 
could not provide rooms for all of these 
public officials, their deputy personnel 
and the crowd of insurance lawyers and 
executives who attend the Commission- 
ers’ annual meetings. So up against it 














was the industry committee in seeing 
that rcoms were made available that 
some of the convention was booked as 
far away from Hartford as Farmington, 
Conn. At that time Louis H. Pink was 
Superintendent of New York State In- 
surance Department. He and his staff, a 
considerable one, moved into Farming- 
ton. One morning after breakfast Su- 
perintendent Pink and his deputies left 
the Inn for a walk, got a mile away 
when they encountered without benefit 
of umbrellas a downpour of rain. The 
New Yorkers arrived at the Bond with 
their clothes soaking wet. 

And, as for Louis Pink, with the pas- 
sage of each year his stature as a su- 
pervisory official in insurance has grown. 
Present consensus of opinion in the in- 
dustry is that he was one of the best 
Insurance Superintendents this state has 
had. 

For some years Commissioner W. 
Ellery Allen of Connecticut had a room 
at the Bond which was often a center of 
insurance conferences, social, official and 


business. 
* * * 


E. F. Williamson Dead 


Edward Frank Williamson, former 
world general manager of Norwich 
Union, died last month. He retired from 
the company’s executive direction in 
1941 after 46 years with the organiza- 
tion. Joining the company as a junior 
clerk he became a branch manager at 
Birmingham and in 1915 was made home 
fire superintendent. Later, he was made 
manager of the Norwich Union and on 
the retirement in 1933 of M. Mackenzie 
Lees he became general manager. His 
younger brother was made general 
manager of the Norwich Union Life, and 
his eldest son, Eric F. Williamson, is 
secretary of the Norwich Union Fire. 

E. F. Williamson traveled extensively, 
beginning with 1923, and he paid several 
visits to the United States, Canada, 
South Africa and more recently to Cey- 
lon. He was a past president of Char- 
tered Insurance Institute and a former 
president of Norwich Chamber of Com- 
merce. In 1944 he was elected Lord 
Mayor of Norwich. He came from an 
old Church of England family. 


* * * 


To Hold Midwest Conference 


The annual pow-wow of the Midwest 
Conference Committee of Agents with 
Western department company execu- 
tives and Western Actuarial Bureau 
officers will be at the Union League 
Club, Chicago, June 29. The previous 
day the agents will meet by themselves 
to comb their agenda. J. L. Ashton of 
Milwaukee, the chairman, has laid down 
the principle that only those items on 
which there is 100% of agreement among 
the agents shall be submitted to the 
company people. 

Mr. Ashton announced the dates at 
the Louisville meeting last week of Mid- 
west Territorial Conference. This at- 
tracted a turnout of close to 800. The 





tone was earnest and business-like and 
the agents were attentive throughout. 
There is obviously a spirit of self-search- 
ing these days against a backdrop of 
competitive threats of unaccustomed 
sizes and shapes. The agents, perhaps, 
are wondering where, if at all, they are 
vulnerable; where, for instance, they 
may be providing an opportunity for 
adroit and aggressive competitors to 
take a commanding position, by reason 
of an incorrectly priced situation or an 
inadequate merchandising setup or tech- 
nique. Such an undertone creates good 
audiences and farms the fertile soil for 
planting good remedies. 

Kent Parker, the manager of Western 
Actuarial Bureau, was presented by Mr. 
Ashton and he made a splendid sym- 
patico talk. It was an epochal appear- 
ance to have a W.A.B. executive facing 
a group of agents in open session and 
augurs well for the future of agency- 
company-bureau relations in the Mid- 
west. 

Western Underwriters Association 
gave further evidence of its entente cor- 
diale with the agents by being host at a 
cocktail gathering for all hands and at 
a dinner for association secretaries later. 
On hand from WUA were M. E. Peter- 
son of Springfield F. & M.; the presi- 
dent; E. H. Born, manager, and Walter 
Dithmer, public relations director. 


Seon 


The New Tax Bill 


The revised version of the Ways and 
Means Committee’s tax bill exempts 
from the required declaration of esti- 
mated tax and the new tax payment 
schedule all corporations whose yearly 
tax liability cannot reasonably be ex- 
pected to exceed $50,000. The committee 
estimates that this new provision will 
exempt about 390,0C0 corporations and 
apply only to 35,000 of the largest. 

Many provisions of the bill will pro- 
vide much needed tax relief for smaller 
taxpayers. Among these changes for in- 
dividuals are those relating to child care 
expense, medical expense, credit for de- 
pendents, income splitting by heads of 
families, retirement income and_ tax 
credits for dividends received. For in- 
stance: 

A deduction of up to $600 will he 
permitted for expense incurred for child 
care of a working parent. This deduction 
may be claimed by widows, widowers, 
legally separated or divorced persons, or 
mothers whose husbands are mentaliy 
or physical.y incapacitated. 

Medical expenses in excess of 3% of 
adjusted gross income, instead of the 
present 5%, will be deductible, and the 
maximum limitations have been doubled. 

Under present law the taxpayer may 
not claim a dependent’s credit for a 
person in any year that the dependent 
earns more than $€00. The new law rules 
out this earnings test for dependents 
who are not over 19 or who are attend- 
ing school or college, and receive more 
than half their support from the tax- 
payer. 

Under specified conditions, unmarried 
persons who maintain a household and 
support one or more dependents could 
take the full tax benefits available to 
married persons through income split- 
ting. 

Retired workers over 65 will be able 
to exclude up to $1,200 in income from 
pensions, annuities, rents, interest and 
dividends. 

This provision enables the taxpayer to 
exclude from his return $50 of dividends 
received, and gives him a credit against 
tax of 5% of the amount of dividends 
received over and above $50 in the first 
year the new provision is in effect. In 
the second year, and in all subsequent 
years, the taxpayer could exclude $100 
and receive credit of 10% on all addition- 
al dividend income. 

Another change proposed by the 
House Ways and .Means Committee 
would postpone the date for filing in- 
come tax returns and declarations of 
estimated tax by individuals from March 
15 to April 15. There would be no change 
in the filing date for corporate income 
tax returns. 


Nation’s Advertising More Informa- 
tive; Less Misleading 

Although there are still some flagrant 
offenders, such as the misleading health 
statements of some of the cigarette 
companies, erroneous claims of excel- 
lence by dealers of second-hand cars 
describing what they are offering for 
sale, and the recurrent appearance in 
some businesses of “bait ads” the public 
is now getting a fairer deal in the ad- 
vertising columns of the nation. “Bait 
ads” are a come on where alluring prices 
are advertised solely to entice customers 
into buying non-advertised products. 

Discussing the over-all picture, Presi- 
dent Victor H. Nybord, president of 
Association of Better Business Bureaus, 
in his annual review of ABBB, said on 
March 19: 

“On the whole, advertising is more 
truthful and informative today than 
since the conclusion of World War II. 
The advertisers are making a greater 
effort to meet the standards expected of 
them by the public. In 1953 the Bureau 
investigated 17,507 advertisements of 
which 7,419 required action by the bu- 
reaus and only 157 of which had to be 
turned over to the authorities as a last 
resort.” 

The Chicago Bureau handled the 
largest number of inquiries and com- 
plaints of any bureau, a total of 137,700. 
New York City was second with 117,000, 
and Boston third with 67,400. 

In the three major categories—finan- 
cial, commercial and merchandise—in- 
surance caused the most inquiries and 
complaints in the financial field. Ques- 
tions about accident and health insur- 
ance created the greatest volume 
(46, 500), reflecting public confusion over 
A. H. advertising, selling claims 
and palles provisions offered by a num- 
ber of companies. 

In 1953 there were 26,632 inquiries 
made to the bureaus relative to fire 
casualty and surety. 

There were 28,000 inquiries about life 
insurance received by the bureaus, 14,141 
being complaints. 


* * * 


British Company Appointments 

The State Assurance Co. of London, 
England, announces the appointment of 
H. C. Brett as overseas fire manager, 
and J. A. L. Eames as assistant overseas 
fire superintendent. 


* * * 


National Board Honors Memory 
of Frank Wadleigh Sargeant 
Members of the executive committee 
of the National Board of Fire Under- 
writers meeting in New York, March 25, 
honored the memory of Frank Wad- 
leigh Sargeant, a former president and 
chairman of the board of the New 
Hampshire Fire, who had been long 
active in the affairs of the National 

Board. 

Mr. Sargeant, who died on February 
10, had been an honorary member of the 
executive committee of the National 
Board of Fire Underwriters. 

Mr. Sargeant was named to the arson 
committee in 1905 and continually from 
that time until his retirement from busi- 
ness was active in the board affairs. He 
was chairman of the finance and statis- 
tics committees; also a member of sev- 
eral other committees and served four 
terms as a member of the executive 
committee until he was named an hon- 
orary member in 1940. 


* * * 


Interbureau Offering New 
Comprehensive Home Form 
The Interbureau Insurance Advisory 
Group has submitted to rating organiza- 
tions a new comprehensive dwelling 
policy. The rating bodies will, in turn, 
file the policy with state Insurance De- 
partments on behalf of the nearly 100 
member companies. Fire and allied lines 
will be written subject to standard fire 
policy conditions with other risks on a 
stated perils basis. For the complete 
package it is expected there will be rate 

discounts. 


























Sherwood in Charge 






Will Also Continue Supervision Over 
Loss Adjustment Activities 





The National Board of Fire Under- 
writers announces that Donald B. Sher- 
wood, its general adjuster, has been ap- 
pointed an assistant general manager. 
In his new capacity he will exercise 


general supervision over the public rela- 





George Maniatis 
DONALD B. SHERWOOD 


tions and loss adjustment activities of 
the National Board of . Fire Under- 
writers. 

Since November 1, 1946, Mr. Sher- 
wood has served as general adjuster of 
the National Board, dealing with general 
problems concerning the capital stock 
fire insurance companies of National 
Board membership in the field of ad- 
justments. 

He has also had general supervision 
of the National Board’s “catastrophe 
plan,” under which special offices are set 
up in disaster areas to facilitate prompt 
and equitable payments of large numbers 
of claims. Some of the disasters in 
which he has put this plan into effect 
have been the Texas City explosion of 
1947, the Florida and Gulf Coast hurri- 
canes of 1947, 1948 and 1949, and the 
tornadoes that struck Columbus, Ga. and 
Worcester, Mass., last year. 


Long Experience in Insurance 


Mr. Sherwood has had long experience 
in the insurance business. Before com- 
ing to the National Board, he was gen- 
eral adjuster of the Commercial Union 
Group, and has served as president of 
the Eastern Loss Executives Conference 
(now Loss Executives’ Association) and 
on the advisory and conference commit 
tees of the Fire Companies Adjustment 
3ureau, Inc. (now the General Adjust- 
ment Bureau). 

Mr. Sherwood, who was born in Rut- 
land, Vt., and educated at the schools 
there and at the University of Vermont, 
began his insurance career with the 
North British & Mercantile. Later, he 
became an examiner with the Phoenix 
of London, in its New York office, and 
after_a few years a special agent for 
the Commercial Union Group in Ver- 
mont and New Hampshire. In 1929 the 


Commercial Union transferred him to 
Massachusetts where he became a spe- 






Of Public Relations 


DUTIES WITH NBFU ENLARGED 





As an Assistant General Manager He 






Hemispheric Insurance 

Day Here on May 14 
WALDORF - ASTORIA LUNCHEON 
John A. Diemand to Preside and W. R. 


Herod Will Discuss Inter-American 
Conference at Caracas 








“Hemispheric Insurance Day”—May 14 
—will be observed again this year by 
the insurance industry of the United 
States and in all of the other countries 
of the Western Hemisphere. This is the 
eighth consecutive year in which the in- 
surance companies of the Hemisphere 
have conducted suitable ceremonies in 
their respective countries to advance the 
cause of Inter-American insurance coop- 
eration. 

In the United States, as in previous 
years, the observance will take the form 
of a luncheon at the Waldorf-Astoria 
Hotel, New York City, starting at noon 
and adjourning at 2 o'clock. W. R. 
Herod, president, International General 
Electric, will be the speaker. Mr. Herod 
is widely known in the United States 
and throughout the world for his active 
interest in cementing United States’ re- 
lations abroad. He will discuss the re- 
sults of the recent Inter-American Con- 
ference at Caracas and the opportunities 
for closer friendly relations with neigh- 
bors to the South. 

John A. Diemand, president of the 
Insurance Company of North America 
and chairman of the Hemispheric Insur- 
ance Conference committee of the 
Chamber of Commerce of the United 
States, will preside. Plans and program 
for the Fifth Hemispheric Insurance 
Conference to be held at Rio de Janeiro, 
August 19 to 28, will also be explained 
at the May 14 luncheon. 

Arrangements for the May 14 luncheon 
are in charge of a committee under 
chez uirmanship of Henry C. Thorn, resi- 
dent vice president of the Insurance 
Company of North America in New 
York City. Secretary of the committee 
is Harry F. Legg, secretary of the In- 
surance Section of the New York Board 
of Trade. 

SHANLEY ALBANY SECRETARY 

Frank H. Shanley has been appointed 
resident secretary of Fred S. James & 
Co., insurance brokers at 126 Pearl 
Street, Buffalo, N. Y. He previously 
had been associated with the American 
Mutual Liability for 28 years, since 1944 
as district manager in Buffalo. 





cial agent for metropolitan Boston and 
Rhode Island. In 1934 he was trans- 
ferred to New York and the company 
made him its assistant general adjuster 
and four years later its general ad- 
juster. 











Mervin H. Hankey, resident vice president, American Casualty (associate chair- 


man, 28th Annual Insurance Day); 


E. Hartmann, partner, 


Patterson Agency 


(associate chairman, Insurance Day): ‘William Macl ean, vice president, National 
Union Insurance Companies (vice president, Insurance Club of Pittsburgh) ; David 
H. Blayney, secretary, Clarence V. Watkins & Co. (president, Insurance Club of 
Pittsburgh) ; James P. McMahon, superintendent bond division, Fidelity & Casualty 
of New York (general chairman, 28th Annual Insurance Day). 





McAndrews Outlines 
Catastrophe Adjusting 


TALKS TO GENERAL BROKERS 





Prominent Adjuster Offers Set of Guid- 
ing Principles to Aid in Prompt 
Settlement of Claims 


How the broker can help his insured 
get a quicker adjustment at the time of 
a catastrophe was the subject discussed 
at the forum of the General Insurance 
Brokers’ Association of New York, Inc. 
Jack A. Fink, president, was chairman 
of the meeting. 


John J. McAndrews, president of the 
McAndrews Adjustment Co., Inc., inde- 
pendent company adjusters, O....aatt 


Street, and chairman of the catastrophe 
committee of the New York Association 
of Independent Insurance Adjusters, de- 
scribed the difficulties encountered by 
adjusters in inspecting thousands of 
claims submitted by New Yorkers fol- 
lowing a large storm. These claims, he 
explained, have to be taken care of at 
the same time as all the regular fire 
losses and the resulting volume seriously 
disrupts the normal activities of every 
adjuster’s office. 


Use Mail on Small Claims 


Often, he added, it is literally impos- 
sible for adjusters to return calls of pro- 
ducers and companies because the tele- 
phone lines are jammed with incoming 
calls. Mr. McAndrews pointed out that 
a great proportion of catastrophe claims 
are under $100 each and he urged bro- 
kers to resort to the mail when report- 
ing these smaller claims so that the 
telephone lines might be free for larger 
losses. 

Mr. McAndrews also stated that the 
fire policy permits the assured to “pro- 
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Over 20 Companies Now 
Subscribe to Afco Plan 


Afco Incorporated, recently organized 
insurance industry premium financing 
organization, 27 Cedar Street, New York 
City, announces that 21 companies of 
the America Fore Group, Hanover 
Group, Loyalty Group, Pacific Fire 
Group, Pearl-American Group and 
Yorkshire Group have subscribed to 
Afco’s facilities. Many other groups 
have expressed interest in the program 
which is available to the entire insur- 
ance industry. 

Afco is accepting business from agents 
and brokers of subscribing companies in 
New York, New Jersey, Connecticut, 
Massachusetts, Pennsylvania, Georgia, 
Illinois, Louisiana, Texas and California, 
and is entering other states as rapidly 
as conditions permit. 


BROOKLYN BROKERS MEET 

The Brooklyn Insurance Brokers’ As- 
sociation held its April meeting last 
evening at the Hotel St. George. Donald 
H. Parsons, Home Insurance Co., spoke 
on earnings insurance, and President 
Ann B. Hargert presided. 





tect the property from further damage” 
so that the assured has the right to 
make temporary emergency repairs 
without first waiting for an adjuster to 
call. However, he cautioned that as- 
sureds should not throw away damaged 
parts or material so that they might be 
available for inspection by the adjuster 
when he reaches the premises. 

In summing up, a set of guiding prin- 
cipals, to expedite the catastrophe loss 
settling situation, was offered to the 
brokers, as follows: 

1) Find out approximate estimate of 
damage. 

2) Advise insured to protect property 
by making temporary repairs, where 
necessary, immediately and to get writ- 
ten estimate in detail. 

3) Advise insured not to make any 
permanent interior repairs. 

4) Advise insured, because of number 
of properties damaged, to expect delay 
as fires and large windstorm claims are 
being checked first. Request insured to 
advise you when adjuster checked claim. 

5) Mail report of damage to company 

. do not call in... phone in serious 
or large losses only. 

6) Mail estimate of damage to ad- 
justers. 

7) Give adjuster time to figure loss 
after his visit to insured and receiving 
estimate. 

8) Call adjuster for his loss figure and, 
when adjusted, make up proofs for in- 
sured and eventually to adjuster. 

9) Wait for drafts from company. 
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A city that burned down on an aver- 
age of once every six months for three 
years hardly seems an ideal spot to set 
up a fire insurance operation. Yet 100 
years ago this month, a world-touring 
representative of the Northern Assur- 
ance Co., Ltd., established an agency 
for his company in gold rush, boom- 
town San Francisco, which had been 
virtually destroyed by fire six times 
between 1849 and 1851. 

A. P. Fletcher, then London secre- 
tary of the Northern Assurance, signed 
Smith Brothers and Company as agents 
in 1854 in spite of the fact that his con- 
servative board of directors in Aber- 
deen had previously made it clear that 
Canada and the United States were too 
wild for them. Beneath the chaos and 
ferment, Mr. Fletcher saw a_ healthy 
business nucleus germinating in the Far 
West. His move put the Northern in 
business in the United States. 


Eastward from San Francisco 


His confidence was warranted, for the 
company has been represented in San 


Francisco ever since, etsablishing its 
own branch there in 1882. But San 
Francisco was just a start. Since the 


Northern’s entry into the United States 
by way of the Golden Gate was the re- 
verse of the usual trend, the company 
had to pioneer eastward. Today the 
Northern maintains its U. S. head office 
in its own building at 135 William 
Street, New York, another branch office 
is located in Chicago, and 35 field offices 
serve all parts of the country. 

The first hundred years of the North- 
ern in the United States are outlined in 
an attractive anniversary booklet now 
available to producers and business as- 
sociates. 

The company was founded in 1836 in 
Aberdeen, the “granite city” of Scotland. 
By 1852 fire operations had been ex- 
tended to London and other English 
cities. Shortly thereafter, Secretary 
Fletcher persuaded the conservative 
Aberdeen board of directors to extend 
the Northern’s operations to “the whole 
world (excepting the United States and 

Canada) where British and Europeans 
trade.” Soon he had appointed agents 
in the principal cities of Europe and in 
most European colonies. Bolstered by 
success in these areas he gained permis- 
sion to extend Northern protection to 
whatever countries he wished—including 
the United States and Canada. He em- 
barked on a journey to establish agen- 
cies in India and Ceylon, and ultimately 
arrived in San Francisco. 

The insurance business in 1854 was 
less complex than it is today but, even 
without many modern, man-made risks, 
it was beset by all the elemental blows 
that underwriters have been trying to 
combat since ancient times. Some of 
America’s most drastic catastrophes are 
intertwined with the story of the North- 
ern’s first century in this country. In 
the Chicago fire of 1871 the company 
was involved to the extent of $130,000— 
a considerable sum in those days. The 
Baltimore fire of 1804 cost the company 
$530,000 in losses. In the San Francisco 
fire of 1906 Northern Assurance paid, 
promptly and in full, losses totaling $2,- 
439,000. After the windstorm of Novem- 
ber, 1950, the company paid more than 
11 ,000 loss claims. 


Affiliated Companies 


In addition to its initial fire line, the 
Northern now writes many kinds of in- 
surance, including ocean marine, inland 
marine, automobile, and allied lines. Its 
United States branch is the principal 
member of a group of companies in- 
cluding the London & Scottish Assur- 
ance, American Marine and — and 
White Cross Insurance Co., 

From modest beginnings Bo Northern 
has achieved a postion of esteem in 
America which matches its world-wide 





Northern Assurance Is Celebrating 
100th Anniversary in United States 


EARL D. PATTON 
United States Manager 


reputation. Its total resources in the 
United States have risen from $1,500,000, 
when its New York headquarters were 
established in 1882, to over $19,000,000, 
on December 31, 1953. Additional indica- 
tions of the company’s present solidity 
appear in the 1953 financial statement 
of the United States Haken its surplus 
to policyholders is $6,201,8 

The anniversary oe points out 
that the Northern Assurance is autono- 
mous in the United States. Premiums 
are kept here until the company’s last 
obligation to its policyholders is ful- 
filled, and no monies may be withdraw 
from this account except with permis- 
sion of the New York State Insurance 
Department. The company’s trustee, the 
Bankers Trust Co. in New York City, is 
an independent highly regarded trust 





company, which safeguards funds ex- 
actly as if they comprised a personal 
trust account. 

Because the Northern operates on a 
world-wide scale, its home office in Lon- 
don maintains a reserve fund to pay ex- 


traordinary losses. If claims on the 
United States branch are excessive dur- 
ing a major catastrophe, the home office 
remits funds from its reserve to help 
pay such losses, so that U. S. reserves 
can be materially augmented to meet 
any disproportionate disaster. On the 
other hand, none of the Northern’s 
funds in this country can be touched for 
payment of losses overseas. 


Patton United States Manager 


Earl D. Patton, U. S. manager of the 
Northern, states tha the growth of the 
company had been largely due to the 
initiative and cooperation of a growing 
body of independent producers. 

“The occasion of our centennial in the 
United States gives us a unique oppor- 
tunity to extend our thanks to all of the 
producers—both agents and brokers— 
who have helped Northern Assurance 
grow and prosper,” Mr. Patton said. 
“We asknowledge with appreciation 
their essential contribution. Our sound 
position is a direct tribute to the in- 
tegrity of the American agency sys- 
tem.” 

Mr. Patton, who succeeded Robert P. 
Barbour as U. S. manager in 1946, has 
been with the Northern since 1921 when 
he was employed as special agent for 
Oklahoma and New Mexico and later 
Kansas. The company’s Pacific Coast 
manager is Iverson and the 
Chicago manager is J. T. Woodroffe. 


Charles F. Joyce, Veteran 
Buffalo Agent, Dies at 78 


Charles F. Joyce, 78, a pioneer in the 
insurance field and founder of the 
Charles F. Joyce Co., Inc., one of the 
largest insurance agencies of Buffalo, 
N. Y., died March 25. Mr. Joyce was 
chairman of the concern that bore his 
name until it was sold two years ago 
to the Fred S. James Co. of Chicago, but 
he remained active in the business as 
vice president. The company retained 
the same name after the sale and con- 
tinues at 126 Pearl Street. 


SWISS 


REINSURANCE COMPANY 


of Zurich, Switzerland 
Organized 1863 
UNITED STATES BRANCH, ESTABLISHED 1910 


United States Manager 
J. K. BATTERSHILL, INC. 
J. K. Battershill, President 
161 East 42nd Street 
New York 17, New York 









Excess Reinsurance 
Assn. Annual Meeting 


30 COMPANIES NOW MEMBERS 


Excess of Loss Reletuteidl Helps tc 
Absorb Shock Losses of Major Catas- 
trophes in Recent Years 





The twentieth annual dinner and busi- 
ness meeting of the subscribers to the 
Excess Reinsurance Association was 
held March 24, at the Union League 
Club in New York. The meeting was 
attended by more than 50 senior officers 
of the 30 insurance companies making 
up the membership of the association 
and by officers of the Excess Manage- 
ment Corp., underwriting manager of 
the association. 

Edwin Stewart, president of the Ex- 
cess Management Corp., reported on ac- 
complishments of the association during 
its 20 years of activity. He recalled 
that on March 1, 1934, the association 
opened its doors for business with five 
member companies to carry the liability. 
He stated that the number of insurance 
companies constituting the association 
has shown a constant increase reaching 
the present number at December 31, 
1953. Premium writings of the associa- 
tion, Mr. Stewart said, have also shown 
a constant increase and now aggregate 
about $30,000,000 a year. 


Value of Reinsurance 


Statistical reports and charts reviewed 
at the meeting demonstrate to insurance 
company clients the advantage of excess 
of loss reinsurance which absorbs shock 
losses in years of major catastrophes. 

Under its catastrophe covers, the Ex- 
cess Reinsurance Association reimbursed 
its clients for part of the loss they suf- 
fered from each of several disasters, and 
thus helped stabilize their underwriting 
results. The cumulative experience of 
the association shows that over a span 
of years the association can be not only 
of value to the insurance industry but 
also through its own spread of business 
can produce a reasonable profit. 


North America Companies 


New Plan in California 

The North America Companies made 
their move in the dwelling fire market 
in California last week when California 
agents and brokers received the follow- 
ing letter signed by Francis F. Owen 
in charge of North America’s West 
Coast operations: 

“We wish to advise you that in the 
immediate future the North America 
Companies will announce a new plan 
for rating of dwelling of one to four 
occupancies which will result in a sav- 
ing to the public averaging about 20% 
The plan wili be different and simpler 
in its application than the present plan 
in use for such risks.” 

The act follows recent resignation of 
the North America Companies from the 
various rating bureaus throughout the 
United States for dwelling only and in- 
cluding the Pacific Fire Rating Bureau 
on the West Coast. The PFRB has re- 
jected the resignation for dwellings and 
not other classifications. Insurance Com- 
missioner John R. Maloney has rejected 
the rating bureau’s protest that the 
companies are in violation of the Cali- 
fornia rate regulatory act. 


Hernandez at Convention 

Jose L. Hernandez (“Call Me Joe”) 
of Lippitt & Simonpietri, San Juan, 
Puerto Rico, flew over to attend the 
Southern Agents Conference of the 
NAIA at Biloxi, Miss. He is the state 
national director and this is the first 
year that Puerto Rico has been an offi- 
cial member of the Southern Confer- 
ence. He came on to New York for a 
few days before returning to his home. 

He brought word that Jose Font Sal- 
dana, former Puerto Rico Insurance 
Commissioner, is now a member of the 
lower house of the P. R. legislature and 
chairman of the finance committee. 
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“PROVEIT” 


he said— 
and | did! 


cial Agent had supplied the 
tools needed to get the job 
done. Sure is a good policy to 
use Company service that pays 


off like this! 


And it’s a GOOD POLICY 
for both Agent and Assured 


that bears this seal 


Mins. ad 


PACIFIC 
NATIONAL 
FIRE INSURANCE 


COMPANY 











Sees More Tailor-Made Policies As 


Result of New Nationwide Definition 


Joseph G. Romans, CPCU, FIIA, as- 
sistant marine manager of the Royal- 
Liverpool Insurance Group, discussed 
the revised Nationwide Marine Defini- 
tion at a joint luncheon meeting March 
25 of the New York Chapter of the 
National Insurance Buyers Association 
and the New York Chapter of the Char- 
tered Property Casualty Underwriters. 

This meeting was held at the Hotel 
Martinique, with Claude H. Rice, Bab- 
cock & Wilcox Co., president of the 
NIBA New York Chapter, presiding. 
Also on the dais was Donald H. Chad- 
wick, Atlantic Companies, who heads the 
local CPCU chapter. About 125 men 
and women representing the two organi- 
zations attended this luncheon gathering. 

The new Nationwide Marine Defini- 
tion purports to define what is marine 
and inland marine insurance and what 
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these imports and exports can be in- 
sured at place of storage or other loca- 
tions with no limitation as to time. To 
qualify under these broad conditions 
certain definitions of such properties are 
set forth under the specific headings of 
imports and exports. For example under 
section 2 of item A: 

“An import, as a proper subject of 
marine or transportation insurance, shall 
be deemed to maintain its character as 
such so long as the property remains 
segregated in the original form or pack- 
age in such a way that it can be iden- 
tified and has not become incorporated 
and mixed with the general mass of 
property in the United States —, etc. 

“It is in the area of domestic ship- 
ments or what we generally refer to as 
transportation insurance that a material 
extension has been accomplished. The 
generally accepted view that transporta- 
tion insurance policies are tailor-made 
to fit the individual’s requirements has 
not lost its appeal but if anything has 
been refashioned for current styling,” 
Mr. Romans stressed. 

“Property shipped on consignment for 
sale or distribution can now be covered 
while in transit and for not exceeding 
120 days after arrival at consignee’s 
premises or other place of storage or 
deposit. Similarly, domestic shipments 
not on consignment can be covered up 


continue to follow the property from 
original point of shipment to and on 
locations for varying periods of time, 
depending upon the circumstances. Pre- 
viously the time limitations imposed on 
domestic shipments while at locations 
made some aspects of this section im- 
practicable. 

“Another important change may be 
found in the sections dealing with proc- 
essing risks and property in the hands 
of bailees. Previously, attempts to draw 
a fine line between processing risks and 
manufacturing risks gave rise to need 
for constant interpretations on the part 
of the Joint Committee. It was not until 
relatively recent years that Interpreta- 
tive Bulletin No. 104 was issued which 
clarified the situation to some extent. 

“Under Interpretative Bulletin No. 104 
many types of processing, assembly .and 
bailee risks were listed and under the 
definition coverage could be provided if 
the property were in transit and while 
waiting or undergoing processing. Under 
the new marine definition, in addition 
to the transit requirement property may 
be covered in the custody of bleacheries, 
throwsters, fumigatories, dyers, cleaners, 
needleworkers, laundries and _ similar 
bailees; also other bailees (not owned, 
controlled or operated by the _ bailor) 
for the purpose of performing work 
thereon (as distinguished from the mak- 
ing of a complete article) including the 
treatment of, or assemblage of property 
on the premises of bailees. 

“Any manufacture of a completed ar- 
ticle is not to be covered. In this section 
an unlimited class of inland marine 
risks may eventually be written where 
previously specific fire, casualty and in- 
land marine policies were required. For 
example, while not complete by any 
means, the following possibilities may 
lend themselves to the development of 
new inland marine policies: 

“(a) Repairing, overhauling, recondi- 
tioning, converting, etc., of all types of 
personal property as well as commercial 
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CLAUDE H. RICE 


property such as household appliances, 
machiner, motors, etc. 

“(b) Assembly risks such as machin- 
ery, furniture, radios and TV sets and 
cabinets, sewing machines. 

“te) Metal workers of all kinds. 

“(d) Packaging and crating of proper- 
ties. 

“These are only a few of the risks 
which may find new types of inland 
marine coverages. 

All Inclusive Cover on More Risks 

“The en bloc principle of providing 
all inclusive coverage under one policy 
has been a recognized inland marine 
practice under the jewelers block policy. 
This principle is now being extended to 
musical instruments, cameras, furs and 
fur garments and equipment, such as 
binders, reapers, tractors and similar 
agricultural equipment, and construction 
equipment. Block policies will be de- 
veloped for merchants and dealers in 
such properties. The new packaging of 
insurance coverage for qualifying deal- 
ers as mentioned will no doubt include: 

“(a) Stock and merchandise on the 
insured’s premises, and while away from 
premises in the hands of customers, re- 
pe 1irmen and other bailees. 

“(b) Merchandise in transit, including 
samples in hands of salesmen. 

“(c) Merchandise of others in custody 
of the insured. 

“It is conceivable that practically all 
the policies previously required to pro- 
vide adequate insurance protection may 
be wrapped in one dealer’s policy and 
possibly on an ‘All Risks’ basis. 

“The section dealing with installation 
risks has been clarified considerably. 
Machinery and equipment including 
plumbing, heating, cooling and electrical 
systems (as distinguished from building 
materials) while in transit to place of 
installation and during the period of 
installation and testing. Coverage must 
cease when such property has been ac- 
cepted as satisfactory or, when insured 
for account of the seller, the interest 
of the seller ceases, whichever first 
occurs. 

Building Materials 

“Building materials (e.g., structural 
steel, lumber, brick and mortar) may 
be covered (without limitation of time, 
previously a 30-day limit applied) while 
in transit to place of installation and 
after arrival thereat but such coverage 
must terminate when the materials are 
installed and have become a part of the 
realty or when the seller's interest 
ceases, which first occurs. 

“Under Section D applying to instru- 
mentalities of transportation and com- 
munications, the definition sets forth in 
more specific terms the types of risks 
that generally fall into these classifica- 
tions and the conditions under which 
they may be covered are spelled out in 
more detail. Those interested in the 
insuring of bridges, tunnels, piers, 
wharves, docks and slips, pipelines, 
power transmission lines, radio, televi- 


sion and similar electronic communica- 
tion equipment, outdoor cranes, loading 
bridges and similar equipment would 
profit by a careful study of this section. 

“There are many additional changes 
which some persons would consider as 
minor changes. Nevertheless they are 
worthy of study because it may affect 
the business in which one is interested 
as an insurance buyer, broker or agent 
or company underwriter. 

“This then is truly a restyled defini- 
tion to meet in part present day con- 
ditions. Company underwriters must de- 
sign new coverages to meet this ex- 
panded authority. New experience will 
have to be developed and we shall have 
to move in an orderly fashion to furnish 
many of these new coverages. 

“Here lies a potential for the buyer, 
the broker and agent and company 
underwriter in the form of new cover- 
ages (broader in some aspects, perhaps 
at less cost) and new fields to explore. 
We can expect new tailor-made policies 
to meet current insurance fashions.” 


CHARLOTTE OFFICE MOVED 

Phoenix of London Group has an- 
nounced the moving of its Charlotte 
service office to 1806 Liberty Bank 
Building effective April 1. The office 
continues under the management of 
T. E. Cooper. 
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Retaliatory Features of 
Virginia Laws Upheld 

The “retaliatory” feature of Virginia’s 
insurance laws has been upheld by the 
Virginia State Supreme Court of Ap- 
peals in a unanimous decision that af- 
firmed the previous order of the Virginia 
State Corporation Commission. The high 
court ruled that Virginia can compel an 
out-of-state insurance company to de- 
posit as much surety in Virginia as 
Virginia insurance firms are required to 
deposit in the state in which the out-of- 
state company has its home office. 

The Equitable Fire and Marine of 
Rhode Island had appealed the case from 
an order of the Corporation Commis- 
sion requiring it to deposit an additional 
$90,000 with the Virginia Treasurer in 
order to continue in Virginia. 

This requirement was made after the 
Virginia commission was notified that 
the Rhode Island Commissioner had 
ordered a Virginia insurance company to 
put up an additional $90,000 for a license 
to operate in Rhode Island. 

Equitable Fire and Marine contended 
in the appeal to the high court that 
the executive order of the Rhode Island 
Commissioner did not fulfill the condi- 
tions necessary to make the Virginia 
“retaliatory” feature applicable. 








AVAILABLE FOR INSURANCE BROKERS 
NEW YORK BUSINESS ADDRESS 
Phone Service - Typing - Mimeographing 
30 Church Street — Hudson Terminal Building 
MERCURY BUSINESS SERVICE 
WoOrth 4-6650 Established 1928 








Glens Falls Appoints 
Hatfield Asst. Manager 


The Glens Falls announces employ- 
ment of Wesley D. Hatfield as assistant 
manager of the home office fire division, 
at Glens Falls, N. Y. 

Mr. Hatfield is a native of Massa- 
chusetts. A graduate of Bucknell Uni- 
versity, he also holds a master’s degree 
from Boston University. Following his 
graduation, he taught at the Auburn, 
Mass., High School for several years 
before entering the Armed Forces in 
1944. 

Mr. Hatfield joined the General Ad- 
justment Bureau following his release 
from the Navy in 1946. Beginning his 
career at New Bedford, Mass., he was 
later transferred to the ‘bureau’s Hyan- 
nis, Mass., office as adjuster-in-charge 
and later branch manager. He served 
two years as branch manager for that 
company in Bridgeport, Conn. 





Home ASSURANCE COMPANY 


FINANCIAL STATEMENT AS AT DECEMBER 31, 1953 


ADMITTED ASSETS 
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$1,250,545.20 
695,295.44 
3,750,182.00 
686,021.73 
356,606.89 
29,756.92 
19,718.09 
388,733.34 


$7,176,859.61 


$ 366,625.04 
1,789,601.60 


178,493.88 
295,465.24 
52,156.10 


$2,682,341.86 


$1,000,000.00 


3,494,517.75 4,494,517.75 





$7,176,859.61 


POLICYHOLDERS’ SURPLUS $4,494,517.75 


* Bonds and stocks are carried on the basis prescribed by the Insurance Department of the State of New 
York. If actual December 31, 1953 market quotations had been used, the Policyholders’ Surplus would 


be $4,455,659.93. 
required by law. 


111 WILLIAM STREET, 
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206 Sansome Street, San Francisco 4, Calif. 
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Spring is a good time to “take inventory.” In surveying your policy- 
{ holders’ present protection you may find, in many cases, oppor- 
tunity to write new business. Improvements, additions and newly 


acquired home furnishings may not be covered—a client’s property 





values may have changed so that it’s advisable to increase his 


amounts of protection. 


The Home has been stressing the importance of adequate property 
insurance in full-color advertisements like the one on the right. 
Follow up this advertising. This Spring, take a new look at the 
names on your books. They’re your best prospects for additional 


insurance. 


* THE HOME * 


sitet Company 
Home Office: 59 Maiden Lane, New York 8, N. Y. 
FIRE ° AUTOMOBILE ° MARINE 


The Home Indemnity Company, an affiliate, writes 
Casualty Insurance, Fidelity and Surety Bonds 
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He sold me peace-of-mind...neatly wrapped in paper 


A home is for happiness. 

That’s what you work for—that’s where your enjoyment is. 

A house can be replaced of course — but contentment can’t be. 
Isn’t it worth protecting your peace-of-mind? 


You'll be surprised how much your insurance man can add to co you know what you own? 
ARS i 2 , ’ ; : ou may be surprised to 

your peace-of-mind, if you will allow him. You can’t fully enjoy seaie aiek aaidis Modine, 

your home and belongings unless you know they are properly your home furnishings and 

protected. Your Home Insurance agent knows how to give personal effects. Every 

you exactly the protection you need and want. He knows your 


homeowner should have a 
i home inventory. For a 
town and understands your problems and ambitions. 


handy free inventory book- 
let, see your Home agent 
or write The Home Insur- 
ance Company, Dept. A. 


You'll find him pleasant to talk to and a good friend 
to have — why not call him soon? 





yx Your HOMEtown Agent can serve you well—see him now! 


* THE HOME* = 
(fusurenuce Company fhe. 











Home Office: 59 Maiden Lane, New York 8, N. Y. jae 
FIRE + AUTOMOBILE +» MARINE ; a 
{ } The Home Indemnity Company, an affiliate, writes 3 
Paik Sa Casualty Insurance, Fidelity and Surety Bonds 
This ad will appear in full color, full > 
page size in the following publications rance protector of American homes and the homes of American industry. 


TIME May 24 ~ SATURDAY EVENING POST May 22 . BUSINESS 
WEEK May 29 . U.S. NEWS & WORLD REPORT June 18 





NATION'S BUSINESS June - BETTER HOMES & GARDENS June 
SUCCESSFUL FARMING June - TOWN JOURNAL June 
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Clauss Says Compulsory Bill Fight 
Proves Close Tie-in With Politics 


One of the first agent statements to 
appear since defeat at Albany of the 
bill to have compulsory automobile in- 
surance in New York State is that ot 
Emil T. Clauss of Buffalo, president ot 
the New York State Association of In 
surance Agents. Speaking before the 
Buffalo Insurance Day gathering on 
Tuesday he stated that the long-stand 
ing argument against compulsory insur- 
ance to the effect that such would be 
come a political football was fully sub 
stantiated during the recent battle in the 
legislature. 

Telling his Buffalo audience that the 
will of the public will prevail, despite 
what government officials may wish, if 
people have the courage to speak up 
courageously Mr. Clauss said: 

“This battle was the roughest and 
toughest fight at Albany in our time. 
Some of the trickiest and dirtiest politics 
were used in an attempt to put this 
bill on the book. 

“What happened? For the first time in 
the memory of Albany, an amendment 
to a bill was passed that was not yet a 
law. Not only once, but twice. Namely, 
the exemption of farm trucks and the 
cancellation clause. At the hearing of 
the Hults committee at Albany, our side 
in opposition to compulsory insurance 
made the point that the exemption ot 
farm trucks was for political purposes 
only, and it was not denied. 


Cancellation Clause 


“On the cancellation clause, we told 
how it was impractical and unworkable- 
so—what did the politicians do? They 
passed an amendment voiding the ex 
emption of the farm trucks, No. 1. No. 
2—passed another amendment changing 
the requirements of filing a certificate 
of insurance to secure a license—to only 
presenting a certificate of insurance. 
This was simply to avoid the costly ex- 
pense of keeping a file on every policy, 
which we claimed would amount to some 
for or five million dollars. 

“The amendment however, made the 
law ridiculous. If a policy was can- 
celled the day after receiving a license, 
or if a policy was not renewed, it would 


not be known to the Motor Vehicle 
Bureau until some innocent victim dis- 
covered it after an accident. Yet they 


say there is no politics in compulsory 
insurance. 

“If you want a new perspective, look- 
ing at politics, here you have it. There 
were politics on both sides, cheap politics 
and also the higher politics. Not in a 
long time has anything like it ever hap- 
pened in Albany. All Friday night and 
Saturday, after the first ballot defeated 
the bill, legislators were bullied, bribed, 
nagged and coerced to vote for the bill 
on the next ballot, regardless of their 
personal convictions. 

“Late Saturday the second ballot took 
place. Politics was the only considera- 
tion. The vote was strictly on a party 
basis for political purposes alone. No 
consideration was given to the merits 
or defects of the bill. Both sides followed 
the traditional politics of their party. 
Do we need any more proof that com- 
pulsory insurance is a political football ? 





However, we stood up to it all, and 
gave it all we had, and the bill was de- 
feated. 
Ways to Reduce Accidents 

“Let’s not forget that there was good 
reason for all this. We do face a most 
serious social problem on our streets 
and highways these days, and something 
must be done. The state must accept its 
responsibility. build more good roads— 
more carefully screen drivers’ ability— 
motor vehicle inspection, strict enforce- 
ment of the law, and backed by the 
courts to the limit. Up to now, the gov- 
ernment has not faced its responsibility 
for fear of political repercussions. They 
want compulsory insurance—that would 
pass the responsibility to the insurance 
companies. Just smart politics! 

“In this fight, the Governor, let us say 
in his best judgment, was wrong. We 


who live with this problem, day after 
day, know that the solution was not 
compulsory insurance—that was only 


treating the symptom, and did not cure 
the fundamental problem. Our job now 
is to see to it that everything possible 
be done to stop the disgraceful slaughter 
on our streets and highways,” Mr. Clauss 
said. 

“T venture to say that every one of 
us has made some gloomy prophecies 
in the past year. But whenever we take 
time to reflect how few of them proved 
true, and whenever we estimate our 
progress during the same period, we can- 
not help but be amazed at how much 
better destiny has treated us. 

“Now that the battle is over and the 


atmosphere has cleared for another year, 
we must find the answer. Company 
voluntary plan with the empoundment 
feature could very well be the solution 
we seek. I remind you that the public 
will not be driven. They must be at- 
tracted. That is the situation as I see it 
today as an average insurance man in 
the midst of the whirlwind of the past 
few months.” 


Brokerage Reaction Given 


The National Association of Insurance 
Brokers, Inc., in discussing defeat of 
the Dewey supported compulsory bill, 
states this week in its “Friday Flash”: 

“Whether rejection of the bill by the 
Senate was brought about as a result 
of political differences in the New York 
Republican party, or a strong belief 
among the Senators against the pro- 
posed law is not entirely clear. How- 
ever, it is clear that compulsory auto in- 
surance is not dead in New York. It is 
expected that there will be a special ses- 
sion of the New York Legislature in 
May and compulsory automobile insur- 
ance may be one of the matters on the 
agenda for reconsideration at that time. 
In the meantime, it is hoped that the 
more constructive forces in the insur- 
ance industry will be able to reach a 
compromise with the state administra- 
tion which will be to the best interest 
of the insuring public.” 


Jack Novak President of 


Trans-Oceanic Brokerage 
Directors of Trans-Oceanic Brokerage 
Corp., special risk brokers, have an- 
nounced election of Jack Novak as new 
president. He succeeds Michael H. Levy 
who has been named chairman of the 
board. 

Trans-Oceanic Brokerage Corp. is one 
of five firms which make up the Fed- 
erated Brokerage Group headed by Mr. 
Levy. Others are Michael Levy Co., Inc., 
industrial and commercial insurance bro- 
kers; The Camp Brokerage Co., Inc., 
specializing in children’s summer camp 
and resort hotel insurance; Federated 
Brokerage Corp., specializing in insur- 
ance surveys, self insurance manage- 
ment and large industrial risks; and 
Monogram Brokerage Corp., real estate, 
and chain store insurance and insurance 
of the entertainment field. 

A World War II ski-trooper, Mr. No- 
vak has been an insurance broker since 
1949. He was previously associated with 
department stores in merchandise man- 
agement. 


Attendance and Interest in NAIA | 
Conferences Prove Their Worth 


By Levertnc CaRTWRIGHT 


These regional conferences of Na- 
tional Association of Insurance Agents 
that have been taking the place of the 
old mid-year meeting are here to stay. 
Any one harboring doubt as to their 
popularity had only to take the mid- 
western clam bake at the Kentucky Ho- 
tel, Louisville, and the southern pow 
wow at the Buena Vista, Biloxi, Miss., 
to become convinced. This feeling of 
solidarity and intimacy is gaining year 
by year and the sessions as fraternizing 
opportunities become ever more valued. 


Over 720 at Louisville 


The Louisville meeting was impressive. 
There were 727 registered, which ran 
only a handful short of the Detroit rec- 
ord last year and Detroit had a far 
larger local group to call on to swell 
the total. The sessions were attended 
faithfully and there was a purposefull- 
ness clearly in evidence. 

It was the first occasion for J. L. Ash- 
ton of Milwaukee to report to this as- 
semblage in his capacity as chairman 
of the Midwest Conference Committee 
and he set a tone that appealed to the 





good business sense of the agents and 
company people. He wants the agents, 
the companies and the Bureau people to 
live together in a closely knit business 
community and bending their efforts 
towards aiding one another to make a 
dollar to better advantage. 

Almost dramatic was Mr. Ashton’s 
presentation to the group of Kent 
Parker, manager of Western Actuarial 
Bureau. To have a WAB man appear 
before agency audiences was precedent- 
shattering and was, of course, in remark- 
able contrast to just a year or so ago 
when Mr. Ashton caused gasps by his 
sharp and public criticism of Russell D. 
Hobbs, general manager of WAB, for 
his handling of rate matters in Wiscon- 
sin. This was taken as evidence of 
hatchet burying. 

How Bureau Man Acts 

Mr. Parker rose to the occasion splen- 
didly. He gave an insight into the oc- 
cupational attitude of a bureau man that 
gets him called “technical.” When an 
agent or company man comes forward 
with an idea or proposal, the bureau 
(Continued on Page 30) 
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AFFILIATES WITH JAFFIN 


Mrs. Rosalie L. Lane Incorporates Lane 
Agency and Joins Forces With Up- 
town N. Y. Brokerage Firm 

Mrs. Rosalie L. Lane, who has been 
conducting the Lane Agency, 60 John 
Street, New York, ever since the fatal 
illness in 1951 of her husband—the late 
Mervin L. Lane—announced this week 
the incorporation of the business and its 
affiliation with Edward Jaffin Associates, 
Inc., insurance broker at 11 West Forty- 
second Street. The affiliation became 
effective on April 1. 

Under the new arrangement Mrs. 
Lane will continue to be active in the 
Lane Agency, Inc., as its president and 
sole stockholder. Mr. Jaffin, who has 
had over 20 years’ experience in the 
general brokerage and life insurance 
fields, has been named treasurer and a 
director of the corporation. 

Two well known and well regarded in- 
surance families are brought together 
by this affiliation of interests. The 
Lane Agency was founded 50 years ago 
by the late Louis L. Lane, father of 
Mervin, who was a successful life insur- 
ance manager. In turn, Mervin Lane 
built up a sizable business in the gen- 
eral as well as life fields during his in- 
surance career of over 30 years. In addi- 
tion he contributed four text books on 
insurance selling and was the author of 
innumerable articles. Since her hus- 
band’s death Mrs. Lane has maintained 
the business on an even keel and given 
creditable performance in servicing the 
needs of its many clients. 

Mr. Jaffin’s career as an insurance 
broker started in 1931 in New York 
City. He incorporated in 1945 and since 
that time he has brought under his wing 
the business of several insurance bro- 
kers who have retired or have wanted 
to be relieved of the burden of main- 
taining their own offices. 


New Jersey Women Attend 


Conference at Buffalo 
President Margaret E. McElhaney and 
22 members of the Insurance Women of 
New Jersey attended a three-day confer- 
ence of Region 1 of the National Asso- 
ciation of Insurance Women at the Stat- 
ler Hotel, Buffalo, N. Y. 
At this conference plans were made 
for the remainder of the year, which will 


end with the national convention in 
June at the Hotel Roosevelt, New Or- 
leans. 


The 1955 regional conference will be 
held the end of March at 
York City. 


the Hotel 
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Factory Association 
Holds Annual Meeting 


HARGRETT, KINGAN OFFICERS 





Miller Elected Chairman of Executive 
Committee With Allen Vice Chair- 
man; 200 Attend Dinner 





The 64th annual meeting of the Fac- 
tory Insurance Association was held in 
New York City and attended by repre- 
sentatives of membership companies as 
well as the management and executive 
staff of the FIA. 

General Manager F. D. Ross gave a 
report to FIA member companies, high- 
lighting activities of the association dur- 
ing 1953 and cited experience figures for 
the year. 

The following officers were elected: 
secretary, Felix Hargrett, vice president, 
Home Insurance Co.; treasurer, Gilbert 
Kingan, U. S. manager, London & Lan- 
cashire. 

The following member companies were 
elected to the executive committee: 
Firemen’s of Newark, Phoenix Insur- 
ance, United States Fire. 


Regional Advisory Committee 


Elected to regional office advisory 
committees are the following: 

Eastern — Barton Douglas, assistant 
secretary, Hartford Fire; C. Close, 
vice president Great American; W. W. 
Corry, executive vice president, National 
Fire; I. E. Crouch, secretary, Aetna; V. 
L. Gallagher, deputy U. S. manager, 
Pearl Assurance; Felix Hargrett, vice 
president, Home; W. F. Jones, secre- 
tary, Springfield Fire & Marine; J. A. 
Newlands, general attorney, Scottish 
Union & National; Olaf Nordeng, vice 
president, Automobile; W. A. Rattle- 
man, president, National Union Fire; 
Bradford Smith, Jr., vice president, In- 
surance Co. of America; W. E. Smith, 
secretary, Phoenix Insurance Co.; F. P. 
Walther, secretary, Continental; Robert 
Wareing, vice president, Travelers Fire. 

Western—P. H. Barr, vice president, 
Hanover Fire; P. S. Beebe, manager, 
Western department, Hartford Fire; Ruch 
W. Carter, vice president, Aetna; H. A. 
Clark, vice president, Firemen’s ; Charles 
Dox, manager, London & Lancashire; 
E. H. Forket, vice president, National 
Fire; E. A. Henne, vice president, Con- 
tinental; E. D. Lawson, vice president, 
Fireman’s Fund; F. L. Lundington, 
manager, Atlas Assurance; J. G. McFar- 
land, manager, Western department, 
American; R. E. Minner, vice president, 
Home; C. W. Ohlsen, manager, Sun 
Insurance Office; M. E. Petersen, vice 
president, Springfield Fire & Marine; 
Earl Sanborn, vice president, Great 
American; W. A. Seely, manager, United 
States Fire; Bradford Smith, Jr., vice 
president, North America. 

Pacific—R. E. Alderman, agency sec- 
retary, Royal; D. A. Barry, manager, 
Pearl Assurance; Malcolm Cravens, 
manager, Camden Fire; H. C. Edmund- 
son, vice president, Continental; L. S. 
Gregory, assistant vice president, Fire- 
man’s Fund; E. R. Hindley, vice presi- 
dent, National Fire; Ward S. Jackson, 
manager, United States Fire; C. M. 
Marshall, vice president, Aetna; P. F. 
McKown, vice president, St. Paul Fire 
& Marine; W. B. Miller, vice president, 
American; F. F. Owen, general mana- 
ger, North America; A. C. Posey, mana- 
ger, Hartford Fire; Herbert Ryman, 
vice president, Great American; G. E. 
Stroub, vice president, Home. 

Following the annual meeting, the ex- 
ecutive committee met and H. W. Mil- 
ler, U. S. manager of the Commercial 
Union Assurance, was elected chairman, 
and C. L. Allen, president of the Aetna, 
was elected vice chairman. 

In the evening the annual dinner’ was 
held and was attended by approximately 
200 executives and guests of the associa- 
tion’s member companies. 


AETNA TRANSFERS EVANS 
Transfer of Special Agent Kenneth 
H. Evans from Iowa to North Platte, 
Neb., is announced by the Aetna. 





YORKSHIRE SHOWS PROGRESS 





Increases in Surplus and Admitted As- 
sets Reported by Yorkshire of New 

York and Seaboard Fire & Marine 

Financial and operating statements of 
the Yorkshire Insurance Company of 
New York and the Seaboard Fire & 
Marine of New York show increases of 
surplus and admitted assets. 

Premiums written by the two compa- 
nies totaled $11,381,377, an increase of 
6% over 1952. The loss ratio of the 
total operation on an earned premium 
basis was 60.2%, excluding casualty, 


55.7%. The ratios of total expenses ex- 
cluding federal income tax on a written 
premium basis were 42.5% and 45.1% 
reprectively. 

Policyholders surplus of the Yorkshire 


was $4,578,832. A year ago the United 
States branch of the Yorkshire and the 
Yorkshire Indemnity, now consolidated, 
had_ combined policyholders’ surpluses 
totaling $4,273,573. >. 

Admitted assets of the Yorkshire now 
are $14,398422 and the total of the 
United States branch and _ indemnity 
company a year ago was $13,159,076. The 
Seaboard Fire & Marine of New York 


Independent Adjusters 
Will Meet June 24-26 


The National Association of Inde- 
pendent Insurance Adjusters is planning 
for its annual convention on June 24-26, 
at the Hotel Claridge in Atlantic City. 
Adjusters from all parts of the United 
States will attend this gathering. 





now has a policyholders’ surplus of $2,- 
189,087 and admitted assets of $5,778,784 
compared to $2,155,893 and $5,651,367 at 
the end of 1952 





This America Fore Advertisement 
is currently appearing in the following 
Kolitelalcl Mole littetitelare 


* THE SATURDAY EVENING POST 
* NEWSWEEK * FORTUNE 


* TIME 


* LIFE 


* NATIONAL GEOGRAPHIC 
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NAIA Gatherings 


(Continued from Page 28) 


man instinctively communes with him- 
self to relate this to general practices 
and the impact of what is done by the 
bureau in the realm of uniformity and 
fair dealing with property owners and 
agents. 

“If we are slow,” he said, “it is be- 
cause we try to visualize what will be 
the effect on a complex business of our 
actions.” 

The bureau, he went on to say, can try 
to insure that changes that are made 
are free from unforseen angularities by 
cooperating with the agents conference 
committee. In 1953, he said, the proce- 
dure was excellent, the presentation was 
able. At least the bureau got a com- 
plete understanding of the agents posi- 
tion. 

At the outset, Mr. Parker said, it was 
not so long ago that it was open season 
on bureau people and with a smile he 
added: “I am not so sure that shot- 
guns have been put away.” 


Bandy Backs Questionnaire 
Joe H. Bandy of Nashville has his 


heart and head on his job as chairman of 
the NAIA casualty committee. He is 
forceful, smart and earnest. He is put- 
ting especial store on the questionnaire 
that was distributed at Louisville to try 
to develop an agency consensus on nu- 
merous questions in the automobile and 
casualty fields. He is hoping that this 
will adduce a real body of agency opin- 
ion, so that the conferees can tell the 
companies what the authentic attitude 
is rather than simply giving out with 
personal views. 

The Louisville Board crowd was get- 
ting the first reaction to the 1954 de- 
feat of compulsory auto insurance. 
Joseph A. Neumann of Jamaica, N. Y., 
vice president of the N:z ATA, was getting 
accolades on all sides as he was credited 
with wielding the largest single hand 
in frustrating Governor Dewey and In- 
3ohlinger on 


surance Superintendent 
this. 
Roy L. Davis, Chicago, Western man- 


ager of the Association of Casualty & 
Surety Companies, in his appearance at 
Louisville, said “for the time being the 
attempt to impose compulsory insurance 
on the public has been stopped. He 
noted that compulsory insurance bills 
also were defeated in Kentucky. 

He voiced regret that the voluntary 
plan had not been enacted in New York. 
Mr. Neumann in answer to inquiry, said 
legisiation is needed for this purpose, so 
as to enable the companies to set up 
the “reinsurance” entity that would de- 
fend the uninsured motorist and so as 
to compel all insurers to enter into the 
arrangement. 

Mr. Neumann in his appearance con- 
tributed greatly to the good sense of 
the hour. He has a concern for intellec- 
tual honesty along with being a hard 
hitting man in a cause. 


Mid-West Elections 


The report of the nominating commit- 
tee was accepted with Howard Fulling- 
ton, Wichita, Kan., as chairman; Leroy 
D. Engberg, St. Paul, first vice chair- 
man; Charles Eichhorn, Columbus, Ohio, 
second vice chairman; T. K. Robinson, 
Memphis, Tenn., secretary; Garnet Ma- 
son, Wichita, Kan., treasurer; Frank 
Dunkley, executive manager of the Kan- 
sas Association of Insurance Agents, as 
director of the next convention. 

The 1955 meeting will be held April 
17-19 at Wichita, with Minneapolis 
scheduled for 1956 and Columbus, O., 
for 1957. 

In the discussion at Biloxi on the 
question of the idea of the casualty com- 
panies getting together on standard 
forms, Thomas Carlson of National Bu- 





JOINS ADJUSTING FIRM 
Continuing increase in the volume of 
business of the Bert E. Strubinger in- 
dependent adjusting organization is re- 
flected in addition of another adjuster 
to his Cape Girardeau, Mo., staff. The 


new man is Robert Jank of Cape Gir- 
ardcau. 


reau of Casualty Underwriters said there 
has been a lack of study of the proposal 
because there have been so many other 
matters pressing for attention. He indi- 
cated that this will be on tapis in due 
course. One hurdle is legislation calling 
for facsimile signature of a company of- 
ficer on certain forms. 

There was a chorus of “Noes” on the 
question of the desirability of intro- 
ducing a 30-day automatic cancellation 
clause for non-payment of premiums. 
Mr. Carlson said this idea was put forth 
in 1934 by the NAIA and the consensus 
than was that this would be a drastic 
penalty for honest inadvertence; under 
the financial responsibility laws, notice 
of cancellation to the Motor Vehicle 
Commissioner is required and it would 
be hard to get up phraseology for a 
legally sound clause. Other members of 
this panel said they wanted no part 
of any such procedure. 


Distribution of Risk 


Mr. Carlson revealed the percentage 
distribution of risk under the auto 
classification plan in one company cover- 
ing 60,000 risks. The correspondence to 
bureau forecasts is remarkably sharp. 
This company had 75% in class 1, 14% 
in class 2 and 11% in 3. The bureau 
forecast was 75, 15 and 10. 

This company had 39% in 1A, 32% in 
1B, 4% 1C, 8% in 2A, 2% in 2B, 4% in 
2C: The bureau forecast was 32, 56; 7, 
9, 3, and 3 

On the whole the southern people in- 
dicated friendliness to the new plan and 
a feeling that the agents are in a far 
superior competitive position. 


Merit Rating 


On the question of merit rating Joe 
3andy said he agrees with James Cahill 
of the National Bureau that the idea of 
merit rating has popular appeal but is 
technically unsound. 

Mr. Carlson said the psychological 
appeal of merit rating is so great it 
has to be kept before the horse. The 
trouble is that there has to be tagged 
on to the rate for everyone an amount 











equal to what 


amounts to. 
Such a 


rate levels. 
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of maximum REINSURANCE protection when we 
arrange their REINSURANCE Program. 
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rate 


the 


increment is especially 
difficult to put into effect during a period 
of rising loss trends and ever increasing 
A state authority is loathe 
enough to have to accept a rate eet 


without stomaching an extra 


make a merit rate plan hci 

On the question of giving credit i in the 
rate for high schoo] driving training Mr. 
Carlson said the bureau is making close 
Southern states to see 
whether there are any authentic indica- 
tions to justify 
reau thinks that whereas there may be 
some temporary good effect from such 
training it is doubtful if the good effect 
the ages of 21-23 
when the peak is reached in accident 
age. The bureau i 


studies in two 


carries over 


involvement 


by 


such a credit. 


into 


searching for guide posts. 


He said one of the big independent 
companies that is making such a to-do 
about its credit for such training shows 
in its rate filing that only 4% of its 


no-accident bonus 
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Popular State Agent Jacob Davis 
made honorary member of Black- 
foot Tribe in 1860. 





Springfield Fire and Marine Insurance Company . 


New England Insurance Company . 


Michigan Fire and Marine Insurance Compeniy 3 


. Springfield, Mass. 
. Springfield, Mass. 
Detroit, Mich. 











MA ER SO A EE EBL SS AON, 


young drivers get the credit. He opined 
that the discount is intended far more 
for advertising purposes than for un- 
derwriting reasons. 

Mr. Bandy lamented that while it is 

the agents and their bureau companies 
that have done all the advancing of 
the cause of high school driving instruc- 
tion, their competitors are the ones get- 
ting the credit by granting the dis- 
count. 
_ On the question of a single limit policy 
in automobile, Mr. Carlson said _ this 
would call for increased rates and this is 
hard to accomplish in periods of increas- 
ing rate levels. Also there is the mat- 
ter of conforming the policy to financial 
responsibility laws. 

When the question of a six month 
policy was considered, Mr. Carlson said 
agents overlook the fact that generous 
installment plans are in the manual such 
as the 40-30-30 basis with a charge 
of only 50 cents per installment. This 
offers the possibility of meeting the 
competition of the independent insurers 
with their six month schemes. 

On the question of increased limits 
one of the panel members said the for- 
eign markets are asking anywhere from 
three to seven times the price for such 
that is quoted by the domestic market. 
He said there is no real market 
stringency. 

Robert E. Bobo, Clarksdale, Miss., is 
the new chairman of the Southern Con- 
ference. The 1955 meeting will be at the 
Greenbrier, White Sulphur Springs, 
March 17 - 20. 


M. CAMPBELL IN NEW POST 


Joins Smyth, Sanford & Gerard, Inc., 
as Head of Its Railroad Dept.; Pre- 
viously With Company Service Corp. 
Mathew Campbell, well known in the 
railroad insurance field, joined Smyth, 

Sanford & Gerard, Inc., New York in- 

surance brokers, on March 29 as man- 

ager of its railroad department. Pre- 
viously with the Company Service Corp., 
he resigned as its secretary to accept 
his new post. The CSC are managers of 
the Railroad Insurance Rating Bureau, 

Aviation Insurance Rating Bureau, In- 

land Marine Insurance Bureau and 

IMUA 
Mr. ‘Campbell handled for CSC the 

rating of fixed operating properties in- 
cluding merchandise in transit and the 
rating of rolling stock for IMIB. Prior 
to his CSC post he was for 14 years 
with the IMIB in charge of rating of 
rolling stock. 





American Re. Appoints 


Wilson to Executive Post 
The American Re-Insurance Co. has 
appointed James Wilson assistant secre- 
tary and assistant treasurer. Mr. Wil- 
son, an officer of the affiliated American 


Reserve since February 25, 1948, was 
also reappointed assistant secretary and 
assistant treasurer of that company. 
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SCHENKE’S 25TH MILESTONE 





Royal-Liverpool Group’s Ad Manager 
Given Luncheon Party; Presented 
With Wrist Watch; His Career 


Edmund V. Schenke, advertising man- 
ager of the Royal-Liverpool Insurance 
Group, was given a luncheon Friday, 
March 26, by the executive staff in rec- 
ognition of his 25th anniversary with 
the group. Graham L. Russell, secretary 


“In addition, arrangements were made 
whereby an insured under an assigned 
compensation case could request that 
recognition by given his agent to the 
extent that all policies, audits, etc., would 
be’ sent to the agent. From reports re- 
ceived, we have reason to believe that 
authorizations of this type are being 
recognized by assigned carriers. ‘Efforts 
by this committee to have the agent 
recompensed by some percentage of 
commission under assigned risks con- 
tinues to be explored. At the moment, 
nothing definite, other than an assur- 


its probing of this important point. 

This year we have been invited by 
the president of the State Bar Associa- 
tion of New Jersey to appoint a liaison 
committee to work with their liaison 
committee. Hank Mather of Trenton 
and Bert Reitman of Elizabeth are our 
team and Ralph S. Mason of Princeton 
and Horace E. Bunker of Plainfield 
make up their team. We feel that a 
great deal of benefit will be derived 
from this friendly and cordial arrange- 
ment. 

“On February 17, 18 and 19, I was 


hower’s Highway Safety Conference in 
Washington, D. C., at the special in- 
vitation of the White House. Charlie 
Unger has just received his engraved 
invitation to attend a three-day Indus- 
trial Safety Conference at the White 
House in May. These are truly exam- 
ples of the growing importance of your 
association. 

“Another accomplishment of this first 
half year is the creation of a State As- 
sociation membership plaque which has 
been distributed free of charge to all 
members in good standing for display in 
their offices.” 


ance that this committee will continue privileged to attend President Eisen- 





In the Philippine port of Davao one night, a terrifying 
light flared and spread with the wind. Fire was loose! 

It burned beyond control, despite all efforts to quench it, 
devouring warehouses, offices and stock worth millions of 
dollars. 

Fires burned for a month. 

But so swiftly did agents for American International 
Underwriters go to work, that within the same month, 90 
percent of their claims were processed—and closed! Rebuild- 
ing started before the fires were out. 

Such on-the-spot American service is typical of American 
International Underwriters whose representatives are 
located just about everywhere in the world. 

Private American investments abroad, also located just 
about everywhere, now total over 16 billion dollars with an 
increase of 4 billions in the last three years alone. These 
investments imply tremendous insurance opportunity, some 


The city 
that wouldn’t 


burn down! 
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Affiliated Photo—Conway 


EDMUND V. SCHENKE 

in charge of the public relations and 
advertising department, was the toast- 
master. The party, held in the officers’ 
dining room at the 150 William Street 
head office, was attended by Mr. 
Schenke’s associates and department 
heads. Two anniversary cakes graced 
the table. 

On behalf of the group Mr. Graham 
presented Mr. Schenke with a gold wrist 
watch. 

After initial publishing experience in 
the theatrical field Mr. Schenke started 
his Royal - Liverpool career as assistant 
to Ralph W. Smiley, then advertising 
manager who retired several years ago. 
He was promoted in 1944 to advertising 
manager of the Globe Indemnity and the 
following year assumed charge of adver- 
tising and publicity for the Eagle and 
Royal Indemnity Cos. In_ 1948 Mr. 
Schenke succeeded Mr. Smiley as ad- 
vertising manager for the fire companies 
of the group. ; 

Active for some years in the In- 
surance Advertising Conference, Mr. 
Schenke has served on its executive 
committee and as chairman of its mem- 
bership committee. 


N. J. Agents Meeting 
(Continued from Page 1) 


uates who apply for agents’ licenses are 
successful in passing the severe state 
examinations. 

Membership in the New Jersey Asso- 
ciation, he said, now is at a new high 
record of 1,452 agencies. This puts New 
Jersey sixth in the national ranking. For 
the half year 67 new members were 
added but 31 were dropped for various 
teasons, bringing a net gain of 36. 

“Your casualty and allied lines com- 
mittee, under the capable chairmanship 
of Past President Roy H. MacBean, is 
experiencing one of the closest liaisons 
With the National Bureau of Casualty 
Underwriters, ” said President Holland, 
“and we have every reason to believe it 
will continue. A special bulletin to all 
of our members was possible on the re- 
cent O. L. & T. and M. & C. changes, 
and we are hopeful that this type of 
service to our members will continue. 
a 















of it probably originating in your own locality. 

It’s easy to handle. You only need the same kind of in- 
formation for risks abroad as for those at home. Policies 
are written in familiar American terms, losses paid in the 
same currency as premiums, or, where local law allows, in 


U.S. dollars. 


Remember, you don’t have to be an expert to handle 
foreign risks. Take them to AIU — and AIU is your expert. 
For full information and literature, write to Dept. E 
of the AIU office nearest you. Or call in person. 


Boston 9, Mass........... 
Washington 6, D. C... 
Atlanta 3, Ga. .. 
Detroit 26, Mich..... 

Chicago 4, Illinois...... 
New Orleans 12, La... 
Dallas 1, Texas.... 
Houston 2, Texas....... 
San Francisco 4, Calif. 
Los Angeles 17, Calif... 





New York 5, N. Yu........000 
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NEW INDIANA CO. LICENSED 
Wabash Fire & Casualty, Headed by 


Former Governor Schricker, Names 


McMahon Production Vice Pres. 
The newly organized Wabash Fire & 


Casualty Insurance Co. of Indianapolis, 
headed by former Indiana Governor 
Henry F. Schricker has formally en- 


tered fire underwriting in the Hoosier 
state. The company obtained its license 
to write fire business from the Indiana 
Insurance Department on March 18, 
according to a statement issued by the 
company’s 19-member board of directors. 

Sale of the qualifying 200,000 shares 
of stock in the new company has been 
completed in 10 weeks since the com- 
pany’s incorporation. While 200,000 shares 
is the minimum set by the Insurance 
Department for companies seeking to 
do fire business in Indiana, Wabash Fire 
& Casualty stock sales actually have 
passed the 216,000 mark, former Gov- 
ernor Shricker said. He is president of 
the new company. 

Simultaneously with the announce- 
ment of its licensing, officials of Wabash 
Fire & Casualty also announced election 
of Ed S. McMahon as vice president in 
charge of agencies, production and un- 
derwriting plus the election of five new 
members to its board. Mr. McMahon 
has resigned as Indiana state agent for 
the Corroon-Reynolds Group, a post he 
has held for the last 12 years, to take 
over his new duties April 1. 


Adequacy of Unearned 


Premium Reserve Discussed 

A statistical approach in examining 
the adequacy of the reserve set up by 
insurance companies for unearned pre- 
miums was recommended here last week. 
Jack Lavanhar told the examiners of 
the New York State Insurance Depart- 
ment that by initially making such an 
analysis of this reserve, the procedure 
to be followed in the subsequent de- 
tailed audit will become evident. 

Specifically, he said, the ratios and 
comparisons developed by the analysis 
may point to distortions and fluctuations 
in the unpaid premium reserves which 
will require particular study. 

Mr. Lavanhar, who addressed the 22nd 
session of the 30 scheduled for the sec- 
ond year of the in-service training 
course for junior and senior examiners, 
is supervisory chief of the Fire and 
Marine Section of the Department’s 
property bureau. He is also chairman of 
the education committee of the Associa- 
tion of New York State Insurance De- 
partment Examiners, which assisted 
Deputy Superintendent Adelbert G. 
Straub, Jr., in setting up the three-year 
course. 

Mr. Lavanhar’s discussion also cov- 
ered the detailed procedures used for 
examining premiums in force and un- 
earned premiums. 












Build Prestige 
for Your 
Agency 






cedures; 






National 
Notes for 


ae Producers 


Prestige is a matter of public opinion, and some 
of the important influences on public opinion are: 
@ The prospect judges an agent by his attitude 
towards what he is selling and his knowledge of 
insurance ; 

@ The insured looks for evidences of efficiency and good 
human relations in the agent’s office and in his office pro- 


@ The community expects the agent to have good em- 
ployee relationships and evidences of careful selection 
of employees who are properly trained; 

@ The public \ooks for honesty and integrity in all forms 
of advertising and promotional materials; 

@ The neighbor seeks to do business with agents who have 
demonstrated an importance to the community life; and 


@ The client will show preference for an agent who 
demonstrates his integrity as a professional person as 
well as a merchant of security. 

And remember . . . it takes more than a policy to pay a loss 

(or build prestige) it takes a dependable organization like the 
National of Hartford Group. 
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NATIONAL OF HARTFORD GROUP 








Western Department, Chicago 
Pacific Department, San Francisco 
Canadian Department, Toronto 
Metropolitan Department, New York 


Executive and Administrative Offices: Hartiord 15, Connecticut 


Fire « Marine » Casualty 


NATIONAL FIRE INSURANCE COMPANY OF HARTFORD 
MECHANICS AND TRADERS INSURANCE COMPANY 
FRANKLIN NATICNAL INSURANCE COMPANY OF NEW YORK 
TRANSCONTINENTAL 
UNITED 


INSURANCE COMPANY 
NATIONAL INDEMNITY COMPANY 


CPCU to Hear Toelle 


R. Maynard Toelle, secretary of the 
American Foreign Insurance Associa- 
tion, will be the guest speaker at the 
April 8 meeting of the New Jersey 
Chapter of the Society of Chartered 
Propetty and Casualty Underwriters, at 
the Military Park Hotel, Newark, at 
6:30 p.m. 

Mr. Toelle, who is casualty manager 
for AFIA, will discuss some of the 
claims problems he encountered during 
his recent trip through the Philippines, 
Hong Kong, Okinawa and Japan, illus- 
trating his talk with the colored slides 
he made en route. The meeting will be 
open to guests of the members of the 
New Jersey Chapter. 





Watts Texas State Agent 

North British Group has announced 
appointment of John B. Watts, Jr., as 
state agent in Texas with headquarters 
at 1125 Kirby Building, Dallas. Mr. 
Watts is a native Texan and entered in- 
surance early in 1947, following dis- 
charge from the U. S. Army as a cap- 
tain. He was in the general agency busi- 
ness for five years and recently has been 
state agent for another group of insur- 
ance companies. 


Elect Heath Secretary 


National Union Companies 

Preston E. Heath has been elected 
secretary of the National Union Insur- 
ance Companies and assumed his new 
duties at the companies’ Pittsburgh 
home office on April 1. The group of 
companies includes National Union Fire, 
National Union Indemnity and Birming- 
ham Fire. 

Mr. Heath formerly supervised opera- 
tions of a Hartford insurance firm in 
one of its more important territories. 
He began his insurance career as an in- 
spector and engineer for the Mountain 
States Inspection Bureau after obtain- 
ing his bachelor of science degree in fire 
protection engineering at Illinois In- 
stitute of Technology in 1930. 

He has been associated with two in- 
surance companies, serving at various 
times aS a special agent, state agent, 
agency superintendent and assistant sec- 
retary. 

During World War II, Mr. Heath 
served with the U. S. Navy as a lieu- 
tenant commander. He is a member of 
the University Club of Hartford, Theta 
Xi Fraternity, American Legion and the 
Society of Fire Protection Engineers. 
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From its earliest days, the 
YORKSHIRE has progressed 
steadily through the times. 
Now with a background of 
130 years experience, sup- 
ported by its world-wide or- 
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United States Branchand The 
Yorkshire Indemnity Com- 
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Shipping Industry Wants War Risk 
For Full Value For Total Losses 


The Department of Commerce in 
Washington opposed and the shipping 
industry backed two bills, one of which 
would provide for payment under the 
marine war risk insurance program of 
the “fair and reasonable value” of a 
ser for total loss and other calls for 

“just compensation.’ 

At present, under the marine war risk 
insurance program, existing laws limit 
the amount that may be paid in settle- 
ment of a claim for total loss to the 
“fair and reasonable value” of the ves- 
sel as determined by the Federal Mari- 
time Board, and the “just compensation 
value” as computed by the Secretary of 
Commerce in accordance with the Mer- 
chant Marine Act of 1936, as that sec- 
tion is interpreted by the General Ac- 
counting Office. 

E Ackerson, assistant general 
counsel of the Maritime Administration, 
recently testified in opposition to the 
bills before a Senate Interstate and 
Foreign Commerce subcommittee which 
was considering them. Association of 
American Ship Owners, George W. 
Morgan, president, endorsed both bills, 
as did Albert E. Rice, counsel of the 
American Merchant Marine Institute. 

Valued Policy Advocated 

Mr. Ackerson proposed legislation un- 
der which the value of a vessel to be 
insured would be determined in advance 
of policy issuance, with the value to be 
specified in the policy as the amount to 
be paid in event of total loss. 

The two bills in their present form, 
according to Mr. Ackerson, make it im- 
possible for the Secretary of Commerce 
to issue a “valued” policy “in accordance 
with commercial practice, which speci- 
fies an agreed amount to be paid in the 
event of total loss.” He argued that 
both the bills would open the way for 
widespread litigation against the gov- 
ernment. 

Because of the two valuation methods 
now applicable and because of result- 
ing complications the assured is required 
to pay premiums based on the “agreed” 
value of a vessel, although without as- 
surance that he will be paid that value 
in the event of total loss. This could be 
remedied by legislation providing that 
the total loss value of each insured ves- 
sel be specified in the policy by the 
Secretary of Commerce before the in- 
surance attaches, according to Acker- 
son. 

GAO Substitute Offered 

Ralph E. Casey, testifying for the 
General Accounting Office, agreed that 
the insured should have the right to 
recover as much for his vessel if lost 
under government insurance as he would 
have been entitiled to recover had the 
vessel been requisitioned by the govern- 
ment. Nevertheless, he opposed removal 
of safeguards against “enhancement” 
contained in the “just compensation 
value” which was enacted as a rider to 
an appropriations bill. He said GAO is, 
itself, proposing legislation as a substi- 
tute for the bills under consideration, 
but which would remedy the plight of 
shipowners without removing Congres- 
sional safeguards. 

Senator Warren G. Magnuson (D., 
Wash.), acting chairman of the subcom- 
mittee considering the two bills, ob- 
jected to the appropriation rider on the 
grounds that it is a legislative directive 
improperly included in a revenue bill. 

The Association of American Ship 
Owners, while endorsing the bills, also 
agreed to accept the GAO substitute if 
amended to fully remove the effect of 
the appropriation rider, which is not re- 


pealed by the proposed measure. 

Morgan told the subcommittee that, 
under present law, “the shipowner would 
be required by his contract to waive his 
rights to judicial review of his claim for 
loss ... and agree to accept without any 
appeal a sum to be computed some time 
in the future in accordance with an in- 
terpretation by the General Accounting 
Office. 

“Under such circumstances, it is 
doubtful if many shipowners would risk 
their vessels under such uncertain pro- 
tection for any longer than it would 
take them to get back to a United 
States port. War risk port insurance 
now is available commercially, and it 
seems likely that many owners would 
tie their vessels up in port and wait for 
the government to requisition them 
rather than risk their loss with such 
indefinite prospect of recovery.” 
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WOULD BROADEN BUREAU WORK 


Bill in Senate Would Give National 
Cargo Bureau Inspection Rights on 
Proper Loading of Cargo 
The Water Transportation Subcom- 
mitee of the U.S. Senate Committee on 
Interstate and Foreign Commerce in 


Washington has been taking testimony 
on a_bill—S.602—that would give the 
National Cargo Bureau, a private, non- 
profit organization, the same authority 
over cargo loading in West Coast ports 
that it now enjoys on the Atlantic Sea- 
board. The bill is being supported by 
the Coast Guard, the American Mer- 
chant Marine Institute and the Pacific 
American Steamship Association, while 
a group of West Coast private survey- 
ors is fighting it. 

The new legislation would authorize 
the Secretary of the Treasury to pre- 
scribe rules for the loading, stowage and 
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securing of grain and other similar 
bulk cargoes on American and foreign- 
flag vessels. The Coast Guard would 


delegate authority to administer its pro- 
visions to the National Cargo Bureau. 
The bureau was organized in the fall 
of 1952 by ship operators and marine 
underwriters in this area. Its directors 
also include representatives of the Coast 
Guard and the Maritime Administration. 
In support of the National Cargo Bu- 


reau, the American Merchant Marine 
Institute told the subcommittee that the 
organization, during its short life, had 
“functioned efficiently, economically and 
impartially in the interest of marine 
underwriters, ship operators and the 
Government.” The institute also said 


the inspec tion of 
had been “materially 
furthered” by the bureau. Similar ap- 
proval was given the bureau by the 
Pacific American Steamship Association. 


uniform standards in 
dangerous cargoes 


Speaking for the Coast Guard, Rear 
Admiral H. C. Shepheard said marine 
underwriters had long recognized the 
threat that improperly loaded cargoes, 
especially those including grains in bulk, 


had presented to merchant ships. 
While Admiral Shepheard found no 
fault with the work of the private sur- 
veyors, he asserted that the Coast 
Guard could not guarantee the complete- 


ness and efficiency of inspec tions of 
bulk grain cargo loading if these in- 
spections were performed by surveyors 


who operated individually or as mem- 
bers of organizations on a competitive 
profit basis. 


J. B. Carvalho Re Reports on 
1953 Results of Met. Fire 


John B. Carvalho, president of the 
Metropolitan Fire Assurance Co., which 
specializes in automatic treaty reinsur- 


ance facilities to direct writing compa- 
nies, reports that combined fire-marine 
premium writings for 1953 totaled $3,- 


644,365 on which an underwriting loss of 
$31,896 was sustained. Earned premiums 
for 1953 totaled $3,593,547, only slightly 
less than the 1952 total of $3,595,379. 

Pursuing its conservative investment 
policy the company showed a net in- 
vestment income earned for 1953 of 
$98,366 compared with $97,481 in 1952. 
Net income (before Federal income 
taxes) was $66,684; net income after 
taxes—$38,206 and gain from operations 
after taxes—$37,789. 

The company strengthened its posi- 
tion as regards surplus to treatyholders 
during the year, showing year-end figure 
of $1,760,589 as compared to $1,649,869 at 
the close of 1952. This represented an 
increase of $110,721. 

Speaking of the 1953 operations of its 
fire branch, Mr. Carvalho reported a 
slight decline in premiums from the 
1952 total despite which the 1953 reserve 
for unearned premiums increased sightly. 

“This can be attributed to portfolios in 
and out which tend to distort statutory 
underwriting results. Nevertheless, our 
earned premiums were $107,000 higher 
than in 1952,” said Mr. Carvalho. 

Loss and loss adjusting expenses in- 
curred to premiums earned produced 
a ratio of 50% slightly higher than in 
1952 which can be directly attributed to 
tornado losses and not to the pure fire 
business. Notwithstanding these torna- 
does, however, the company enjoyed a 
fire loss ratio of only 42.41% to earned 
premiums. 

Because of steps taken by the man- 
agement to reduce ocean marine writ- 
ings last year due to unsatisfactory re- 
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Faulkner and Miller Voice Industry 
Viewpoint on Federal Reinsurance Bill 


Two prominent insurance spokesmen, 
E. J. Faulkner, president of Woodmen 
Accident and Woodmen Central Life 
and member of the U. S. Chamber of 
Commerce Insurance Committee, and 
John H. Miller, vice president and actu- 
ary, Monarch Life, testified this week 
at the House Interstate Commerce Com- 
mittee’s hearings at Washington, D. C., 
voicing the industry’s viewpoint on the 
administration’s proposal for Federal re- 
insurance of private and non-profit vol- 
untary health prepayment plans. 

Mr. Faulkner, in speaking for the 
Chamber Committee, was vigorous in his 
opposition to the Federal reinsurance 
proposal. Mr. Miller’s approach was 
that the government program repre- 

concept of insurance re- 
quiring “a most careful study” by the 
industry. He brought out in his testi- 
mony: “while we are very much in favor 
of the over-all objectives of the pro- 
posed health program, we feel con- 
strained . . . to raise certain questions 
which we feel should be carefully con- 
sidered by this committee.” 

Fail to Achieve Its Objectives 


Mr. Faulkner stated that the bill 
would fail to achieve its objectives and 
would delegate too broad authority to 
the Secretary of Health, Education and 
Welfare. He also said that by promot- 
ing the extension of voluntary plans to 
uninsurable risks, the Federal plan 
would ultimately lead to subsidization 
and perhaps socialized medicine under a 
compulsory health insurance system. 

“Government reinsurance of health 
insurance plans would introduce no 
magic into the field of financing health 
care costs,” he declared. “Reinsurance 
does not increase the ability of the in- 
surer to sell protection to the unwilling 
buyer . . . does not reduce the cost of 
insurance .. . does not make insurance 
available to any class of risk or geo- 
graphic area not now within the capa- 
bilities of voluntary insurers to reach.” 

Continuing, he said, there would be 
little demand for reinsurance under the 
Government program, and that although 
there are adequate and extensive facili- 
ties for reinsurance in the health field 
now being offered by a number of car- 
riers, they are not used extensively, be- 
cause risks are not highly concentrated. 

Mr. Faulkner emphasized the objec- 
tives in the President’s January health 
message, with which the U. S. Chamber 
agrees, could not be met with the pro- 
gram offered with avoidance of social- 
ized medicine, with a self-sustaining re- 
insurance fund, or with eventual repay- 
ment of the $25 million to the Treasury. 


sented a new 


Undesirable Features 


He listed as undesirable features of 
the legislation the fact that only a bare 
framework of a program is presented, 
“with too broad a delegation of author- 
ity” to the HEW secretary, which are 
inadequate provisions to prevent gov- 
ernment competition with private enter- 
prise. 

Mr. Faulkner told the Committee, fur- 
ther, that the portion of the health in- 
surance business which becomes rein- 
sured under the program “will become 


subject to comprehensive Federal regu- 
lation, in violation of established na- 
tional policy that regulation of insur- 
ance shall be vested exclusively in state 
governments ... insurers would become 
subject to government regulation of pre- 
mium rates. 


Effect on Major Medical Expense 
Experimentation 


In his testimony John H. Miller cited 
the recent experimentation with and de- 
velopment of major medical expense in- 
surance as holding great significance. 
He questioned as to how the reinsur- 
ance proposal will affect this type of 
experimentation and development. 

“The Principles of reinsurance,” he 
stated, “as it has been known ea em- 
ploy ed, are the same as the principles 
of insurance. The difference is that re- 
insurance provides a broader base by 
pooling the resources of two or more 
companies. Reinsurance as a financial 
device is most commonly employed when 
the amount of potential loss on any one 
risk is very large. 

“Reinsurance, therefore,” Mr. Miller 
continued, “does not provide a means 
of making insurable what would other- 
wise be an uninsurable risk. It does 


(Continued on Page 38) 


George G. Traver Joins 
N. J. State Safety Council 


George G. Traver, who resigned from 
the National Board of Fire Under- 
writers late last year, has joined the New 
Jersey State Safety Council as execu- 
tive vice president and secretary. In this 
capacity Mr. Traver has supervision 
over 11 affiliated state and community 
safety councils throughout New Jersey. 
He is also an ex-officia member of the 
State Coordinating Council on Traffic 
and Safety of New Jersey of which 
state Attorney General Grover C. Rich- 
man, Jr., is chairman. 

Mr. Traver was with the National 
Board from 1944 to 1953 and during 
seven years of this period he served as 
manager of its public relations depart- 
ment. Prior to 1944 he served for 14 
years as manager of the Greater Chi- 
cago Safety Council, being responsible 
for the organization and direction of 
the accident and fire prevention activi- 
ties in the Chicago area. He was also 
secretary of the Industrial Relations 
Association of Chicago. 

For two war years he served in the 
Office of Price Administration in Wash- 
ington. 


Tax on Officers’ Bonus 

The danger that insurance companies 
may encounter unanticipated tax ex- 
penses resulting from the payment of 
bonuses to officers was pointed out at 
a lecture in New York Insurance De- 
partment. One instance, said Robert L. 
Freeman in a talk to the Department’s 
examiners, was that a tax-free retroac- 
tive salary adjustment of $10,000 ren- 
dered the company itself potentially 
liable to $25,000 in taxes. Mr. Freeman 
is senior examiner with the casualty 
section of the Department’s Property 
Bureau. 
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White for United Action 

To Gain Public Support 
SAYS ALL HEADS NOT IN SAND 
Addresses Rhode Island Assn. of Insur- 


ance Agents; Cites Agent as Best 
Public Relations Man 








Speaking before a large audience at 
the mid-year meeting of the Rhode Is- 
land Association of Insurance Agents, 
March 29, held at the Sheraton-Biltmore 





THOMAS A. WHITE 


Hotel, Providence, Thomas A. White, 
assistant deputy manager of the Em- 
ployers’ Liability Assurance Corp. and 
vice president, American Employers’ In- 
surance Co. and the Employers’ Fire In- 
surance Co. of Boston, gave an address 
on “The Necessity of Molding Public 
Opinion in the Best Interests of the In- 
surance Industry.” Mr. White declared 
that he did not believe that all men of 
the industry have their heads in the 
sand. 

“By now,” he continued, “most of us 
realize that our industry is under full- 
scale attack nationally; and the ques- 
tion we must decide is, ‘What do we 
intend to do about it?’” 

Mr. White viewed with alarm that 
among the many facts uncovered re- 
cently, the most important was that a 
dangerously large proportion of the peo- 
ple do not understand what insurance 
is, or how it serves the public; that as 
a result of their ignorance, much of 
which has been deliberately nurtured by 
political expedients and irresponsible 
leaders of certain well-organized mi- 
nority groups, great numbers of people 
look upon the business of insurance, and 
anyone connected with it, including 
agents, with obvious suspicion—if not 
outright enmity. 

“It was clearly understood,” he de- 
clared, “that the people do not under- 
stand what insurance does for them . 
how it protects them and their families 
against ruinous losses; or how it pro- 
tects the public as a whole against the 
financial burden incurred by the injured. 

“Significant, too, is the fact that the 
people do not understand how the rates 
are determined, and a large portion of 
them think the companies set the rates 
arbitrarily and solely for their own 
benefit. Few, if any, understand that 
the premiums they pay are determined 
by the amount needed to pay the losses 
and the necessary expenses, including 
the cost of acquisition and taxes.” 
Fantastic Ideas About Insurance Profits 

Stating that people have completely 
fantastic ideas about the profits that 
insurance companies earn, he stated 
that “they think, for example, that most, 
if not all, of the money received by a 
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Murphy and Harrington Speak Against 


Proposed New Jersey Compulsory Law 


The renewed effort to enact a com- 
pulsory automobile insurance law at this 
session of the New Jersey legislature 
was denounced March 30 by the insur- 
ance industry as certain to impose addi- 
tional heavy expense on the state’s 
motorists without providing adequate 
public protection against financially irre- 
sponsible motor vehicle drivers. 

Ray Murphy, general counsel, 
ciation of Casualty & Surety Companies, 
and Charles F. J. Harrington, executive 
vice president, National Association of 
Casualty & Surety Agents, spoke as the 
representatives of the insurance busi- 
ness in opposition to the Thomas Bill 
at a hearing in Trenton before the As- 
sembly committee on business affairs. 

The present bill, which was rejected 
by the legislature in both 1952 and 1953, 
would compel every person who drives 
a motor vehicle in ‘New Jersey to carry 
the minimum limits of automobile lia- 
bility insurance. It would furthermore 
limit the application of such compulsory 
insurance to public highways and public 
places. The proposed law also would 
contain a deductible clause under which 
the first $100 for a bodily injury claim 
would not be covered. 

Both Mr. Murphy and Mr. Harring- 
ton vigorously attacked the provision 
that would require drivers to carry the 
insurance, which in the great majority 
of cases would mean that a single familv 
would have to buy from two to four or 
more insurance policies, whereas one 
policy is sufficient for the average fam- 
ily under the present system. The addi- 
tional expense under the proposed new 
system, they predicted, would be con- 
siderable. 

The industry, calling attention to the 
fact that the New Jersey’s new motor 
vehicle security responsibility law _al- 
ready has induced 91.2% of New Jer- 
sey’s car owners to insure voluntarily, 
also declared that the proposed law 
would leave important gaps in the pub- 
lic’s protection against financially irre- 
sponsible drivers. 


Asso- 


Industry’s Specific Objections 


Mr. Murphy listed the insurance in- 
dustry’s specific objections to the com- 
pulsory bill as follows: 

Each licensed driver in a family 
or household would be required to carry 
a separate driver’s liability insurance 
policy. 

2. Such policies would cover only the 
driver, while he is personally in control 
of a vehicle, and would not cover the 
liability of a person for operation of a 
motor vehicle by his agent or an owner’s 
liability for an accident due to a defect 
in his car. 

_3. Such policies would not cover ac- 
cidents occurring on driveways, in pri- 
vate places and outside of New Jersey. 

4. Accidents caused by an unlicensed 
driver or non-resident of the state would 
not be covered. 

5. It is probable that separate policies 
would be required for medical payments, 
fire, theft, collision and comprehensive 
insurance, which may now be combined 
with the present automobile liability in- 
Surance policy, thus adding to the ex- 
pense. 

6. The proposed new plan would revo- 
lutionize established methods of han- 
dling automobile insurance and undoubt- 
edly would further increase costs to 
motorists. 

7. It would interfere with safety work 
on fleet risks and prevent experience 
rating. 

_ 8 The $100 deductible on bodily in- 
jury coverage would complicate the set- 
tlement of claims and probably force 
into court a substantial number that are 
now settled without litigation, which 





would be still another matter of ex- 
pense. 

“We oppose the enactment of a com- 
pulsory automobile liability bill in any 
form,” Mr. Murphy said. “We submit 
on the basis of 27 years’ experience with 
the Massachusetts compulsory insur- 
ance law, and on the basis of common 
knowledge and experience, that it is im- 
possible for the compulsory plan to op- 
erate without political intervention, with 
its inescapable political pressures. 

“Frankiy, we of the insurance indus- 
try find it puzzling in a free private en- 
terprise country that an industry with a 
record such as ours in the economic life 
of this country, an industry so scrupu- 
lously and closely supervised as ours, 
and as no other industry is, must be 
subjected to such pressures. When a 
law such as New York now has, under 
which approaching 97% of motorists are 
insured, when the percentage can be 
appreciably increased under that law, 
coupled with an impoundment law, we 
wonder how near perfection, if not be- 
yond, we must go in order to satisfv the 
rabid advocates of insurance by direct 
compulsion of statute. Especially do we 
wonder, when any compulsory law can- 
not fail ot leave important gaps. 

“No other state has followed the ex- 
ample of Massachusetts and the state of 
New York has but lately rejected com- 
pulsion for the second time in a row. 
We believe it would be a most serious 
mistake from both the humanitarian and 
political point of view to abolish the 
plan instituted by the New Jersey legis- 
lature two years ago and substitute an 
experiment which carries with it all of 
the evils of the Massachusetts law as 
well as many radical feattures which 
have never been tried in any jurisdic- 
tion.” 

Mr. Harrington, who was Massachu- 
setts Commissioner of Insurance for 13 
years, from 1938 to 1951, declared: 

“I fixed compulsory insurance rates as 
prescribed by law. During all of that 
time I was subject to the most intense 
political pressures, as were my predeces- 
sors and successors.” 








90% INSURED N. J. DRIVERS 


Under State’s Unsatisfied Claim and 
Judgment Fund; M. V. Director 
Dearden Expresses Satisfaction 
Preliminary reports on collections of 
motorists” contributions to the new 
State Unsatisfied Claim and Judgment 
Fund in New Jersey indicate that more 
than 90% of the ‘state’s 1,800,000 car 
owners carry auto insurance. Motor 
Vehicle Director William J. Dearden 
stated: “Better than two out of every 
five motorists in the state had renewed 
auto registrations up to mid-March and 
their applications showed that 91.2% of 

them carry auto insurance.” 

Late returns can change the _per- 
centage, but indications are that the 
final figure will show insurance cover- 
age far exceeding the estimates of ex- 
perts, Mr. Dearden said. 

Mr. Dearden explained that up to 
mid-March, 779,905 owners had regis- 
tered their vehicles for the new licens- 
ing year starting April 1. Of that num- 
ber, 712,084, or 91.2% reported they were 
covered by insurance and 67,821 or 8.8%, 
declared they were not covered. 

Those with insurance are required to 
pay $1 toward establishment of the Un- 
satisfied Claim and Judgment Fund. 
Those who are uninsured are forced to 
pay three dollars. In addition, auto in- 
surance companies are required to pay 
one half of 1% of their net earned pre- 
miums to the fund. It was stated that 
motorist contributions will not be im- 
posed in the future until the fund falls 
to an unsafe level. 

In 1952, when the security responsi- 
bility and unsatisfied claim and judg- 
ment fund laws were enacted, some ex- 
perts predicted an estimate of 80% to 
85% insured motorists. 

Mr. Dearden added: “The experience 
here probably will prove an added de- 
terrent to proposais for compulsory auto 
insurance. A compulsory insurance bill 
is pending in the legislature. The New 
York Legislature rejected compulsory 
insurance legislation even though there 
were contentions that up to 96% of that 
state’s car owners were insured. 

“Present indications are that the ini- 
tial contributions by motorists and in- 
surance companies to the Unsatisfied 
Judgment Fund will bring the total to 
about $2,500, 

Claims will be payable from the New 
Jersey fund after — 1, 1955. 





Seven Trade Associations ae 
A. & H. Insurance Committee 


A committee composed of prominent 
insurance company officers representing 
seven associations of insurance compa- 
nies whose members are interested in 
accident and health insurance has been 
organized, it was jointly announced by 
the associations on March 30. Its pur- 
pose will be to discuss A. & H. insur- 
ance developments and to make recom- 
mendations to the trade associations 
regarding them. In addition, major leg- 
islation will be considered; A. & H. in- 
surance practices will be studied and re- 
search encouraged. 

The associations represented in the 
new committee are as follows: American 
Life Convention, American Mutual Alli- 
ance, Association of Casualty & Suretv 
Companies, Bureau of Accident & 
Health Underwriters, Health and Acci- 
dent Underwriters’ Conference, Life In- 
surers Conference, and Life Insurance 
Association of America. 

The presidents of these associations 
have appointed the following insurance 
company officials to serve 

Millard Bartels, vice president and 
general counsel, the Travelers: William 
L. Bates, vice president, Fidelity & 
Casualty: J. W. Crawford. vice presi- 
dent, Indemnity Insurance Co. of North 
America; Jarvis Farley, secretary- 
treasurer and actuary, Massachusetts 


Indemnity; Edwin J. Faulkner, presi- 
dent, Woodmen Accident Co.; W. T. 
Grant, chairman, Business Men’s As- 
surance; Robert L. MacLellan, presi- 
dent, Provident Life & Accident; Ray 
D. Murphy, president, Equitable Life 
Assurance Society; Clarence J. Myers, 
president, New York Life; Eldon 
Stevenson, Jr., president, National Life 
& Accident; R. J. Wetterlund, chairman 
of the board, Washington National; 
Frazar B. Wilde, president, Connecti- 
cut General Life. 





Saskatchewan Auto Fund 
Lost $747,798 During 1953 


The Saskatchewan compulsory auto- 
mobile insurance fund, which has at- 
tracted considerable attention “in the 
states,” suffered a loss of $747,798 on its 
1953 operations. This brings its total 
loss since inception to $1,831,551. 


NATIONAL BUREAU MEMBER 

The Pacific Coast Fire of Vancouver, 
B. C., has been elected to membership 
effective April 1, the National Bureau 
of Casualty Underwriters announces. 
Election of this company, which is af- 
filiated with the Century Insurance Co., 
Ltd., brings the membership of the 
National Bureau to 153 companies. 


AMA Meeting to Discuss 
Tomorrow’s Problems 


SPRING CONFERENCE MAY 24-26 





Stellwagen, McKay, Christy, Cooke, 
To Be Among Speakers; To Be Held 
at Hotel Statler, N. Y. 





Tomorrow’s insurance conditions, their 
effect on operations and future plans, 
and the latest techniques for promoting 
efficiency will be emphasized at the 
forthcoming spring insurance confer- 
ence of the American Management As- 
sociation, 18,000- member business edu- 
cational association. More than 1,000 
coporate insurance executives from all 
parts of the United States and Canada 
are expected to attend the meeting, 
which will be held May 24-26, at the 
Hotel Statler, New York. 

On the opening morning, Herbert P. 
Stellwagen, executive vice president of 
the Indemnity Insurance Co. of North 
America, will present the basic princi- 
ples governing the purchase of insur- 
ance as determined by risk and the in- 
surance function; also explaining the 
relative importance of service and in- 
demnity and the possibilities and limita- 
tions of self-insurance. Warren S. Mc- 
Kay, insurance manager, United Engi- 
neering & Foundry Co., will apply these 
principles to the daily routine of pro- 
tecting company assets and _ illustrate 
ways in which individual company prob- 
lems affect the selection of proposed 
coverages. 


AMA Research Study 


Another feature of the three-day pro- 
gram will be an advance look at some 
of the findings from an AMA research 
study of records, reports, and manuals 
for insurance managers. James C. 
Christy, insurance manager, P. Upjohn 
Co., Kalamazoo, Mich., will discuss what 
insurance manuals should include, their 
objectives, and whether they are worth 
the trouble, particularly for the part- 
time buyer, on the basis of an extensive 
inquiry into company practices and ex- 


periences. 
Three leading insurance company 
presidents, whose names are yet to be 


announced, will describe what is happen- 
ing in the areas of fire, casualty and 
workmen’s compensation insurance. They 
will point cut difficulties to be overcome, 
how they may be handled, and ways in 
which present trends will affect the 
plans of corporate buyers. 

Another panel session will discuss a 
case study on solving problems of fire 
insurance. From their own experience 
a group of experts will analyze such as- 
pects of a serious fire loss as policy 
violations, leasehold obligations, valua- 
tions, depreciation, and insurable inter- 
est. 

An actuary will review the approaches 
of companies to continuance of benefits 
for retired employes and tell what they 
are doing to control such costs. A vet- 
eran claims adjuster will offer a thor- 
ough analysis of a comprehensive lia- 
bility contract and illustrate what the 
policy does and does not cover. 

Organizing the insurance department 
for efficiency will be the topic of an- 
other speaker, who will outline pro- 
cedures to guide day-to-day operations, 
means of fully utilizing limited time and 
staff, short cuts for obtaining informa- 
tion and sources of emergency aid. 

At the concluding luncheon, May 28, 
Ben D. Cooke, partner of E. D. Cooke 
& Partners, Ltd., London, England, will 
discuss the position of the modern un- 
derwriter. He will describe the dangers 
inherent in the underwriting regulations 
that are too rigidly controlled and will 
point to the need for flexible underwrit- 
ing in meeting new and challenging 
business situations. 

The conference program was planned 
by the AMA Insurance Planning Coun- 
cil, a group of member company execu- 
tives. Its chairman is Henry Anderson, 
insurance manager, American Broadcast- 
ing-Paramount Theatres, Inc., and AMA 
vice president in charge of the insurance 
division. 
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Four Officers of the 
U. S. F. & G. Retired 


UNDER PENSION | PLAN OF CO. 





They Are E. W. Levering, Jr.. Who 
Continues on Board; Fisher, McFeely 
and Crisp; Promotions Made 





Four of the officers of the United 
States Fidelity & Guaranty Co. of Balti- 
more retired in March under the pro- 
visions of the company’s pension plan. 
They are: Edwin W. Levering, Jr., ex- 
ecutive vice president in charge of the 
financial investment department ; Frank 
Fisher, Jr., assistant vice president, su- 
perintendent of the safety engineering 
department; William y. McFeely, assis- 
tant secretary, superintendent of judicial 
underwriting, and A. Byron Crisp, assis- 
tant secretary, administrative assistant 
in the fire-marine departments. 

Mr. Levering remains a member of 
the board of directors. His duties as 
head of the investment department and 
chairman of the finance committee will 
be assumed by Jesse H. Peek, hereto- 
fore vice president, who was elected 
recently to the board of directors and 
designated financial vice president of the 
company. 

John T. West, assistant superintend- 
ent, succeeded Mr. Fisher as superin- 
tendent of the safety engineering de- 
partment, and Kenneth S. Teeple, chief 
examiner, succeeded Mr. McFeely, with 
the title of superintendent of the judicial 
department. 

Careers Given 

Mr. Levering’s career began in 1898 
as a runner in the old National Bank 
of Commerce. Later he was a clerk with 
Baker, Watts & Co., local bankers and 
brokers and in 1905 he was made a part- 
ner. In 1928 he withdrew from Baker, 
Watts & Co. and was elected executive 
vice president of the U. S. F. & G, 
member of the board of directors and 
chairman of its finance committee. He 
had similar duties in the Fidelity & 
Guaranty Insurance Corp. until its 
merger with the parent company two 
years ago. 

Mr. Fisher was employed by the U. S 
F. & G. in 1909 and became superin- 
tendent of the bank bond department. 
From 1921-1925, he was a superintendent 
of departments in the Fidelity & De- 
posit Co. and in 1927 reentered the serv- 
ice of the U. S. F. & G. He was elected 
assistant vice president in 1951. 

Mr. McFeely began his surety career 
in 1907 with the old United Surety Co. 
and became assistant superintendent of 
the U. S. F. & G.’s judicial department 
in 1911. He was appointed superintend- 
ent of judicial underwriting in 1941 and 
in 1950 was elected assistant secretary 
of the company. 

Mr. Crisp was assistant secretary- 
assistant treasurer of the old Maryland 
Motor Car Insurance Co. from 1919 to 
1923. He was elected a secretary of the 
Fidelity & Guaranty Insurance Corp. in 
1933 and later became assistant secre- 
tary of the U. S. F. & G. 


Reynolds Is the Author of 
A New Book on Humor 


A new book on humor by the as- 
sistant supervisor in the field payroll 
division of the United States Fidelity & 
Guaranty’s home office accounting de- 
partment, has recently been published. 
The author is Walt Reynolds and the 
book is entitled, “Jest Eavesdropping.” 
Suitable recognition was given to Mr. 
Reynolds by the U.S.F. & G.’s Bulletin, 
its monthly house organ. 

Mr. Reynolds formerly sold joke and 
cartoon ideas to such publications as 
the Saturday Evening Post, Collier’s, 
Redbook, Cartoon Humor, and the Wall 
Street Journal. 

“Test Eavesdropping” is an entertain- 
ing compilation of jokes, cartoons, anec- 
dotes and epigrams which Mr. Reynolds 
admits he gathers from the talk of 
people on busses, in elevators, on the 
street and at sports events. 





Sparrow Made Manager of 
F. & D. Fidelity Department 


Albert W. Sparrow has been promoted 
from assistant manager to manager of 
the home office fidelity department of 
the Fidelity & Deposit and the Ameri- 
can Bonding. 

A native of New York City and a 
graduate of Columbia University, Mr. 
Sparrow has been associated with the 
F. & D. and its affiliate since 1924. He was 
elected an assistant secretary of both 
companies in 1935 and has been assistant 
manager of their fidelity department 
for the past four years. 

Long active in local Boy Scout af- 
fairs, Mr. Sparrow is at present a mem- 
ber of the executive board and chair- 
man of the activities committee of the 
Baltimore Area Council of the Boy 
Scouts of America. 


PETERSON IS SPECIAL AGENT 
Appointment of John F. Peterson as 
fidelity and surety bond special agenf 
has been announced by the Hartford 
Accident & Indemnity Co. He will work 
out of the agents’ service department 
in Hartford. 


ATTACKS RAILROAD PRACTICES 





Markel Claims Union Demands for 
Higher B.I. & P.D. Motor Carrier Lim- 
its Designed to Stifle Competition 

Railroad union demands for higher 
bodily injury and property damage in- 
surance limits for motor carriers were 
assailed recently by a prominent truck 
and bus insurance underwriter as an- 
other step in the campaign of the na- 
tion’s railways to stifle competition. 

Lewis Markel, president of Markel 
Service, Inc., Richmond, Va., interna- 
tional underwriting and safety engineer- 
ing organization, charged the railroads 
with again using employe groups as a 
front to drive competing forms of trans- 
port out of business. 

Mr. Markel’s remarks were occasioned 
by news that the Railroad Operating 
Brotherhoods have petitioned the Inter- 
state Commerce Commission to reopen 
hearings to determine whether the mini- 
mum amount of public liability and prop- 
erty damage insurance for motor car- 
riers transporting explosives and_ in- 
flammable liquids should be raised. 

The unions, in their position, used as 
one of their main arguments the fact 





State Farm Mutual to 


Sponsor Sport News Program 

The State Farm Mutual Automobile 
Insurance Co. of Bloomington, IIl., will 
sponsor the “Jack Brickhouse, Sports 
News” program over the Mutual Broad- 
casting System on Saturday afternoons, 
beginning April 3, it was announced 
recently. 

The sports reporter will be heard in 
this new series of week-end broadcasts 
in complete round-ups of the sports pic- 
ture, including up-to-the-minute scores 
of major league baseball teams whose 
regular playing season starts shortly. 
The programs will be aired from 5:45 to 
5:55 p.m., local time. 





that “collision between a train and any 
heavy motor vehicle offers threat of in- 
juries to or deaths of members of peti- 
tioners operating such train. .. .” 

Mr. Markel pointed out that “while 
the railroad unions specifically mention 
motor carriers engaged in the trans- 
portation of dangerous explosives, in- 
flammable liquids, and what they call 
‘inherently dangerous commodities,’ you 
can be sure that once they could have 
limits increased for these, all other car- 
riers soon would be under attack.” 





‘Easiest money | ever earned 


selling Prudential Life’ 


says Mr. Robert 1. Woods (left), General Insurance Broker of 
Pearisburg, Va. to A. J. Christensen of The Prudential’s Roanoke Agency. 





“Out my way, in the mountains of western Virginia, 
my clients, the small town business and professional 


men, are mighty hard customers to sell. But men- 


tion ‘Prudential life insurance’ and they’re half-sold 


from the start. Besides, your life specialists help me 
make my sales . . . through Prudential’s Life Depart- 


ment Plan. Yes, your representatives help me sell 








Prudential Life to my general insurance clients, but 
] always get the full commission. Frankly, I couldn’t 


ask for a better deal.” 


Improve your service 
Increase your sales 
Earn more with ... PRUDENTIAL LIFE 











| EU 19 | 
| | 
: CLIP AND MAIL TODAY ! 
7 TO: BROKERAGE SERVICE e THE PRUDENTIAL, NEWARK 1, N.. J. ; 
I want to know more about Prudential’s LIFE DEPARTMENT PLAN and how it will make LIFE sales | 
l easier for me. 
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Industry Men Lecture at 
Michigan State College 


ATTACK SOCIAL SECURITY 





O'Connor Speaks in Favor of Private 
Company Retirement Benefits; Stevens, 
Strowbridge Among Instructors 





A two-day, intensive course in fidelity 
and surety practice was conducted re- 
Kellogg Center, Michigan 
State College, with 32 enrollees taking 
the 15 hours of class work. Horace 
Stevens, manager at Detroit for Na- 
tional Surety, and William Strowbridge, 
assistant manager at Detroit for Fidelity 
& Deposit, served as instructors, direct- 
ing the sections of study alternately. 
They had been obtained for the course 
through the Detroit Surety & Casualty 
Managers | Association which cooperated 
in arranging the affair along with the 


cently at 


Michigan Association of Insurance 
Agents. 
Jack Butterick, assistant secretary- 


manager of the latter group, welcomed 
the students. The clinic-type course was 
. one of many conducted through the 
college’s continuing education depart- 
ment whose insurance coordinator is 
Carl Strong. 


O’Connor Speaks on Social Security 


As a guest speaker and one of the. 


instructors, Edward H. O’Connor, man- 
aging director of Insurance Economics 
Society, Chicago, took the occasion to 
lash out at further expansion of govern- 
mentally operated social security. 
“Freedom-thinking people,” Mr. O’Con- 
nor told the Michigan A. & H. Under- 
writers Association in a luncheon ad- 
dress, “should take action to see that 
their Congressmen are fully informed 
on the merits of private insurance com- 
panies providing our citizens with re- 
tirement benefits.” He said the full cost 
of governmental social security is exor- 
bitantly high and cited the likelihood 
that money withheld from wages to 
finance it may actually not be available 
to maintain payments in years to come. 


Other Faculty Members 


Others on the “faculty” for the Kel- 
logg Center course of three days’ dura- 
tion were: Sid L. Horman, executive 
vice president, Time of Milwaukee; 
Charles Stumpf, Charles Stumpf Asso- 
ciates, Madison, Wis.; Roy A. MacDon- 
ald, director of company relations, 
Health & Accident Underwriters Con- 
ference; Forest S. Talnot, educational 
director, Old Line Life, Milwaukee; 
John Froh, group manager at Detroit 
for Washington National; Ed H. Mag- 
nuson, agency superintendent, Federal 
Life & Casualty, Battle Creek; Norman 
Wade, personal service insurance divi- 
sion director, Michigan Insurance De- 
partment; Russell Moore, regional man- 
ager, Mutual Benefit Life and a Michi- 


gan State _ College instructor, and 
Charles Irvin, department of speech, 
M.S.C 


Texas M. & C. Rates Reduced 


_A statewide average reduction of 14% 
in rates for manufacturers’ and con- 
tractors’ bodily injury liability insurance, 
effective May 1, 1954, was recently an- 
nounced for "Texas by the National Bu- 
teau of Casualty Underwriters on behalf 
of its member and subscriber companies. 

The changes for M. & C. rates vary 
by classification and reflect recent ex- 
perience incurred by the carriers. For 
Many classifications the rates are re- 
duced or remain unchanged; for some 
classifications there are increases, how- 
ever. 

While the trend in the cost of settling 
general liability insurance claims was 
generally upward, an average statewide 
reduction could be made in M. & C. 
penrahce rates. The rise in premiums 
inM. & C. insurance contributed to im- 
has the experience of the carriers and 
to make possible the average reduction 
in rates. 


ADD CASUALTY DEPARTMENTS 





Aetna Insurance Group Makes Changes 
in Cleveland, St. Louis and Louis- 
ville; Personnel Transferred 
Expansion of service by the addition 
of casualty departments to field offices 
of the Aetna Insurance Group was an- 
nounced recently. The offices are in 
Cleveland, Ohio; St. Louis, Missouri; 

and Louisville, Kentucky. 

Resident manager C. R. Tobin will 
now have over-all supervision of the 
group’s operations for the territory 
serviced by the Cleveland office, man- 
ager W. H. Crandall for St. Louis and 
St. Louis County and state agent E. C. 
Hill for Kentucky. 

Casualty special agent Howard M. 
Kimball, Jr., has been transferred from 
Illinois and will also service the terri- 
tory supervised by the Toledo office. 
Edward C. Burns has been employed as 
an assistant casualty supervisor in the 
St. Louis office. 

George W. Wallace has been promoted 
from underwriter in the service depart- 
ment’s compensation and liability de- 
partment to casualty special agent for 
the Kentucky office. 

In addition, state agent W. H. Wither- 
spoon has assumed over-all management 
of the Columbus, Ohio, office. Field man- 
ager N. Richard Clayton has returned 
to the Albany, New York, casualty office. 

Casualty special agent Charles R. 
Fraser will continue to service the Cin- 
cinnati and Columbus teritories, which 
are under state agent Witherspoon’s su- 
pervision. 

Casualty special agent Kilburn L. 
Child was transferred to the territory 
west of Boston on March 1. Edward 
R. O’Keefe was appointed to succeed 
him as casualty special agent for the 
Massachusetts north shore. 

Mr. Child succeeds special agent Clay 
R. Martin, who resigned February 28 to 
enter a new field of business. 


Skelding Marks 30 Years 


In National Comp. Council 

A. Z. Skelding’s associates at the Na- 
tional Council on Compensation Insur- 
ance honored him on the occasion of 
his 30th anniversary with a dinner at 
Luchow’s, New York, recently. 

Mr. Skelding joined the actuarial di- 
vision of the council in February, 1924, 
after graduation from the College of 
the City of New York and service in 
World War I as an ensign in the Navy. 
He was made assistant actuary of the 
council in 1928 and became actuary in 
1933. In October, 1950, Mr. Skelding 
was made assistant manager of the 
council, the position he now holds. 

Mr. Skelding has been a prominent 
member of the Casualty Actuarial So- 
ciety since his admission as a Fellow in 
1929. He served as vice president of the 
society from 1942 to 1944, and last fall 
succeeded Richard Fondiller, who had 
held the post since 1918, as secretary- 
treasurer of the society. 

During his 30 years of service with 
the national council, Mr. Skelding has 
become a familiar figure at Insurance 
Commissioners’ gatherings and_ rate 
hearings and conferences. He is very 
widely recognized as one of the coun- 
try’s leading authorities on workmen’s 
compensation insurance ratemaking. 





Martin Marks 25th Year 
With Maryland Casualty 


Hobart A. Martin, resident vice presi- 
dent of the Maryland Casualty in St. 
Louis, recently celebrated his 25th 
anniversary with the company. Mem- 
bers of the Marcasco Club, an employes’ 
organization in the St. Louis office, 
staged a surprise meeting at which 
Mr. Martin was presented with a watch. 

He was also guest of honor that eve- 
ning at a dinner given by some 40 
men in the office. 

Mr. Martin started his career in the 
Maryland Casualty as its resident man- 
ager at Indianapolis in March, 1929. He 
came to St. Louis 20 years ago as resi- 
dent vice president. 


$27,584,906 NET PREMIUMS 





Pacific Indemnity Declares 75 Cent Divi- 
dend; Underwriting Profit of $27,- 
584,906; Total Earnings $1,770,581 
Directors of Pacific Indemnity Co., 
Los Angeles, at the meeting held recent- 
ly declared the regular quarterly dividend 
of 75 cents per share payable April 1, 
1954, to stockholders of record March 

15, 1954. 

In addition the board declared a 20% 
stock dividend, payable April 1, to stock- 
holders of record March 15, subject to 
issuance of a permit by the Insurance 
Commissioner of California for the addi- 
tional capital stock. This dividend will 
have the effect of increasing the paid-in 
capital of the company from $1,500,000 
to $1,800,000. The number of shares of 
capital stock outstanding will be in- 
creased from 150,000 to 180,000. It is an- 
ticipated, that subsequent to the April 
dividend payments will be continued at 
the present rate on the increased num- 
ber of shares. 

Clarence R. Herda, who has been ery 
president of the company since July 1, 
1953, was elected a director. 

Net premiums «written during 1953 to- 
taled $27,584,906, after deducting rein- 
surance ceded, compared with $27,872,842 
for 1952, a decrease of 1.03%. 

Underwriting operations produced a 
profit of $2,380,810, or $14.87 per share 
during 1953, compared with a loss of 
$378,056, or ‘$2.52 per share in 1952. No 
credit has been taken in the foregoing 
earnings for increased equity in un- 

earned premium reserve, which in 1953 
was estimated to be $34,403, or 23 cents 
per share, and in 1952, $150,519, equal to 
$1 per share. 

Net investment earnings amounted to 
$1,000,024, equal to $6.67 per share, com- 
pared with $927,496, or $5.18 per share in 
1952. Profits of $104,907 realized from 
the sale of common stocks during the 
year were offset by losses of $104,889 
from the sale of preferred stocks. 

After Federal income taxes of $1,460,- 
271, the company closed the year 1953 
with total net earnings and other real- 
ized gains of $1,770,581, equal to $11.81 
per share, compared with $1,029,959, 
equal to $6.87 per share in 1952. 

he company reported total assets at 
December 31, 1953, of $46,630,557, an 
increase of $1, 827, 725 during the year 
1953. Surplus to policyholders, based on 
Convention valuations for securities 
owned, amounted to $13,224,528, an in- 
crease during the year of $1,203,918. 


SEYLER-DAY CO. ANNIVERSARY 





50 Years as General Agents for National 

Surety; Carson Gives Luncheon 

to Commemorate Occasion 

President Ellis H. Carson of National 
Surety played host last week to mem- 
bers of the firm and employes of Seyler- 
Day Co. at a luncheon given in Los 
Angeles, spare the agency’s 50th 
anniversary with National Surety. Arden 
L. Day, present head of the agency, was 
honor guest along with his associates, 
including H. Everett Charlton and Wal- 
lace Hicks, as well as Arden J., Jr., and 
Larry Day, sons of the senior members 
of the firm. 

Joining with Mr. Carson in sponsor- 
ing the luncheon were Manager Myron 
C. Higby of the Los Angeles office and 
Walter H. Braden, its claims manager. 

A specially created plaque having as 
its motif National Surety’s shield of 
invisible armor was presented to the 
agency to commemorate “50 years of 
distinguished service.” Mr. Day and Mr. 
Charlton, the senior partners, were pre- 
sented with gold money clips embossed 
with the corporation’s emblem which 
Mr. Higby designed and had especially 
made for the occasion. 

Other agency employes also received 
appropriate gifts as did Miss Hazel 
Jones, Miss Ann Rayburn and Miss EI- 
sie Radoy, all of whom have been with 
the Seyler-Day Co. for many years. 


Donlon Puzzled at N. Y. 
Compulsory Bill Defeat 


REVIEWS LEGISLATIVE GAINS 





Chairman of State Workmen’s Comp. 
Board; Lauds N. Y. Legislature for 
Increasing Comp. Benefits 
Miss Mary Donlon, chairman of the 
State Workmen’s Compensation Board, 
in a speech given recently at the open- 
ing session of the 32nd annual conven- 
tion of the New York State Bottlers of 
Carbonated Beverages, Inc., discussed 
highlights of legislative achievement in 
the 1954 session of the State Legislature, 

which adjoined March 20. 

“To meet the problem growing out of 
inflationary trends in wage and salary 
levels,” Miss Donlon said, “the Legisla- 
ture passed and Governor Dewey has 
already approved bills that increase 
maximum weekly benefits in workmen’s 
compensation and disability benefits. 

“Effective July 1, 1954, as to accidents 
that occur on and after that day, the 
benefits payable to widows and children, 
survivors of workers fatally injured in 
work accidents, will be $40 weekly in- 
stead of $35 as under present law. 
Workers disabled in work accidents or 
by occupational disease will receive up 
to $36 weekly in workmen’s compensa- 
tion benefits, compared with a present 
maximum of $32. 

“Similarly,” Miss Donlon continued, 

“the maximum weekly sum under the 
non-occupational Disability Benefits Law 
is increased, effective July 1, from $30 
to $33 weekly. Under tens of thousands 
of plans providing welfare benefits at 
least as favorable as the statutory scale. 
benefits will be increased as a result of 
this new provision. 


Courageous Response to Current 
Problems 


“The 1954 session of the New York 
State legislature will go down in his- 
toric annals as outstanding for cour- 
ageous response to major current prob- 
lems, reflected in the legislation en- 
acted. To Governor Dewey and the ma- 
jority leaders of the Legislature is due 
great credit for the sound achievements 
of a fruitful session.” 

Referring to the defeat of the com- 
pulsory automobile bill, Miss Donlon 
said: ~ 

A Partisan Demonstration 


“To be sure, in the closing hours... 
the financial security bill for automo- 
bile drivers in this state was beaten in 
a partisan demonstration the like of 
which the staid old Senate Chamber has 
rarely seen. It is hard to understand 
what were the processes of reason or 
logic, that led some legislators to a 
last ditch stand to uphold the right of 
financially insolvent drivers to have one 
non-insured accident at tragic costs 
daily to their fellow citizens. 

“We now have on the books a law 
that requires the financially slap-happy 
drivers to prove their ability to pay 
for their second and subsequent acci- 
dents. By some subtlety of reasoning 
that Jane and John I. Citizen are finding 
it very hard to understand, the dubious 
right of New York drivers to have one 
clear chance to kill or niaim others with 
a state-licensed car became, for some 
legislators, something to stand up and 
shout about and to vote for. 

“This is a subject about which the 
Workmen’s Compensation Board knows 
a good deal. Employers are not author- 
ized to have one crippling accident in 
their factories and other work places, 
before they have to provide, through in- 
surance, evidence of financial ability to 
pay. There is no more_ thoroughly 
sound American idea than that private 
insurance shall be provided for those 
risks that are or may become a problem 
common to us all. 


McCARTHY MARKS 25TH YEAR 

Eugene K. McCarthy, engineer in the 
Pittsburgh office, observed his 25th an 
niversary with the Hartford Accident 
& Indemnity Co. on April 1 
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Federal Reinsurance Bill 


(Continued from Page 34) 


not add to the aggregate resources of 
the insurers. It does not help to sell 
insurance nor does it reduce the cost of 
insurance.” 

He emphasized that reinsurance is not 
a panacea, and that it does not provide 
additional funds to finance the cost of 
medical care. “As has been made clear 
in the presentation of the program, vol- 
untary insurance cannot relieve the 
community of the burden of providing 
medical care to the indigent nor is it 
helpful to those who presently cannot 
qualify for it, and reinsurance does not 
enhance the power of insurance in these 
areas,” he said. 

He continued that “the reinsurance 
facilities have been proposed with the 
purpose of extending the frontiers of 
insurance effectiveness. The rapid de- 
velopment of accident and sickness in- 
surance has, however, been accomplished 
with little use of the already extensive 





es ear Rainey ast 


H. E. W. Consultants 


Health, Education and Welfare Secre- 
tary Oveta Culp Hobby, beginning her 
testimony on the Federal reinsurance 
program, acknowledged the cooperation 
of five top insurance company execu- 
tives and three officials of voluntary 
non-profit health plans who had serv ed 
as consultants in assisting her depart- 
ment to draw up the legislative recom- 
mendations. However, Mrs. Hobby made 
clear that these executives were not 
necessarily in favor of the bill’s provi- 
sions. 

C. Manton Eddy, Connecticut General 
Life, served as chairman of this group 
which included Henry S. Beers, Aetna 
Life; J. Henry Smith, Equitable Life 
Assurance Society; Jarvis Farley, 
Massachusetts Indemnity; Lewis H. 
Rietz, Lincoln National Life; Dr. Charles 
Hayden, Blue Shield; Jeb Stewart, 
chairman of the Blue Cross Commis- 
sion and William McNary, also of Blue 
Cross. 











reinsurance facilities available to the 
insurers, and we see no evidence that 
progress would have been augmented 
had reinsurance been used to a greater 
extent. The underwriting or risk bear- 
ing, capacity of the companies in this 
business is very large. 


Presents New Concept 


“The reinsurance proposal presents a 
new concept of far-reaching impor- 
tance,” said Mr. Miller. 

He continued that in the 19 days since 
its introduction, insurance people have 
been able only to consider its general 
objectives, and to speculate on its pos- 
sible use and effectiveness. “A number 
of them,” Mr. Miller stated, “have ex- 
pressed concern on matters such as the 
subsidy inherent in paying expenses over 
the early years, the granting of ex- 
tremely broad discretionary power to 
the Administrator, the seemingly com- 
plex problems of administration and 
what is regarded as putting the govern- 
ment into business despite the principle 
frequently expressed by administration 
spokesmen of taking the government out 
of business.” 

Mr. Miller pointed out that “there has 
not been an opportunity for the public 
to become informed concerning this 
measure, which, of course, is intended 
for its benefit and welfare, nor for the 
public to give any expression of its 
opinion. 

“We therefore “that 


urge,” he said, 


these considerations warrant the most 
careful study of the measure with ade- 
quate time for evaluation of its many 
implications and of alternative means of 
accomplishing the worthy objectives.” 


Government to Insure Losses 

Under the bill proposed by the ad- 
ministration, the government would re- 
insure up to 75% of “abnormal” losses 
of private and non-profit voluntary 
health prepayment plans which met 
specifications for coverages and pre- 
miums to be passed upon by the HEW 
Secretary. There would be an original 
$25 million appropriation, but the aim 
would be to repay this amount from 
reinsurance premiums paid into the pro- 
gram, and thereafter to put the program 
on a self-sustaining basis. 

Oveta Culp Hobby, HEW Secretary, 
attempted to answer criticisms. She 
said the administration bill has provi- 
sions to ensure there would be no com- 
petition with private industry if com- 
parable reinsurance should become avail- 
able on the commercial market, though 
no companies are now reinsuring health 
plans. 

There would be no encroachment on 
state regulation of insurance, Mrs. 
Hobby stated, despite the broad authori- 
ties granted to the secretary under the 
bill, and she cited provisions calling for 
cooperation with and use of facilities of 
State Insurance Departments to the 
fullest possible extent. 


No Socialized Medicine 


She insisted there is no thought that 
this system will open a wedge for so- 
cialized medicine, and no intention to 
create a Federally subsidized system, 
she testified. 

Mrs. Hobby said further: “We need 
more and better voluntary health insur- 
ance. The expansion of the present 
coverage of prepayment plans must be 
vigorously pressed forward. To achieve 
the full potential of private plans, pio- 
neering efforts must continue. Sponsors 
of health insurance plans must be en- 
couraged to move forward in a spirit of 
practical experimentation, with a readi- 
ness to undertake new risks. 

“We believe that the enactment of 
this bill, by providing an opportunity for 
broader sharing of these risks, would 
hasten the expansion and improvement 
of voluntary health insurance plans.” 
She acknowledged that the bill is not a 
solution to all health insurance prob- 
lems but described it as “an important 
first step.” 

Stewart Testifies 


Blue Cross Chairman Jeb Stewart, ap- 
pearing with Mrs. Hobby, was some- 
what less than enthusiastic in his testi- 
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Fishback N. Y. Visitor 


Herbert O. Fishback, Jr., vice presi- 
dent of Northern Life of Seattle, was a 
New York visitor for a few days this 
week following his attendance at the 


Washington hearings on the Federal 
health reinsurance proposal. It was his 
first eastern visit since his serious hotel 
accident a few years ago, which laid him 
up for many months. 

Mr. Fishback, as U. S. Chamber rep- 
resentative on the West Coast, sup- 
ported E. J. Faulkner, Woodmen Acci- 
dent’s president, in his testimony, March 
19, on the reinsurance plan. As spokes- 
man of the U. S. Chamber of Commerce, 
Mr. Faulkner spoke in opposition. 





mony. He would give no positive assur- 
ances of accelerated expansion of cov- 
erage due to the program when closely 
questioned by Committee members on 
the prospects for making health insur- 
ance available to more people at lower 
rates, but said he believed Federal rein- 
surance would have a “tendency” to 
accelerate the recent trend toward in- 
creased benefits and more comprehen- 
sive coverage. “It could and should 
have that effect—but it might not,” he 
conceded. 

Mr. Stewart said: “We might be will- 
ing to take a chance on experimentation 
if we know we are not absorbing most 
of the risk. I hope the carriers will try 
it, and I think many will.” 

The Health Insurance Plan of Greater 
New York, the American Hospital Asso- 
ciation and its Blue Cross Commission 
endorsed the administration bill. HIP 
said it may aid commercial insurance 
companies and Blue Shield plans to pro- 
vide more adequate coverage, but “it 
will not enable them to offer anything 
like complete protection against the 
costs of sickness.” AHA, however, sug- 
gested an amendment aimed at limiting 
the powers delegated to the HEW Sec- 
retary under the proposal. 
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Eastern Casualty Made 
Sizable Gains in 1953 


GETTING NEW WORKING CAPITAL 





President van Marle to Give Progress 
Report to Directors This Month; 
Schultz Elected V.P. and Director 





When Willem van Marle, president of 
Eastern Casualty Co. of New York pre- 
sents his annual report to the board of 
directors this month he will call atten- 
tion to the 45% increase in A. & H. 
premiums written during 1953 and the 
earned premium increase of 32%. Spe- 
cifically, the company wrote $1,386,747 
and earned $1,219,608. This production 
represents the efforts of approximately 
30 general agencies which represent the 
company in New York for all forms of 
A. & H. insurance. The percentage of 
premium writings on individual lines 
continues to increase. 

President van Marle will also report 
total admitted assets as of last Decem- 
ber 31 of $454,636, a gain of $120,935 over 
the 1952 figure. In addition, reserves 
were increased in 1953 to $300,444. 

In order to provide additional working 
capital required by the company’s steady 
growth, the board of directors author- 
ized in 1953 the issuance of additional 
stock, and at this time a_ substantial 
amount of the new stock has already 
been subscribed. During the year semi- 
annual stock dividends totaling $4.50 per 
share were paid to preferred stockhold- 
ers, which was the same dividend paid 
in 1952. 

Recognition was given by Eastern 
Casualty last year to David Schultz, 
chief underwriter since the company 
started in 1946, who was elected a vice 
president and a director. Lewis K. Neff 
of New York was also elected to the 
board. 

As part of its 1954 expansion program 
the company expects to enter several 
more states in the east in addition to 
New York and Pennsylvania, in which 
state the company was licensed late last 
year. 


Robinson’s Son Married 

Lieutenant Alan Kent Robinson of the 
United States Marine Corps was mar- 
ried recently to the former Miss Wilma 
E. Fordsman in the Protestant Episco- 
pal Church of the Ascension at Rock- 
ville Centre, L. I. The son of Alan O. 
Robinson, president of the Yorkshire 
Group companies, Lieutenant Robinson 
is now in flight training at Pensacola, 
Fla. He was graduated from Dartmouth 
College last June, entered the Marine 
Corps, and completed the Officers Basic 
School at Quantico, Va. 

Mrs. Robinson, daughter of Mr. and 
Mrs. David Fordsman of Rockville Cen- 
tre, is an alumna of the Katharine Gibbs 
School in New York. 
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Hays Points to 1953 
American F. & C. Gains 

ORLANDO CO. HAS PROSPERED 

Stockholders Told of Combined Under- 


writing and Investment Gain; Pre- 
mium Writings at All-Time High 








Assets of the American Fire & Casu- 
alty passed the $6,000,000 mark last year, 
according to the stockholders’ report for 
1953. submitted by Walter L. Hays, 
president, at the recent annual meeting 
of stockholders held in Orlando, Fla. 
This represented a gain of $1,225,226 
over 1952. 

It was further revealed that the gross 
premium writings reached $7,251,648, 
an all-time high, and that capital and 
surplus increased to $1,478,989. 

Made Underwriting Profit 


Reflecting favorable experience, the 
company’s underwriting results for the 
year produced a statutory underwriting 
profit of $56,698. Mr. Hays considered 
this a satisfactory gain, “especially con- 
sidering that it was penalized because 
of the growth which breught about an 
increase in the unearned premium re- 
serve amounting to $200,527. In other 
words, more than $200,000 was _ plowed 
back. Net investment gain in 1953 
amounted to $100,833. Combined under- 
writing and investment gain totaled 
$156,413 before Federal income taxes. 

A resolution was passed by the stock- 
holders complimenting the management 
on an outstanding record for 1953. The 
stockholders also approved two recom- 
mendations of the executive committee. 
One, the setting aside of a block of 
stock for Walter L. Hays and George 
S. Bradshaw to be purchased at the 
present price of $27.50 per share; the 
other, the setting up of a voting trust 
for those stockholders who wish to par- 
ticipate. 

Allen C. Grazier, of St. Petersburg, 
Fla., and Norman A. Street, of Winter 
Haven, Fla., were elected to the board 
of directors. Mr. Grazier, an attorney, 
is a director and general counsel for the 
First Federal Savings & Loan Associa- 
tion of St. Petersburg, and a director of 
a number of other corporations. He is 
an active civic leader on a_ statewide 
basis. 

Mr. Street, retired capitalist, is a large 
property owner and chairman of the 
board of the American National Bank at 
Winter Haven, which he founded. He is 
active as a director of many corpora- 
tions and also a civic leader. 


Directors and Officers Reelected 


Directors reelected were: R. S. Aber- 
nethy, citrus and banking, Winter Ha- 
ven; George S. Bradshaw, first vice 
president and treasurer, Orlando; Ran- 
dall Chase, president of Chase & Co., 
Sanford; Martin C. Dopler, citrus and 
ranching, Lake Wales; Sydney G. Gray, 
retired, Sanford; Walter L. Hays, presi- 
dent, Orlando; Raymer F. Maguire, gen- 
eral counsel, Orlando; Chas. A. More- 
head, attorney, Miami; W. C. Pedersen, 
president of Waverly Growers Coopera- 
tive, Waverly. 

At the directors’ meeting immediately 
after the stockholders’ meeting, the fol- 


lowing officers were reelected: Mr. 
Hays, president; Mr. Bradshaw, first 
vice president and treasurer; Charles E. 


Hagar, vice president in charge of casu- 
alty underwriting ; Baxter M. Porter, 
vice president in charge of fire under- 
writing; James H. Snellings, vice presi- 
dent in charge of mortgage loans; 
Dorothy C. de Noyelles, secretary; Le- 
land M. Corey, assistant treasurer. 

C. Blakey, manager of the American’s 
engineering and inspection division, and 
William Hays, manager of the miscel- 
laneous casualty department, were 
elected assistant secretaries. All the ad- 
visory board members were reelected. 

The directors declared a dividend of 
one dollar a share for 1954, payable on 
a quarterly basis. 


Defends Tex. A.& H. Policies 


Garland A. Smith, Texas Insurance 
Commissioner, in a statement to the 
press said that accident and_ health 
policies issued by the majority of Texas 
companies compare favorably with those 
issued in other states. He said that 
while Texas laws do not spell out 

&H. provisions the Board follows 
the two standards adopted by the Na- 
tional Association of Insurance Commis- 
sioners in approving policies. He denied 
that most Texas companies _ selling 
A. & H. have “tricky provisions.” There 
are certain deficiencies in Texas laws, 


ALBERT S. GATES DIES 

Albert S. Gates, 57, former superin- 
tendent of the U. S. Fidelity & Guar- 
anty Co.’s casualty department in the 
Syracuse branch office from 1928 to 1952, 
died March 20, in Syracuse, N. Y. As- 
sociated with U. S. F. & G. the last 41 
years, Mr. Gates was widely known as 
a compensation and liability expert. He 
was a member of the Casualty & Surety 
Club of Syracuse. 





he said, but declared that steps are be- 
ing taken to change the laws at the 
first opportunity. 





CLIENT: 
Do you sell 
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1904—An agency opened solely 
to serve brokers in LIFE 


April will mark the fiftieth anniversary of our John Street 
Brokerage Agency in New York City . . . the fiftieth anniversary 
of an agency established for the sole purpose of serving the 
general insurance man with Life insurance for his clients. 
Back in 1904, this office was established on the principle of: 

© Serving the general insurance man on all phases 


© Creating life business for him. 

e And doing it with his interests constantly in mind. 
Today, fifty years later, we have many Brokerage Agencies 
throughout the country, directing their efforts so the general 


insurance man will have all the advice, specialized service, sales 
and promotion assistance to sell life insurance profitably. 


Write to Connecticut General Life Insurance Company, Hartford, 
for details. Life * Accident * Health * Group 


Connecticut 
General 


GENERAL 
INSURANCE MAN: 
Sure! 











ANNOUNCES STAFF CHANGES 





General Accident and Potomac Report 
Transfers in Dallas, New Haven, 
Springfield and Home Offices 


The General Accident and the Poto- 
mac have announced a series of staff 
changes in the field and home office, 
Philadelphia, Pa, Francis X. Tierney 
retired at the end of March from his 
post as manager of the Springfield, 
Mass., office of the group, to devote 
himself to the agency business as owner 
and president of Henry H. Noel Agency, 
Inc., of Holyoke, Mass. His association 
with the will continue since 
the Noel Agency represents the General 


company 


Accident companies. 

William FE. Toner became mana- 
ger of the Springfield branch of the 
General Accident-Potomac, April 1, 1954. 
He became manager of the companies’ 
newly en branch office in New 
Haven, July 1, 1940, and has been closely 
identified with the companies’ develop- 
ment in the area. 

William E. McCarron became as- 
sistant manager of the Springfield office, 
April 1, 1954. His appointment to this 
newly established position will advance 
the effective management of the steadily 
growing activities of the companies in 
the area. In recent years he has per- 
formed multiple-line field duties in the 
Springfield territory. 

Effective April 1, 1954, Stewart Bailey, 
former manager of the group’s branch 
at Dallas, Tex., became manager of 
the New Haven office. He was made 
manager of the Dallas office in March, 
1950. 

Harry A. Blackburn, who joined Gen- 
eral Accident in 1949 as assistant super- 
intendent of the compensation and lia- 
bility underwriting department and was 
named superintendent on January 1, 
1951, has assumed management of the 
Dallas office. 

Concurrently with Mr. Biackburn’s 
appointment to the Dallas post, the ter- 
ritory of that branch will be expanded 
to include the state of Oklahoma for 
General Accident. The Houston office 
will continue, under the direction of 
Wade H. Pool, to manage the affairs of 
the group in its present territory. 

As of last February 1, Matthew H. 
McConnell, CPCU, was promoted to su- 
perintendent of the compensation and 
liability underwriting department in, the 
home office. He joined the General Ac- 
cident in April, 1949. He has since been 
closely identified with the underwriting 
and actuarial activities of the group. 
Mr. McConnell, a Fellow of the Casu- 
alty Actuarial Society, is presently serv- 
ing on its Council and its Committee on 
Papers. 


West Virginia Protests Auto 


Rate Revision at Hearing 
The 1953 revision in private passenger 
car rates for West Virginia have been 
protested in West Virginia and the 
dissatisfaction was aired recently at a 
hearing in Charleston. Insurance Com- 
missioner Thomas J. Gillooly had pre- 
viously named a committee composed of 
eight representatives of rating organiza- 
tions and casualty companies. Agents in 
the southern part of state also formed 
a committee of their own of which Albert 
C. Bragg of Logan is the chairman. 
Other members are R. E. Carson, presi- 
dent, West Virginia Association of In- 
surance Agents, and C. Goodman Jones, 
president, West Virginia Association of 
Mutual Insurance Agents. 
Dissatisfaction stems from the geo- 
graphical rate differentials estab lished by 
the National Bureau in last year’s re- 
vision. Its major provision moved the 
counties of Fayette, Raleigh and Boone 
from the intermediate classification into 
the third or more favorable category. 
This aroused the ire of other southern 
counties of the state which felt that they 
should receive similar benefit. Agents in 
these counties charged discrimination. 
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Faulkner Says: “No Time For Jitters”; 
Suggests [hree-Point Action Program 


Outgoing A. & H. Chairman of LIAMA Asks Companies to 


Take Remedial Action on Recent Criticism; Addresses 
of Other Speakers at Chicago Highlighted 


“This is no time for the jitters,” E. J. 
Faulkner, president of Woodmen Central 
Life, said in his concluding address at 
LIAMA’s fifth annual accident and 
health meeting recently in Chicago. He 
urged all companies writing A. & H. to 
stand together in a three-point program 
of immediate action. 

The outgoing chairman of LIAMA’s 
A. & H. committee called first for “a 
broad program of public education sup- 
ported by most of the companies.” He 
said: “We have failed to educate the 
public about the good job we are doing 
and the advantages in our voluntary 
system of insurance.” 

Mr. Faulkner then suggested that 
companies conduct “a_ soul-searching 
project” to determine where recent pub- 
lic criticism may be justified and then 
“move promptly to eliminate the few 
causes of criticism.” 

As the third point in his program, the 
speaker urged companies “to enlist ag- 
gressively behind implementation of the 
things the government can and should 
do.” Government’s role, he said, should 
be one of “helping,” and he intimated 
that the most important thing govern- 
ment today can do for the private 
A. & H. field is to help maintain healthy, 
sound business conditions. 


Explain A. & H. Issues 


Spelling out his suggested plan of pub- 
lic information, Mr. Faulkner said: “We 
should announce our high standards; we 
should insist on spotless methods within 
our own companies, and we_ should 
frankly state and explain the major 
issues of A. & H. insurance. 

“Americans believe in voluntary insur- 
ance,” Mr. Faulkner asserted, “but they 
must be bolstered with the facts.” He 
suggested that more than 150,000 agents 
can help to carry the message. 

Pe ga united action within the 

. & H. business, he asked the question, 

Ai there is need for a_ reinsurance 
facility, cannot the industry itself do 
this?” At the same time, he said, “we 
draw inspiration from the government’s 
stated approval of voluntary insurance 
and its rejection of socialized medicine.” 

Mr. Faulkner intimated that the first 
step in a public education program is 
“to educate our own people to our aims 
and objectives.” 

The addresses of other speakers at the 
LIAMA’s meeting on accident and health 
problems, not previously reported in The 
Eastern Underwriter, are highspotted as 
follows: 


Kirkpatrick on Lapses 

T. H. Kirkpatrick, vice president and 
actuary of Paul Revere Life, told the 
meeting that “persistency can be every 
bit: as important as production.” He 
proved his point as he graphically docu- 
mented the substantial dollars-and-cents 
effects of different lapse rates on earn- 
ings of the agent, the general agent, and 





E. J. FAULKNER 


the company. 

Mr. Kirkpatrick spoke at the morning- 
long symposium on persistency, mod- 
erated by Wilbur H. Hartshorn, super- 
intendent of agencies for the Metropoli- 
tan Life. Other participants in the dis- 
cussion were David B. Alport, underwrit- 
ing vice president of Business Men’s As- 
surance; Roland Jack, claims vice presi- 
dent, Monarch Life, and William H. 
Whorf, LIAMA senior consultant, whose 
talks have already been reviewed in our 
columns. 

“It is necessary to examine the effect 
of lapses over a long period,” Mr. Kirk- 
patrick said. He presented a chart which 
covered the accumulation of premiums 
over a 20-year period and showed the 
effect of three different lapse rates 
(medium, high, and low) on the financial 
results to the agents, general agents, and 
the company. 

He also told his audience exactly how 
a company can obtain statistics of prac- 
tical value in determining and avoiding 
lapses. 

Determine Lapse Rates 


After explaining the basis for the 
figures used, he said: “To apply them to 
your company or any agency of your 
company, it is only necessary to de- 
termine your actual lapse rates and use 
the table which approximates them.” 

Mr. Kirkpatrick emphasized how the 
effect of lapses is cumulative and is 
only apparent after a considerable period. 
He took the hypothetical case of an 
agent whose 20th year income would be 
only $5,900 with the “high lapse rate,” 
whereas it would be nearly $11,000 if 

(Continued on Page 41) 


Edwards Paid Tribute 
For A. & H. Record 


BY THE METROPOLITAN LIFE 


Paterson, N. J., Producer Has Achieved 
Eight President’s Club Bids, 17 Times 
Qualified for Ord. Leaders Club 


The “Met Field,” the house organ of 
the Metropolitan Life, recently paid 
tribute to Jake Edwards, general agent, 
who is well known as star A. & H. pro- 
ducer in the Paterson, N. J., area. Mr. 
Edwards stresses his conviction that 
personal reference is the best sales talk 
possible. 

In 1953, Jake Edwards an A. & H. 
policyholder himself, was the recipient 
of a weekly benefit check from the 
Metropolitan Life. The service given 
to him by Benjamin Atkins, then a field 
man, and that rendered by the company, 
made Mr. Edwards determined to be- 
come a Metropolitan agent. Under the 
guidance of Manager Harry Kaplan, 
shortly thereafter he was servicing a 
debit. 

“Jake Edwards displayed his leader- 
ship ability right from the start,” the 
“Met Field” stated. “As the years went 
by, he amassed the enviable record of 
eight President’s Club bids and 17 
$100,000 qualifications in the Ordinary 
leaders club.” 

One of the secrets of Mr. Edwards’ 
success is that he makes it a habit to 
visit sick insureds as often as_ possible 
during their convalescence, not only to 
assist them in filling out claim forms, 
but also to meet other persons who drop 
in to pay their respects. 











Projects Pleasant Personality 


Metropolitan field men greatly respect 
Jake Edwards as a man who projects a 
pleasant personality to prospects with 
great success. “To work with him is an 
education because he knows so much 
about A. iM.” 

Paterson’s Mayor Lester F. Titus re- 
cently paid tribute to him. “We recog- 
nize that Jake Edwards,” the Mayor 
stated, “has made an appreciable con- 
tribution through his work to the se- 
curity and well- being of hundreds of 
Paterson families.” 

Planning is an important part of Mr. 
Edwards’ career. He often works into 
the late hours of the night studying and 
analyzing the various A. & H. contracts. 

All of this impresses his Paterson as- 
sociates because Jake Edwards “always 
has a place to go and he knows so much 
about his prospects.” 


Probe of A. & H. Sivccannise 
Urged by Minnesota Official 


A member of the Minnesota legisla- 
ture, Representative D. D. Wozniak, 
has urged Insurance Commissioner eh ril 
Sheehan to investigate certain A. & H 
insurance plans being sold in the state. 
He also asked the Commissioner to re- 
port to the next legislative session “so 
that we may immediately take adequate 
steps to protect the public against evils.” 

“Undoubtedly you are acquainted with 
the fast-talking salesmen, the misleading 
ads, the false claims and trickery Prac- 
ticed by some health and accident insur- 
ance groups which are at total variance 
with the legal terms within the policy,” 
Mr. Wozniak said. The Commissioner 
was asked to compile a list of companies 
selling non-cancellable guaranteed re- 
newable insurance so that prospective 
buyers could check when they contem- 
plated taking out such insurance. 


Non-Can. A.& H. Creates 
More Interest in N, Y. 


COS. HAVE IMPROVED POLICIES 





Capitalize on Criticism of Limited A.&H. 
Policies in World-Telegram & Sun 
Articles 





It is reported that the recent articles 
in the New York World-Telegram & 
Sun, iw directed criticism mainly at 
limited A. & H. policies of a cancellable 
type, tei 1s brought about an upsurge of 
interest in the protection afforded: by 
guaranteed renewable  non-cancellable 
A. & H. insurance. It is realized, of 
course, that increased writings of non- 
can. A. & H., a highly specialized line, 
will not by any means make less impor- 
tant the need for the broad income pro- 
tection written by many leading com- 
panies under their cancellable policies 
at more moderate premium rates, and 
which insurance meets the pocketbook 
of the average wage earner. 

However, the public interest in non- 
cancellable has been stimulated here in 
recent weeks and with both companies 
and agencies getting more requests from 
their brokers. Competition is keen but 
will undoubtedly become keener when 
the Provident Life & Accident of Chat- 
tanooga enters the New York non-can. 
market. This is expected to be soon. 

In the meantime, Continental Assur- 
ance has recently broadened its non-can. 
underwriting by increasing the eligibility 
for non-medical up to $200 per month 
on the short term policies which pro- 
vide from two to five years of disability 
benefits. 

Union Mutual Life is now offering 
three new non-can. policies—the Pioneer 
60, the Colonial 120 and the family hos- 
pital contract, all of which are non- 
house confining, non-aggregate, incon- 
testable and non-pro-rating. 

Monarch Life, Paul Revere Life and 
Massachusetts Indemnity—three of the 
oldest and most successful companies in 
this field—continue to show production 
increases. And State Mutual Life and 
Provident Mutual Life, both newcomers 
in the non-can. field are attracting at- 
tention. So is the Guardian Life of 
America whose non-can. policies are also 
being talked about. 

The Prudential’s invasion of this field 
two years or so ago is also bearing fruit. 
Witness that its 1953 volume in non- 
can. on an earned basis was $5,113,177 
and that the production tempo is being 
accelerated this year. 


Agencies Stepping Up Their Efforts 


Leading New York agencies are like- 
wise stepping up their efforts to stimu- 
late vay interest in the non-can. mar- 
ket. W. L. Perrin & Son, multiple line 
agency at 75 Maiden Lane, which repre- 
sents both the Continental Assurance 
and Massachusetts Indemnity for non- 
can., featured in its latest bulletin to 
brokers: 

“Now . . . $600 monthly income non- 
cancellable A. & H.—long or short term 

. available with hospital—$30 a day; 
nurse—$30 a day and surgical—$500 
schedule ; 

serald H. Young Agency, representing 
the State Mutual Life at 225 Broadway, 
followed up the newspaper criticism of 
A. & H. practices by running an ad in 


this paper which read in part: 
“Recent articles in the New York World- 


Telegram & Sun about this important phase of 
our business indicate that only ‘noncan.’ writ- 
ten and guaranteed by leading companies can 
give the full margin of protection our public 
thinks it is getting. 

“Sure, State Mutual’s sickness and accident 
contracts are somewhat restrictive as to clientele 
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Faulkner Says: “No Time For Jitters” 


(Continued from Page 40) 


the agent had the “low lapse rate.” He 
explained that the only variable in his 
calculations was the lapse rate. 

For the general agent, Mr. Kirkpatrick 
showed how his earnings could vary in 
the 20th year of service from $11,000 
with high lapse to $25,000 with low lapse. 

The general agent, according to Mr. 
Kirkpatrick, “has a greater stake in 
having good lapses even than the agent.” 
He pointed out that the general agent, 
unlike the agent, cannot quit without 
suffering a substantial loss. 

On the relative merits of production 
and persistency, the speaker said: “It is 
unlikely that the general agent can in- 
crease this production without incurring 
additional expense for someone to help 
him. However, he can improve his per- 
sistency and still maintain his production 
without an assistant.” 

Thus his conclusion: “If the lapse rate 
is high it would be much easier for the 
general agent to double his earnings by 
improving his persistency rather than 
trying to double his production.” 

On the financial effect of lapse to 
the company, Mr. Kirkpatrick said, 
“business subject to a high lapse rate 
produces a substantial loss to the com- 
pany.” 

He illustrated the effect of low and 
high lapse in one agency of the com- 


pany. With the high lapse rate in the 
agency, he showed that “there is an ac- 


cumulated loss to the company of over 
$73,000 during the 20-year period.” He 
contrasted this figure with the effect of a 
low lapse rate in that agency which 
would produce “for the company an ac- 
cumulated gain of $881,000 for the 20- 
year period.” 

Mr. Kirkpatrick then explained that 
his company figures were based on a 
claims and administrative cost of 55%. 
Lowering this to 45% he gave new 
figures to prove further the very real 
monetary value of business that persists. 

He reminded his listeners that ‘ ‘policy- 
holders also have a prime interest in 
lapse rates because of the great effect of 
these rates on expenses and the cost of 
insurance.’ 

Suggesting “that we consider our busi- 
ness as if everyone who at one time has 
been a policyholder had retained his 
insurance,” he concluded: “Certainly our 
service to the public would be tremen- 
dously increased and the demand for 
social insurance would practically disap- 
pear. We owe it to our policyholders to 
operate in an efficient and economical 
manner. If the lapse rates are excessive, 
the insurance is neither administered 
economically nor efficiently.” 


Tracy on S. & A. Partnership 


“Sickness and accident has clearly 
helped sales and the over-all operation 
of our Ordinary agencies department at 
Prudential of America,” Leon Tracy, as- 
sistant director of S. & A. sales, de- 
clared. 

Explaining “how we are developing our 

& A. program in the Ordinary agen- 
cies department,” Mr. Tracy said that as 
of January 1, 1954 S. & A. became a 
full partner with life insurance in every 
phase of the Ordinary agencies’ opera- 
tion. 

He admitted that on entering the field, 
one worry was that the addition of 
S. & A. might hurt Ordinary production. 
“Our 1953 figures certainly dispelled that 
worry,” he said, “for we had the greatest 
Ordinary year ever and our full-time 
agency force made over 10% extra in 
commissions in 1953 from S. & A. that 
oT couldn’t possibly have made in 

51 

“The most important element in intro- 
ducing S. & A. insurance in a life in- 
surance company,’ ’ Mr. Tracy continued, 
“is to develop the philosophy that this 
is a life insurance product, that the 
needs are exactly the same, that the only 
difference between this and life insur- 
ance is the position in which we find 
the breadwinner.” 

“Once your agents develop the philoso- 


phy that this is not a casualty product, 
that it is a life insurance product, and 
once they realize that the prospecting 
and the pre-approach and approach are 
based on the same needs, then your 
battle is well on the way to being won. 

As to the future of S. & A., Mr. Tracy 
stated his firm opinion “that ‘the surface 
hasn’t even been scratched.” He said 
there are still “too many men who do 
not believe that S. & A. insurance is a 
life insurance product.” 


Development of Prudential Program 


He then explained how Prudential de- 
veloped its S. & A. program within the 
ordinary department. 

“After we had developed a line of con- 
tracts, our major problem was to plan a 
training program to carry this informa- 
tion to our agency team.” But first, he 
indicated, it was necessary to develop a 
training program to train the training 
consultants. 

He said the original theory “that all 
our agents needed was information and 
technical background” proved incorrect. 
They needed far more than this, he in- 
dicated, for “they did not know where 
prospects were, they didn’t know meth- 
ods of pre-approach and approach, and 
they were very inadequate in presenting 
a proposal form, creating a need, in 
making a close.” 

He concluded that “our rigid require- 
ments in the beginning of this training 
program helped start us off with a good 
selection of risks, a satisfactory claim 
experience and a first year lapse rate 
lower than the industry average. It has 
take a long time for the field men to 
appreciate fully that it is a far harder 
problem to underwrite income protec- 
tion than it is to underwriter life in- 
surance.” 


He spoke of difficulty “in getting the 


older men into this business.” These 
men, he said, “have always looked at 
S. & A. insurance as a competitor for 


life insurance dollars and it it hard to 
convince them that S. & A. is a much- 
needed partner of life insurance.” 

As an aid to training, The Prudential 
has developed an S. & A. sales con- 
sultant program. “Trained men go out 
into the field and work in an agency, 
from a few days to several weeks.” He 
said one of their jobs is to “take the 
assistant manager by the hand and do 
joint field work with him.” 

His company’s “new integrated train- 
ing plan,” Mr. Tracy said, “makes it 
necessary for our managers to give the 
new agent S. & A. training along with 
life training.” 

Admitting that minor difficulties arose 
almost as soon as S. & A. was added, 
Mr. Tracy said: “A revision of the pro- 
gram, including policy forms, rate 
manual, training material and some ad- 
ministrative forms has been completed. 
It has been found possible to combine 
the present S. & A. applications into 
one form. Wherever possible, we have 
combined S. & A. forms with existing 
life forms.” 


Anderson on Key Man Sales 


“Let’s help our agents to take ad- 
vantage of the real business market that 
exists today for A. & S., Rex H. Ander- 
son, director of A. & S. sales for New 
York Life, urged the assembled agency 
officers. In his opinion, smaller busi- 

nesses are the best prospects for key 
man A. & S. insurance since they have 
the greatest need. 

He said his company stresses the need 
for “agents to keep the key man sale 
simple.” His opinion is that key man in- 
surance is personal insurance and that 
full benefits should be made payable to 
the key man. 

Mr. Anderson’s suggestion was 
“the employe pay for and own 
policy.” He explained that under this 
arrangement the employer reaps full 
benefits, too, “through his ability to re- 
duce or terminate his employe’s salary 


that 
the 


Dallas A. & H. Elections 


The Dallas Association of Accident & 
Health Underwriters has announced the 
election of Jack G. Claiborne as its new 
president. 

Other 1954 officers a: Cc. C. Mar- 
tin, vice president; A. L. Ragle, second 
vice president: Elmo Lee, secretary- 
treasurer, and Claude Cox, publicity di- 
rector. 

New directors are: W. H. Lovelace, 
Gerald Gustafson and Densel Dean. 





at time of disability.” 

Mr. Anderson listed some advantages 
to the agent who will concentrate on 
A. & S. for business purposes: (1) busi- 
ness A. & S. produces substantial sales 
with high persistency; (2) these sales 
help solve the agent’s daytime interview 
problem; (3) they give the agent “multi- 
ple prospecting.’ One sale may lead to 
a life sale or other S. & A. sales; (4) 
the agent is ina good spot because he 
is selling insurance to the businessman 
on the one thing that businessman is 
most interested in—his business. 


Vesser on Agent Recruiting 


A man gets a “valuable franchise” 
when he joins General American Life 
and “we take special pains to see that 
he fully appreciates every aspect of it,” 
Vice President Frank Vesser of that 
company stated in his address. 

Mr. Vesser described his company’s 
brochure for new agents. “This is a real 
aid in recruiting,” he said, “since it 
explains the contract and all about the 
franchise in terms of the man himself.” 

He called it a presentation of Genera! 
American’s “lifetime security franchise” 
and said there was a similar brochure 
for general agents. 


Stating that his company’s aim is “to 


hold back no one who deserves and 
wants management,” Mr. Vesser said 
the agent applicant is also “given a 


bird’s-eye view of the manager’s job. 

“General American does not talk to 
anyone unless he is willing to examine 
the whole brochure.” Mr. Vesser said 
this is done together with a representa- 
tive of the company and “it usually takes 
about two hours.” 

He said the brochure explains clearly 
not only “what hz ippens if the agent 
quits us,” but also “what happens if we 
quit him.” It is a great help in recruit- 
ing to let the man know that “he will 
receive every dime coming to him under 
terms of the contract.’ 

The brochure discusses agency awards, 
contest prizes, and even outlines conven- 
tion dates and sites for a five-year 
period. It covers educational training, 
sales helps offered by the company and 
“fringe benefits.’ Through the case- 
history method, “a man can see just 
what money he may expect to make out 
of the life, A. & H., and group lines.” 

Stating that “we carry figures through 
for a period of 30 years,’ Mr. Vesser 
felt it was important to show men just 
what they would make in capital values 
and deferred commissions. 


Keare on A. & S. Package 


“We are enthusiastic about combini- 
tion packages and we find they have a 
healthy effect on persistency,” Spence R. 
Keare, executive vice president, Federal 
Life, told the LIAMA gathering. 

Mr. Keare stated that more than 50% 
of recent life sales by his company have 
included A. & S. He explained how the 
two elements of the sale are closely tied 
in the package through ~~ agent, one 
premium for both life and A. & S., and 
a single premium notice. 

Mr. Keare described “two successful 
packages” in his company, one of which 
ties A. & S. with mortgage protection 
insurance. 

As a companion to 
Federal has developed a noncancellable 
A. & S. contract which the speaker 
termed “a leader” with the company. 

In addition to the established pack- 
ages, Mr. Keare said his company will 
issue any regular life policy and any 
A. & S. coverage “as one unit and with 
one premium—providing the anniversary 
date is the same.” 


life insurance, 


Schmitz Named A. & S. Supt. 
Of the Occidenta! Life 


Walter F. Schmitz, former associate 
superintendent of Occidental Life of 
California’s A. & S. department, has 
been named superintendent of that de- 





SCHMITZ 


WALTER F. 


partment, filling the post recently va- 
cated by the retirement of Vice Presi- 
dent Duncan C. MacEwen. 

Mr. Schmitz joined Occidental in 1940 
as A. & S. agency assistant, and since 
that time has held increasingly impor- 
tant positions as division manager and 
superintendent of A. & S. sales. In 1951 
he was appointed associate superintend- 
ent of the A. & S. department. 

Before joining the company he had 
12 years experience in A. & S. sales and 
home office work with the Travelers and 
the Loyalty Group. 

Well known throughout the industry, 
Mr. Schmitz is currently a member otf 
the LIAMA’s accident and health com- 
mittee and is serving on several com- 
mittees of the Bureau of Accident & 
Health Underwriters. 


Beneficial Standard Life 
Acquires Phila. Co. Control 


The Beneficial Standard Life of Los 
Angeles, which operates in nearly 30 
states, Alaska and Hawaii, has acquired 
all of the capital stock of the Fidelity 
Interstate Casualty Insurance Co. of 
Philadelphia which is licensed in Penn- 
sylvania only and confines its writings 
to A. & H. and hospitalization. 

Edward D. Mitchell, board chairman 
of Beneficial Standard Life, in announc- 
ing the acquisition on March 27, stated 
that all operations and personnel of the 
Fidelity Interstate Casualty will remain 
under the management of Harry T. 
Dozor, vice president of the latter com- 
pany. 


Non-Can. A. & H. 


(Continued from Page 40) 


guarantee all its policy 
And we are proud to 
individual consid- 


but the company does 
provisions unequivocially. 
present sample contracts for 
eration. Ne a 

Murray A. Charlop, representing Paul 
Revere Life at 551 Fifth Avenue, cashed 
in on the World-Telegram and Sun 
articles by running an ad on the same 
page in that paper’s February 25 edition 
which emphasized that non-cancellable 
... “pays you an income from the first 
day of any disability.” 

Another office on its toes is that of 
Loyal Atkinson, representing the Massa- 
chusetts Indemnity at 50 East Forty-sec- 
ond Street. 
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White Address 


(Continued from Page 34) 


company over and above the losses paid 
represents net profit. The people be- 
lieve that insurance drains money out 
of the community solely for the benefit 
of Wall Street and vested interests. 
They do not understand its contribution 
to the local communities in the form of 
loss payments, agents’ commissions, 
taxes, etc. 

“Of importance to you,” Mr. White 
added, “ is the feeling among too many 
of the people that the insurance agent 
may not be necessary today. And the 
analysis is not difficult. In these days 
of spiraling costs, the consuming pub- 
lic, whether the need be insurance, food, 
or any other daily necessity, has become 
extremely and determinedly price con- 
scious. 

“This is a critical situation and cer- 
tainly of itself sufficiently motivating to 
point up the need for the public to be 
informed and educated about the value 
of the American Agency System. It 

nust be agreed among all of us that 
this type of popular ignorance bodes ill 
to all of us because it breeds hostility 
toward the insurance industry under the 
system of private enterprise. 

“These observations, together with the 
known activities of certain well organ- 
ized minority groups and political ex- 
pedients who seek to destroy the free 
enterprise system and substitute for it 
their pet philosophy of pseudo-liberal- 
ism, are all the more reason why we 
must inform the public so that they 
will know, respect and trust the insur- 
ance industry.” 

Mr. White said he wanted to make it 
clear, in discussing this subject, that he 
was not against social progress or any 
social measure, because he, too, believes 
it humane to help those who are unable 
to help themselves. He heartily sub- 
scribed to social progress which will re- 
sult in the greatest good for the greatest 
number. 


Limit Liberal Proposals 


“However,” he continued, “there should 
be a reasonable limitation on these lib- 
eral proposals so as to confine them 
within the means to accomplish the de- 
sired results.” This tendency toward 
liberalism, he said, “is serious because 
we have witnessed in our lifetime how 
governmental intrusion in _ business, 
which is a philosophy of European ori- 
gin, has wrecked the industrial and eco- 
nomic life of the countries across the 
water.” 

Declaring that the public would sup- 
port the insurance industry, once given 
the full story and the true story, told 
simply and frankly, Mr. White pointed 
to the significant demonstration of this 
fact in Massachusetts a few years ago. 

At that time there was an initiative 
petition for a flat rate scheme for com- 
pulsory automobile liability insurance on 
the ballot to be voted by the people at 
the state election. “Because the people 
supported us and our position to this 
proposal for a flat rate scheme, we were 
successful in defeating it by a popular 
vote of better than three to one. This 
was a tremendous and signal victory for 
the casualty insurance industry in 
Massachusetts over an element that has 
been harassing it for years.” 

Citing the agent as the industry’s best 
public relations man within the person- 
alized meaning of the term, Mr. White 
stressed that the agent’s service is the 
embodiment of the American Agency 
System. “And of course it follows,” Mr. 
White continued, “that, unless the agent 
makes himself indispensable to the pub- 
lic, through frequent contacts and help- 
ful advice and service, this system is 
going to break down because the insur- 
ing public will forget that the agent 
even exists.” 

In his concluding remarks, Mr. White 
emphasized that the task of molding 
public opinion favorable to the insur- 
ance industry is not an insurmountable 
one. “It involves,” he said, “constant, 


methodic, patient efforts to develop im- 


FREEDOM HONOR MEDAL 





Employers’ Group to Receive George 
Washington Medal for Its “This 
Is America” Ad Series 

For their “This Is America” advertis- 
ing series, the Employers’ Group Insur- 
ance Companies will receive “The 
George Washington Honor Medal,” the 
Freedom Foundation at Valley Forge, 
Pa., has announced. The citation de- 
scribed the campaign as “An outstand- 
ing achievement in helping to bring 
about a better understanding of the 
American Way of Life during 1953.” 

In the March edition of the “Employ- 
ers’ Pioneer,” it was disclosed that the 
campaign has restated in each of six 
instances to date the principles and 
practices of American democracy. Num- 
ber six of the continuing series appeared 
in Time magazine’s issue of February 
22, 1954. Number seven will appear in 
an April issue. 

During 1953, four messages were pub- 
lished on the right of an individual to 
communicate his wishes and opinions to 
his congressman; the Presidential press 
conference; the responsibility of a con- 
gressman in voting in accordance with 
the best interest of his constituents, and 
the function of the Supreme Court as 
the highest court in the land. All were 
published in Time. 

The Employers’ Group is most appre- 
ciative to the Freedom Foundation for 
its recognition and has expressed its 
appreciation to Herb Velser, Employers’ 
agent in West Allis, Wis., who pre- 
sented the series to the Foundation for 
consideration. 


New Tri-Insurance Group 


To Study Safety and Health 


A new organization of company rep- 
resentatives, known as the Tri-Insurance 
Group, has been formed in Flint, Mich., 
to promote health and safety objectives 
in that city. 

Martin J. Beckers is chairman of the 
group with William Phillips, Jr., as its 
secretary-treasurer. A board of directors 
has representatives as follows: life—Mr. 
Beckers, Clarence Shedd and Robert 
DeYonker; fire and casualty—Mr. Phil- 
lips and WwW alter Bennett; health and 
accident—Thomas Little, Howard Mc- 
Neil and John Burek. 

First objective of the group will be 
to attain higher health and public safety 
standards, Mr. Beckers said. He noted 
that relatively high rates, reflecting ex- 
perience there, do not indicate that 
Flint ranks high from a safety stand- 
point. The group plans a meeting April 
15 to discuss a possible program to im- 
prove local safety and health conditions. 





Florida Approves Auto 
Medical Payment Plans 


Florida has approved the plans for 
automobile extended medical payments 
insurance of the National Bureau of 
Casualty Underwriters and of the Mu- 
tual Insurance Rating Bureau. Both 
plans became effective March 22. 

With the Florida approval, the Na- 
tional Bureau’s insurance plan is now 
effective in all states except Kansas, 
Louisiana and New Jersey. It is also 
effective in the District of Columbia, 
Alaska, Hawaii and Puerto Rico. 

Having the addition of Florida, this 
program has been approved for the 
Mutual Bureau in 39 states and the Dis- 
trict of Columbia. In several other 
states, the program is under considera- 
tion by state supervisory authorities. 





proved public relations and understand- 
ing. It can be done and it must be 
done by all of us engaged in the busi- 
ness. It can’t be done by the agents 
alone. It must be accomplished by the 
coordinated and cooperative efforts and 
actions of the agents and companies to- 
gether, working toward the same objec- 
tive.” 





TRAVELERS FIELD CHANGES 


M. S. Harlan Succeeds Myron N. Platt 
at Los Angeles; Lancaster Goes to 
Dallas; Seibels Receives Promotion 


Several changes in casualty, fidelity 
and surety lines have been announced by 


the Travelers as follows: 

Marvin S. Harlan, manager at the 
Dallas office, has been appointed man- 
ager at Los Angeles succeeding Myron 
N. Platt, who has retired after more 
than 40 years’ service. 

Alden L. Lancaster, manager at Little 
Rock, Ark., has been appointed man- 
ager at Dallas to succeed Mr. Harlan. 

Emmet Seibels, assistant manager at 
Louisville, Ky., has been promoted and 
appointed manager at Little Rock to 
succeed Mr. Lancaster. 

Mr. Harlan became associated with 
the Travelers in 1929 as a field super- 
visor at Kansas City, Mo. He was pro- 
moted and appointed assistant manager 
there in 1933. In 1942, he was named 
manager at South Bend, Ind., and in 
1946 he went to Dallas as ‘associate 
manager. He was appointed manager at 
Dallas in 

Mr. Harlan attended the University of 
Nebraska. He has been a charter mem- 
ber of the Insurance Club of Dallas, a 
member of the Texas Advisory Commit- 
tee and the Texas Workmen’s Compen- 
sation Assigned Risk Pool Committee. 

Mr. Lancaster became associated with 
the Travelers in 1938 and was appointed 
field supervisor at New Orleans, La., 
after graduating from the home office 
school in Hartford, Conn. After that 
year, he went to Houston in the same 
capacity. He entered the U.S. Navy in 
1943 and was separated from active duty 
as a lieutenant commander. 

In 1946, he was reappointed field su- 
pervisor at Houston and was promoted 
and appointed assistant manager there 
in 1947. In 1951, he was appointed man- 
ager at Little Rock. Mr. Lancaster re- 
ceived a B.A. degree from Rice Insti- 
tute. His previous business experience 
has been with the Southwestern Bell 
Telephone Co. 

Mr. Seibels joined the Travelers in 
1938 and was appointed field supervisor 
at Louisville in 1939 after graduating 
from the Travelers home office school 
for agents. He entered the U.S. Army in 
1941 and served five years. He was 
reappointed field supervisor at Louisville 
in 1946 and was named assistant man- 
ager there in 1949. He is a graduate of 
University of Virginia. 
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Mutual Co. O. L. & T. Filings 
Approved by 3 More States 


The Insurance Departments in .Ari- 
zona, Kentucky and Ohio have approved 
filings of the Mutual Insurance Rating 
Bureau involving revised Bodily Injury 
Liability rates for M. & C. liability and 
O. L. & T. liability area and frontage 
classifications. The revised rates apply 
to all policies written on or after March 
29 and may be applied to policies written 
to become effective between February 1 
and March 29. 

The following state-wide rate level 
changes are involved in these revisions: 


State O.L.&T. M. & C. 
AVAPNE o6 f5N WE 6d yo0'3 S +18.2% —11.1% 
Oe Sy Sa ET y PE +20.2 —23.8 
Ee: Séuddsebesskhpane +18.9 —17.4 


In addition to the introduction of re- 
vised rates in these states, the changes 
effective March 29 also include revised 
territory schedules for O. L. & T. lia- 
bility insurance in Kentucky and Ohio. 

With the addition of these states, 
rates revisions have now been approved 
for the Mutual Bureau in 28 states and 
the District of Columbia. 


NORDGREN STATE AGENT 

Promotion of G. R. Nordgren to state 
agent of the Automobile and the Stand- 
ard Fire has been announced by Olaf 
Nordeng, vice president. Mr. Nordgren 
will supervise the companies’ operations 
in northern Illinois, excepting Cook 
County, the same area he has serviced 
for five years as special agent. 





DETROIT A. & H. ELECTIONS 


Barrett Elected President; Stevens First 
Vice President; Maender, Second Vice 

President; Paull, Secretary-treasurer 

At a recent annual meeting of the 
Detroit Association of Accident & 
Health Underwriters, Robert Barrett, 
general agent for Monarch Life, was 
elected president of the association. Mr. 
Barrett has had extensive insurance ex- 
perience and has done a great deal of 
work on behalf of the association not 
only in Michigan, but in other states in 
which he has been assigned. 

Raymond Stevens was elected firs: 
re president. Mr. Stevens heads the 

& H. division of Michigan Life and 
tes long been active in association work. 

Second vice president is Leonard 
Maender, who is superintendent of De- 
troit agencies for General American Life 
During the past year, Mr. Maender was 
secretary-treasurer of the Detroit asso- 
ciation. 

J. W. Paull, Detroit Insurance Co., 
was elected as the association’s new sec- 
retary-treasurer. 

The names of men elected to the board 
of directors is as follows: Paul Williams, 
past president of the Detroit associa- 
tion; Harold Boadway, also a past presi- 
dent and past president of the Michigan 
State association; John E. Jones; Burt 
Stahl; James Fellows and Douglas 
Kurth. 


CLAIM COURSES AVAILABLE 


Schober of Phoenix-London and Carr 
of Zurich to Instruct at N. Y. 
Insurance Society’s School 
Albert E. Schober, regional superin- 
tendent of the loss department. of the 
Phoenix-London Group, will again teach 
the investigation and adjustment of 
casualty insurance claims course this 
spring according to an announcement 
of Dean Arthur C. Goerlich of the 
School of Insurance, New York Insur- 
ance Society. This advanced class in 
claim adjusting is only given during the 

spring semester of each year. 

The class is for men who have basic 
training or experience in casualty claims 
adjusting and wish to become more pro- 
ficient in their work of handling lia- 
bility and property damage claims. It 
is practical application of accepted ad- 
justment principles to the daily case 
problems of the adjuster. 

Prior to his present position Mr. 
Schober was engaged as a trial attor- 
ney. His 23 years in the insurance 
business followed his graduation from 
the University of Pennsylvania where 
he majored in insurance. He holds both 
LL.B. and J.S.D. degrees from Rutgers 
and New York University, respectively. 
Mr. Schober is a member of the New 
York State Bar Association and a mem- 
ber of the Essex County New Jersey 
Bar Association. 

Preliminary subjects in the school’s 
casualty claims adjusting course of study 
are liability and property insurance 
claims and introduction to insurance. 
The former is a basic study of casualty 
coverages, general principles of law in- 
volved in claim work and investigation 
rere: and practices. It is taught by 

Edward E. Carr, chief liability examiner 
for the Zurich. 
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sults for the past few years, this branch 
of the company also showed a reduction 
in premium volume in 1953. Noting that 
a statutory underwriting loss of $26,825 
was shown, Mr. Carvalho explained that 
it was not entirely due to unfavorable 
experience but rather to the fact that 
loss reserves were adjusted to more 
nearly reflect the current trend of losses 
in this branch. 

He said that inland marine premiums 
remained fairly stable in 1953, amount- 
ing to $119,388 

Total assets of the company as of last 
December 31 were $8,851,697 compared 
with $8,877,646 the previous year-end. 
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THE MARYLAND WRITES AVIATION INSURANCE THROUGH THE UNITED STATES AIRCRAFT INSURANCE GROUP, 









“Unforeseen events ...need not change and shape the course of man’s affairs”’ 


He was born to be... fleeced 


You weren’t. But you can be fleeced . . . if an employee turns out to be a black sheep. 
An embezzlement can clip you for plenty. It can wreck your business. 
But, fortunately, you need not take this risk. For a surprisingly low annual premium, 
you can cover every person on your payroll with a blanket Fidelity Bond, 
which fully protects you against loss from employee dishonesty. 


Why not inquire about it today? Call your Maryland agent. 


MARYLAND CASUALTY COMPANY 


Baltimore 3, Maryland 


NOW CELEBRATING ITS 25TH ANNIVERSARY. 





Another striking advertisement designed to help Maryland agents and brokers sell more and larger blanket Fidelity Bonds. 




















Now from A‘tna- -- 








All the major, money-making 
accident and health lines 


Sharply rising medical and hospital costs . . . the 
constantly increasing frequency of accidents . . . 
widespread public discussion of health plans... an 
endless barrage of medical articles in magazines 
— these and many other forces have combined to 
make accident and health insurance one of the 
most salable of all insurance lines. 

With A£tna’s broad range of policies, and wide 


ATNA LIFE 


variety of attractive sales aids, Aitna agents are 
exceptionally well equipped to go after this lucra- 
tive and growing market. The recent addition of 
a new Family Hospital and Surgical Policy with 
its extremely liberal benefits opens up even greater 
opportunities for development. 

These are just added reasons why it pays to be 


an 42tna-izer! 


INSURANCE COMPANY 


Affiliates: Etna Casualty and Surety Company IN y 


Automobile Insurance Company - 


Standard Fire Insurance Company 


HARTFORD 15, CONNECTICUT 
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